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A basement made possible by the installation of an oil burner 


Oil Burners — 
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A successful heating contractor tells his experiences, 
A consulting engineer describes and solves a heating problem; 


How contractors sell oil burners that stay sold 















DOMESTIC ENGINEERING 


KEWANEE 


SOILEKS 


v es Things that cost the least to buy often cost the 

= most to own. A low-priced boiler may easily 
be the most costly. It depends on 
the years it lasts; on repair 
costs; and the amount of 
fuel it must burn 
to keep a building 
heated. 
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The Kewanee Boiler 
has so long been rec- 
ognized as the best 
boiler investment a build- 
ing can have that the Archi- 
tect, Engineer or Contractor 
who recommends it never has 
his judgment questioned. 


Sturdy steel construction 
guarantees many extra years 
of life—with a minimum of 
repairs. While correct, gen- 


7 
~ erous design (design that has 
ig 6€©6Sstood the test of many 
a 


— — = | N years) insures more heat with 
+5 é ®S less fuel. 
: | KEWANEE B9ILER CORPORATION 


KEWANEE, ILLINOIS Branches in Principal Cities 


> MemBER OF STEEL HEATING BoILER INSTITUTE 
. 


In old days, dams were built of timber and 
earth. They cost but little to build but con- ‘ "i OWN a 
tinually needed repairs and soon had to sae 


be replaced. They were a poor investment. 
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DO YOU WANT TO BET 
ON A SURE THING? 


Here it 1s... 


T’S a sure bet when you install VQGER, Frost-Proof 
Closets or Hydrants you will have a satisfied customer. 
More than 500,000 installations prove this. 


And you have made a nice profit that is all yours. Because 
you don’t have to make back calls for minor adjustments 
and repairs. 


Play the sure thing. Install Y¥QGEL 
Frost-Proof Closets and Hydrants. 
Folders and blotters sent out with 
your mail help you get these jobs. 
Tell us how many you need. We'll 
imprint them with your name and 





address. 
JOSEPH A. VOGEL COMPANY Number One Vogel 
Frost-Proof Closet 
Wilmington, Del. St. Louis, Mo. Simple in operation. 
Sturdy in construction. 
VOGEL Half a million in opera- 
HYDRANT tion. 





WHY COLDIE LAUGHED! 


For the very first time 
In a year and a half 
Coldie’s enjoyin 

A real good laug 





Vogel Frost - Proof 
ydrant For Frostie’s been saying 

that Coldie’s a fake 

Telling him Vogels 

Just never will break 


But Frostie would show 
How the job should be done 
He'd go after Vogels 

And bust every one. 


But Frostie’s mistake 

As you've probably guessed 
Was thinking that Vogels 
Were just like the rest 


But Vogels are different 

They're tough and they're 
strong 

Where rightly installed 

They never go wrong 























(om, KF rost-Proof PRODUCTS 





So VAT Sy, 












DOMESTIC ENGINEERING 


Plumbing & Heating Contracting and Merchandising 


Established 1889 


Vol. 135, No. 1 April 4, 1931 Whole No. 1940 


IN THIS ISSUE 


Page 
A Heating Contractor Tells About His Experience in Selling 
SSE ES LG NALIN PETAL 40 


Modernizing Campaign—lts Possibilities and the Obstacles 
Which Retard Its Progress. By R. V. Sawhill ...... 45 


A Concentration of Heating Errors. By Samuel R. Lewis.. 49 


How Noise Has Been aaa in Oil Burner Installations. 
Paes Cin ceaneewundwasanne wend wieees 53 


Plumbing and Heating initiate 


How to Sell Oil Burners—Two Studies in Effective 
Merchandising. Industrial Oil Burner Installations Are 


i ok on sek os ob aecieh nc idle ta alana admaaicne 57 
Collections—Successful Methods and Letters Developed 
by Plumbing and Heating Contractors.............. 65 


How Bathroom Fixtures Are Connected—Correct and In- 


Correct Methods Discussed. By R. M. Starbuck.... 67 
Steps Taken to Rate Boilers Which Burn Oil............ 74 
Central Supply Association's Annual Spring Meeting.... 87 














Western Supply Association's Spring Meeting.......... 113 
Maire Master Plumbers’ Annual Convention............ 129 
Kansas Master Plumber's Annual Convention........... 145 
EDITORIAL STAFF SPECIAL DEPARTMENTS F, P, KEENEY, 
R. V. Sewhill, Editorial Director BETWEEN OURSELVES ..............0000. 6 Precitont Gan Sommer 
R. Herlov, Chas. E. Price, CII isis cscicsiscrecvivanss 39 E. DE pomey a 
L. W. Britton, G. R. Stearns, ERS TS EE aa Rr 56 ice Presiden 
J. E. Ramage, W. W. Gothard, RETAIL ADVERTISING SERVICE........... 72 O. . — 
Associate Editors EE svesahevciverisnrssncicsis 77 ee 
R. M. Starbuck, Jr., CONVENTION DATES ........... 2000000 121 
Consulting Editor on Plumbing EE cn need eb adddenedeeeeny etude 123 BRANCH OFFICES 
a i i ay 137 . — 
ADVERTISING QUESTIONS AND ANSWERS............. 151 a 706-1707, 110 East 
REPRESENTATIVES EE cdvncedhkokndbeaeten ede 158 PHL ADELPHIA— 
F. $. King, E. G. Hutchison, PLUMBING AND HEATING PATENTS..... 170 —_— 1507, adieu Bldg. 
R. Payne Wettstein, INDEX TO ADVERTISERS ...............4. 174 owreeuacn- 
Wallece J. Osborn, H. J. Car, Rose 604, Chasber of Gon. 
D. M. Kenney, Robert A. Jack, merce Bidg. 
R. H. Partenfelder, DETROIT— 


Published Fortnightly by 


ENGINEERING PUBLICATIONS, INC. Room 410, Donovan Bldg. 


TERMS OF SUBSCRIPTION 8 of , : Entered es Second Class Matter on Jenuary 19, 
Amputee ete Wer, $200 1900 Prairie Avenue, Chicago 198, a the Po es at Chars inci wery 19, 
Current copies, 20c ecech Bnet wg 40¢ each 


Copyright 1931, by Saitaiiens Publicetions, onc Member of Audit Bureeu of Circuletions. 


A. T. Papineau, Fred C. Murray 








ee PN ee ee ee FE eR Oe ee na PE Te PE RPE OE eee Pee ay ; ; 
Pat aR aes Meri eg ee ee eng , ie Sy! By PE ‘ > ae CFS oh *, 4 
roe iG Sew Oe i SSP oes Baty het rt Ae Als im Scat SuNae Sib eek 























April 4, 1931 











The Mack 





Hard 
Rubber | 

is the ideal 
material for 
FLOATS. 








HARD RUBBER 








MOULDERS SINCz 1897 
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- - on the incoming 
tide of GOOD BUSINESS for the 
plumbing industry. 


The extensive use of Stokes Hard Rub- 
ber Products is the result of FACTS, 


f Y | based strictly upon experience. Hard 

i of Quality , 

t Rubber neither rusts nor corrodes. It is 
strong, durable and can be produced to 
exact specifications. 


Stokes Floats are used by a large and increasing number of 
plumbers who appreciate the advantages of Hard Rubber, 
and who guarantee them for the life of the tank. 


Your customers expect you to supply them with a product 
that represents the highest value (the relation of quality to 
price) that you can obtain for them. Use Stokes Hard Rubber 
Floats and enjoy the confidence of those with whom you do 


business. 
Your Trial Order 
Will Be Appreciated 



















Wenien N. J. 
Canadian Plant: Welland, Ontario 





IN EVERY CONCEIVABLE FORM 








Ii Between Ourselves|| 






ASTER plumbers are continually becoming more keenly interested in oil burner business. Many of them are 
planning on attending the annual oil burner convention and show which opens in Philadelphia on April 14. 


This issue is devoted largely to a study of oil burners and contains a wealth of tnfor- 
mation for the contractor on the selling and installation of this type of heating equipment. 


Ml HEATING Contractor Tells About His Ex- 

periences in Selling Oil Burners’—That’s the 
name of the article which leads-off this issue and which, 
as the title indicates, tells the story of a heating contrac- 
tor who, as he puts it, “became oil burner conscious.” 
Starting at scratch, this man has built up a splendid busi- 
ness in oil burners and has developed a live wire organi- 
zation. He is a heating merchandiser in the real sense 
of the word—but let him tell you about his first experi- 
ence in applying for an oil burner agency, and why after 
visiting the factory he came home empty handed. Then 


read on about his later successful experiences and the 


manner in which he conducts this branch of his business. 





HE Plumbing and Heating Merchan- 

dising ' section this time tells how to sell 
oil burners. Two plumbing and heating con- 
tracting firms describe the methods they fol- 
low in building an oil burner business which 
for each of them has been a source of profit. 
The section contains two distinct studies in 
effective merchandising methods. One of 
these men concentrates on residential work 
and stresses the basement beautiful idea. 
The other man prefers industrial and com- 
mercial business. Both give the reasons for 
their preference. Which type of work would 
you go after? 





+ )W are your collections? Are your collection per- 
centages higher or lower than those of other men 
in the same line of business as yourself? This is always 
an important phase of any business and today it is a part 
of business that bears even closer attention. Starting 
in this issue is a series of articles on this subject, and 
we don’t believe that the industry has ever had as much 
usable information on collections as will be included in 
this series. Methods and successful letters developed by 
contractors will be given. The first article contains help- 
ful information on bad debt losses in the plumbing and 
heating retail field; a method for figuring collection per- 
centages ; and an idea for helping make collections. The 
time is ripe for every contractor to make a careful study 
of his collection methods in order that, in the upswing 
ahead, he may avoid distounting his profits by reason 
of bad debts. As usual, Domestic ENGINEERING has 
gone into the field for its material. 


Your Zaller 


. Ww E certainly appreciate the services of DOMESTIC 

ENGINEERING which are extremely satisfac- 
tory, and, may we add, that DOMESTIC ENGINEERING 
is to our way of thinking, one of the finest business maga- 
zines on the market.” — Wilson's Plumbing & Repair 
Shop, Kingman, Ariz. 





OMESTIC ENGINEERING was 
able to draw upon the experi- 
ences gained through many years of 
close association with the plumbing 
and heating industry in calling to the 
attention of the members of the Cen- 
tral Supply Association the business 
possibilities to be found in moderni- 
zation work. ‘Modernizing Cam- 
paign—Its Possibilities and the Ob- 
stacles which Retard Its Progress”’ 
was the subject of the talk by R. V. 
Sawhill, editorial director. Mr. Saw- 
hill’s address:is reproduced in this 
issue. 





N selling an oil burner to a home owner has your 

prospect ever objected to it on the basis that oil 
burners are noisy? No doubt you have met this argu- 
ment if you are selling oil burners. If you are not sell- 
ing them it is something you will probably run up against 
when you do sell them. It’s an objection that every 
heating contractor should be prepared to meet intelli- 
gently. The only way he can meet it is by knowing what 
causes this feeling and the answer. Louis T. M. Ral- 
ston, consulting engineer, has an excellent article in this 
issue on this very subject, entitled “How Noise Has Been 
Subdued in Oil Burner Installations.” 





UR next issue will contain an ar- 
O ticle analyzing a recent nation- 
wide survey on the use of motor trucks 
by wholesalers. The survey develops 
some interesting information and sug- 
gestions that should be of value to 
wholesalers of plumbing and heating 
supplies. The report tells how one 
wholesaler has made a yearly saving 
of nearly $3,000 by systematic assem- 
bly of orders in the warehouse and 
elimination of lost time where trucks 
were forced to wait for orders to be 
filled. 


The man who is so busy that he does not have time to read his trade paper is like the 
man who was so busy chopping wood that he did not have time to sharpen his axe. 
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EEEGGEE FERRE -BEEOX HORE EEE 


HE new Heggie-Simplex High Fire-Box Boiler f or 

provides additional furnace volume for 
stoker operation, without requiring an expensive 
built-up refractory setting. It also eliminates Stoker 
the need for countersinking the retort of the 


stoker in a pit below the floor. qDperation 


The boiler was designed after careful study 
of the specifications of various types of stokers, 
and consultation with the service managers of 
the various stoker companies regarding their 
interpretation of these specifications. 


It embodies all features that have made 
Heggie-Simplex design famous for fuel econ- 
omy—a larger area of direct heating surface 
rear-front-rear tubular flues to strip gases of all 
usable heat; and unrestricted water circulation 
to transfer heat to the outlet without waste. 


Electrically welded steel construction gives 
these boilers extra endurance to withstand the 
rapid temperature changes of on-and-off me- 
chanical firing, without 
danger of cracking or 
leaking. For details, write 
Heggie-Simplex Boiler 
Co., Joliet, Ill. Represen- 
tatives in principal cities. 








HEGGIE-’SIMPLEX 


SHEEEE HEAT ENG BOILERS 
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New Ideal Arcola Gas Boilers make 


hot water radiator heating practicable 





Here is a new field for sales and 
profits—the New Ideal Arcola Gas 
Boiler for small house heating instal- 
lations and for hot water supply. 
Every feature of this boiler has been 
designed exclusively to meet the 
special requirements of small hot 
water installations. All the quality 
of product and all the exclusive 
control features of the other Ideal 
Gas Boilers have been included in 
this smaller compact model. 

Either with or without jacket it is 


so attractive and so compact that 





Manufactured by 


it can be placed in any room and 
connected with radiators wherever 
needed. 

This new heating plant is particu- 
larly adapted to small homes without 
basements, apartments, offices, 
stores, tea rooms, garages, barber 
shops and beauty parlors which 
have no central heating plant. 

We will be glad to send a 
complete description of this new 
appliance that is opening up 
new opportunities for sales and 


profits. 


AMERICAN RADIATOR COMPANY 





DIVISION OF 
AMERICAN RADIATOR & STANDARD SANITARY CORPORATION 











40 West 40th Street, New York City 





for small 


installations 


For Direct Hot Water Systems the Ideal 
Arcola Gas Boiler makes an excellent 
installation. It has the advantage of 
compactness, high efficiency with large 
capacity and adequate automatic 
controls. 
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BALANCED 


from the word go! 


In the new IMPROVED Webster Type “R”’ 
Systems the supply of steam to each radi- 
ator is so equalized and balanced that all 
radiators get steam at the same time and 
in substantially the same proportion, re- 
gardless of distance from the boiler. 


Fool-Proof 


The balancing is done right from the plans 
by a Webster Steam Heating Specialist. 
Contractors are provided with a definite 
schedule to insure correct installation. 
Tedious guesswork efforts at balancing 
after installation are eliminated. And 
once balanced, it cannot be unbalanced by 
the room occupant. 


Modern as Tomorrow 


The new IMPROVED Type “R’’ System 
meets fully the operating requirements of 
the newer fuels such as oil and gas, the 
newer types of light-weight radiation, the 
new thermostatic controls, and at the same 


time provides the last word 
in heating efficiency for 
systems using older fuels, 
older radiation and older controls. 


A New Modernization Opportunity 
Like all advances in Webster Systems these 
improvements may be incorporated Into 
existing Webster installations. All neces- 
sary information is available now at the 
nearest Webster-Branch office. Call on them 
for complete cooperation or use the « oupon 
below for a bulletin covering this newest 
Webster development. — 





~ Sys 
Steam Heating 


Warren Webster & Company, Camden, N. J. 
Pioneers of the Vacuum System of Steam Heating 


Branches in $2 principal U.S. Cities ~ Darling Bros 





EE EE GE Ge GET Geese: SHUSEENEES 


D.E. 4-4-31 


WARREN WEBSTER & COMPANY, Camden, N.J.: [am preparing plans and specifications in which I would like to consider an 


IMPROVED Webster System.  [ ] Have your representative get in touch with me. 


NAME Rees Baal 


[ | Send new bulletin. 


ADDRESS 
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is the principle of the lever. Primary 


in all natural laws is gravitation. 


tested construction of the Securo, 


they have resulted in a fitting that is 


nature itself in practice. 
Among the features 
which besides its simple 


and infallible action rec- 





ommend this waste are: 


Lever action lift mecha- 
nism — positive in action. 


Impossible for parts to 
drop into overflow in case 
of tampering by mischie- 
vous persons. 

5 Adjusted for variation in 
ware when installed. No 
further adjustments nec- 
essary. 


-~CRAN 








Branches and Sales Offices in Two Hundred Cities 





+ A new waste + 


that operates as surely as the law of gravity 


Primary in all laws of mechanics 4 High lift and large slots in side of 
waste plug produce rush of waste water 
which carries suspended waste particles 
into trap. Basin drains in approxi- 
These two principles Crane Co. has mately 6 seconds and is left in a sani- 


combined in its new Lever Action tary condition. 


Securo waste. Added to the time- 5 A simple twist of metal stopper disen- 
gages it from the lift rod. It may then 


be removed from basin leaving outlet 
accessible for removal of lint and other 
new in plumbing, but old andsound as waste particles. 


Large tapered metal to 
metal seat, ground in, as- 
sures perfect fit. 


7 Operating through over- 


flow, exposes fewer metal 
parts to be kept clean and 
allows trap to be placed 
higher which adds to the 
appearance of the com- 
plete lavatory. 


Go to the Crane Exhibit 
Rooms and examine this 
new waste; test it. Its sim- 
plicity, its dependability 
are certain to make it one 
of the most popular wastes 
ever designed. 


a £ Fittings 


CRANE Co., GENERAL OFFICES: 836 S. MICHIGAN AVENUE, CHICAGO 
NEW YORK OFFICES: 23 W. 44TH STREET 
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Master Plumbers 
are invited to visit 
our space atthe 
National Plumbers’ 
Exhibit, Milwaukee, 
June 22-25 
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ET down to brass tacks! Selling features like 
this sells heating jobs and increases — 
For example—more heat is actually utilized in 








Weil-McLain Round Boilers because the hot gases 
; must travel @ balanced distance back and forth 
: along all heat-absorbing surfaces. They cannot 
> be wasted by short-cutting to the chimney or con- 
% centrating in the center of the flue travel. There 
2 are similar scientific principles of design in the 


SCIENTIFIC COMBUSTION 





FIGHT FUEL WASTE AND DELIVER MORE HEAT 
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eatures like this 
sell heating jobs... 
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complete line of Weil-McLain Boilers, including 
Round, Jacketed, Square, Self-Feed and Smokeless 
Boilers. Also Weil-McLain “Cameo” Radiators. 


WEIL-McLAIN COMPANY 


General Offices: Chicago. Boiler Plant and Offices: Mich- 
igan City, Indiana. Radiator Plant and Offices: Erie, 
Pennsylvania. Canadian Representatives: James Robertson 
Co., Ltd., Montreal, St. John, Toronto, Winnipeg 


SHARPEN THE 
EDGE ON YOUR 
SALES TALK 
In your next bid stress 
the strong selling 
features of Weil-Mc- 
Lain Boilers. They 

will help you win. 

























181 Powers Shower Mixers installed here ian Bamase Tnesenectatic 
| | & Water Controller 
| 












Warm Water Outlet 









| 
| 
| 
} 


| 
llot Water Cold Water 





Adjust 
Here 








For group showers, baby baths, continuous 
flowing baths, car washing, etc. Scalding water cannot 
pass through this controller. Failure of cold water 
supply instantly shuts off the delivery. Simple in 
design. Rugged Construction. Write for 12-page folder 




















A pplied lo 
Group Shower \ a 











101 West 55th Street, NEW YORK 
Architects: CARRERE & HASTINGS 
Consulting Engineer: WM. V. COLLINS 
Plumbing Contractor: JAMES McCULLAGH, INC. 




























POWERS MIXERS Prevent Scalding 


caused by Pressure Changes in Supply Lines 
and Failure of Cold Water Supply 








When the tenants of this apartment right temperature. When you turn 
building step under a shower the the handle of a Powers Mixer to 
owners need not worry about possible WARM, the water does not run 
lawsuits-—the showers are controlled hot one minute and cold the next 
by Powers SAFE TY Shower Mixers. but stays right where you want it. 
Powers Mixers never act up and They’re Economical — kxtra 
pet jumpy no unexpected “shots” large supply pipes to showers, often | 
of icy cold or scalding hot water used to minimize the danger of 
caused by changing water pressure scalding and temperature changes, 
when someone turns on a nearby are not needed when Powers Mixers 
shower or flush valve. are used. They also save hot and 
If the cold water supply ever fails cold water —- and prevent steamed 
P oo ‘wtpsacrsdigaaaenamaaaans, shuts — rooms. ark : For shower baths, wash sinks, car washing, 
‘ ' rite for Book showing test etc. Steam at 10 to 100 lbs. pressure and cold water @& 
They’re time savers — No time data and giving full information at any pressure, piped to this mixer will give you & 
is Wasted trying to get water at the about this remarkable mixer. COLD — WARM — or HOT water instantly. Posi- @ 


tively Safe! No “shots” of hot or cold water—no 


noise or water hammer. ‘rite for Bulletin No. 2035. @& 
— They Cost More — They’re Worth More! — - seein 3 


THE POWERS REGULATOR COMPANY q 


35 years of specialization in temperature control 







General Eastern Office General Offices and Factory Canadian Powers Regulator Co., Ltd. 
231 East 46th St., New York City 2720 Greenview Ave., Chicago, III. 106 Lombard St., Toronto, Ont. 









Offices in 41 other cities— See your telephone directory : 
| 


nL 7 











April 4, 1931 | DOMESTIC ENGINEERING 13 


KEEP OUT. 
of the PIT | 





. +. YOU can inspect 










or clean this sewage pump 


from the floor 







J ennings Suction Sewage Pumps 
are furnished in a series of sizes 
with capacities and heads to 
meet all the usual requirements. 


ENNINGS Suction Sewage Pumps are so designed that only the 
suction pipe is submerged. Every working part is above floor 
level where it is readily accessible without even opening the pit cover. 


ik The main pumping unit is an efficient ngn-clog impeller that 
« handles solid matter without clogging. 

& Mounted on the same shaft, and enclosed in the same casing is a 
. Nash Hytor priming unit. When the pump starts, this unit exhausts 
> air from the suction pipe and quickly draws sewage into pump 


casing. Full rated capacity is delivered without delay. 


A Jennings Suction Sewage Pump will not clog, will not air-bind, 
will not lose its prime. No screens are required. 


i act Ce A ae a 2 
Er isad Oe aL ee ly 
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For more complete information write for Bulletins 133 & 124. 


3 THE NASH ENGINEERING COMPANY 
& 41 Wilson Road South Norwalk, Conn. 


Jennings sex Pumps 
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BUILT FOR THE 
FUTURE 


If you were to visit the American plant at 
Abingdon, spend several days studying 
American methods and workmanship, inspect- 
ing the high quality metals that go into 
American Brass Goods, you wouldn’t wonder 
that such brass goods have earned the ap 
proval of plumbing contractors, builders and 
architects everywhere. 















































On such a visit you would see modern brass 
goods manufacturing equipment unsurpassed 
in:any plant in the country. You would see 
workmen who have only one interest: the 
produc- 
tion of 













































quality 
materials. 
You would find engineers who are constantly 
studying your brass goods problems and con- 
stantly working toward their solution. 

















You would see, at a glance, why American 
Brass Goods are called the “built for the 
future” line. You would understand why 
their brass goods have gone into some of the 
nation’s largest buildings and best homes— 
structures that must last. Why not give 
American Brass Goods a trial? Order several 
waste and overflows for your next job, new 


























No. 489-490 




















or remodeling. See, in actual performance s 
how thorough a job American is doing for ‘ 
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AMERICAN SANITARY MFG. CO. 
Abingdon, Illinois 
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Marsh System Unit 
Radiator Valve 


Marsh System Unit 
No. 12 Drip Trap 





Marsh Air and 
Vacuum Valve 





Marsh Type W 
Control Panel 





Marsh System Unit 
Radiator Trap 





Marsh System Unit 
Equalizer and Return Trap 





There is no unimportant part in a heat- 
ing system; each element contributes 
definitely to the efficiency of the whole. 
That is why so much engineering skill 
and care have been devoted to the 
P co-ordinating of all MARSH units... to 
the balancing of perfection with per- 











551 Fifth Ave., NewYorkCity 2539Pennsyivania Ave.,N.W. 
Bendix Bidg., Los Angeles Washington, D. C. 
Sales Offices in principal cities 









by MARSH 


fection, the forging of a chain with no 
weak links. 

From control board to return trap 
the MARSH line is complete... and as 
completely flawless as is consistent 
with the most careful design and the 
most modern manufacturing methods. 


For full details of the complete MARSH line see Sweet's - 
Architectural Catalog Volume D, pages 5601 to 5690 


as.P. MARSH «co. 


(Division of Commercial Instrument Corporation) 
HOME OFFICE: 
2079 Southport Ave., CHICAGO, Iit. 


In Canada: The Jas. Morrison Brass Mfg. Co. Ltd. 
93-97 Adelaide St., West, Toronto 2 
1190 University St., Montreal 25] Montrose St., Winnipeg 


Aarsit 


Instrtiments 
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‘I Dig for Heating Contracts 
Right Out There’ 
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sales and profits is in replac- 
ing antiquated heating plants with 


SPENCER AUTOMATIC HEAT 


While going after boiler “replacement” business in old buildings you can render a double 
service to your customer and yourself. Sell him uniform, clean, dependable Spencer Auto- 
matic Heat —which is also the lowest cost heat he can buy. You help yourself more, too 
—because you get a larger profit and make an installation that makes the owner’s friends 
customers for you. There is a Spencer Heater for every size and type of home and building. 


SPENCER HEATER COMPANY, Williamsport, Pennsylvania 
Spencer Heater Company of Canada, Ltd., Toronto, Ontario 


oPENCER 


HEATERS 


for stcam,vapor or hot water 
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ie Operating Efficiency 
of a Good Heating System 


is largely a matter of control 


, 
METAPHRAM The best heating system you ever installed 
won’t give continued heat satisfaction if 
Damper Regulators the pressure or temperature delivered by 
the boiler is constantly fluctuating, or if 
damper control is a manual operation. 


Fluctuations in heat output are eliminated 
by good damper control; but a good damper 
regulator must be capable of 






FORO 2 See Oar (1) Replacing manual control of draft and check 
dampers between periods of firing. 


(2) Maintaining a rate of combustion to meet 
heating requirements. 

(3) Preventing excessive ‘“‘lag’’ or “‘over-runs”’ in 
boiler delivery. 


Every requirement for good damper control 
Type B for medium on hand fired boilers is met by Metaphram 
Damper Regulators. 









Type C—a size larger 
for either low pres- 
sure or vacuum 


Long life, continued efficiency, extreme 
sensitivity, and sufficient power to raise 
and lower draft and check dampers on any 
low pressure domestic heating boiler you 
may install. 










Descriptive bulletins will be 


mailed on request. 
National Systems of 


Heat Regulation and 





& Humidity Control, 
& Metaphram Dampers, 
“ih Metaphram Motors, 
oF industrial Thermo- 
ee static A-Jacks 
‘ secrete + ¥ oe , Nari 
fa ator for pressure 1ON 
; boilers, Metaphram MET. ry 


'e Seow 


Damper Regulators for : 
domestic steam, vapor, . ny Sevberny 
vacuum and hot water 
heating boilers, Meta- 
phram Furnace 
Regulators. 


merasnna] 
ME TAPHRAM 
HUHNE OUUUY 
| NATIONAL REGULATOR CO., 2317 Knox Ave., Chicago | 
Please send us | 
| /Bulletin F-100—Type F Metaphram Damper Regulator 
for hot water boilers. | 
_ Bulletin LP-100—Metaphram Damper Regulators for : 








Type D—the 10" 
heavy duty type for 
low pressure, vac- 
uum or vapor 





























Type F—for hot 
water temperature 
control 


low pressure boilers. 
Name 
Address 
Town State 


” = ao eee ae oe ee ae oe oe om cow ee a ow oe are oe oom ee eee eee oe ae eee cee cee ee oe « 
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SOLVING PLUMBING PROBLEMS BY 


dbHK S&S I GN 


THERE are two ways in which the plumbing contractor can fill the varying needs of his 








customers. ... One is to take a certain few types of equipment and, by the sweat of his 


brow and manual skill, adapt them to the peculiarities of each different job. ... The 





other is to buy equipment designed to suit the peculiarities of each different job — a 
with a minimum of adaptation. ... It is with this latter method in view that the hun- 


; dreds of items in the Scovill tubular brass goods line are designed. Each fills a specific SCOVI 








set of requirements as to purpose, price, dimensions, finish and water conditions. Each 

is designed for quick installation and long, satisfactory service. 

... The entire line of Scovill brass goods is produced under A CONTESTS BENE 
laboratory control to high standards of uniform quality. Write 


for details on any of your requirements. 


SCOVILL MANUFACTURING COMPANY 
PLUMBERS’ BRASS GOODS DIVISION 


WaATERBVYT EAE LEK EF. Coenen EE VTE Cw TFT 


a 
Scovill Flush Valves . .. Shower and Bath Fixtures 
. » « Tubular and Miscellaneous Plumbers’ Brass 
Goods for General Plumbing Requirements. 
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PRICELESS 
COMFORT 
AT A 


COMFORTABLE 


PRICE 


SPECIFICATIONS 


Silent Glow 
Model 1000 


MOTOR: Split phase, 1/6 
HP, 110 volt, 1750 RPM and 
has small current consump- 
tion, 


FAN: Latest type, fabricated 
aluminum fan, weighing only 
17 ounces, strong and accu- 
rately balanced, mounted on 
motor shaft with no inter- 
mediate connections, simple 
and quiet in operation. 


PUMP: Is a rotary type, con- 
nected directly to motor shaft 
with flexible coupling. Very 
quiet operating and will lift 
oil from tank below burner 
level without priming. 


NOZZLE: Is of the latest de- 
sign and will atomize 28-30 
Baumé known as No. 3 Amer- 
ican Oil Burner Association 
specifications, or lighter oils. 
with a fog-like spray. 


ELECTRIC IGNITION: 
Two pole ignition transformer 
is used with sufficient voltage 
to assure enough heat to ig- 
nite and start combustion with 
a wide range of fuel oils. En- 
tire electric ignition system is 
tested for a maximum voltage 
breakdown of 20,000 volts. 


AUTOMATIC ANDSAFETY 
CONTROL: Positive in op- 
eration — consisting of room 
Thermostat, Combustion 
Safety Control, and Boiler 
Control. 


STRAINERS: A series of 
three strainers is used with 
ample capacity to remove 
dirt and sediment from the oil. 


FUEL SUPPLY: Optional as 
toconnection to either gravity 
from basement, tank above 
floor, or direct from the 
underground storage tank. 
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NEW 


THE SILENT GLOW 
MODEL IOOO - $152. 





19 











Here is a low cost burner with remark- 
able selling features—a burner that meets 
every possible requirement of quality. 
engineering design, mechanical features, 
at “a Comfortable Price.” 

This Silent Glow Model 1000 opens up 
a completely new group of prospects. 
People who previously felt they could 
not afford an oil burner find Model 1000 
well within their scope. And those who 
were afraid of “cheap” burners can be 
assured of outstanding quality and re- 


liability in Model! 1000. 

Designed to heat 1000 feet of steam or 
its equivalent, Model 1000 is ideal for 
homes of up to 12 rooms. 

Now for its features—our illustration 
is an actual photograph of Silent Glow 
Model 1000 burning No. 3 oil in the open 
air. It actually burns oil in suspension. 

Think of it—complete combustion with- 
out extra baffles or other special arrange- 


ments — there’s a story of easy installa- 
tion you can readily appreciate. 

This exclusive feature is due to the 
Stabilizor, a development of Silent Glow 
Engineers, which causes a perfect mix- 
ture of air and oil and thus assures the 
highest possible efficiency. 

The Stabilizor does away with a float- 
ing or ragged flame, assures absolute 
quietness of operation, eliminates the 
possibility of burned parts because it 
holds the flame in suspension, away from 
contact with the metal of boiler and 
burner, and prevents the formation of 
soot or carbon on ignition points. 


All metal parts are cadmium plated 
which increases “eye appeal” and pre- 
vents rust and corrosion. Unequalled in 
mechanical features, this sturdy, efficient, 
low cost burner is going to be a big 
profit-emaker for hundreds of dealers in 
1931— Be sure to see it. 


THE SILENT GLOW OIL BURNER CORPORATION 
Hartford, Connecticut 
IN CANADA: SILENT GLOW OIL BURNER CORP., LTD. 
6320 St. Hubert Street, Montreal, P. Q. 


VUember American Oil Burner Association 
Member Oil Heating Institute 


Member National Electric Light Association 


Member Distillate Burner Manufacturers Association 


See Our Exhibit at Booths 8 and 9 


American Oil Burner Association Exposition, Philadelphia, Pa 
April 13th—18th inclusive. 
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Tus standard bronze globe 
valve is the last word in 
globe valve construction .. 
is marked with the Jenkins 
“Diamond”, for 66 years the 
recognized symbol of valve 
quality. 


Apart from this valve quality, 
which is traditional with 
Jenkins, Fig. 106-A has the 
two advantages of a one-piece 
screw-over bonnet and a slip- 
on stay-on disc holder. 


One-piece bonnet construction 

provides unusual strength. 

The bonnet can be easily re- 

moved and replaced repeatedly 

without springing or dis- 

torting. Jenkins slip-on stay- 

on disc holder does not fall 

off the spindle when the 

bonnet isremoved. It slips off — Pig oo 
only when you want it to, a Be sets ie? 
You should see Fig. 106-A to appreciate its sturdy ee ee, 


Standard Bronze Globe Valve, with one-piece 


construction and design. Your supply man will gladly srow-eve bones and slip-oe. say-oe dis 
. ee. - bolder. For 150 lbs. steam working pressure, 
show it to you. W rite for Bulletin 141. or 250 lbs. oil, water, gas working pressure. 


JENKINS BROS. 

80 White St. New York, N. Y. 524 Atlantic Av. Boston, Mass. 133 No. 7th St. Philadelphia, Pa. 
646 Washington Blvd., Chicago, III. 1121 No. San Jacinto, Houston, Texas 
JENKINS BROS., Limited, Montreal, Canada; London, England. 

Factories: Bridgeport, Conn.; Elizabeth, N. J.; Montreal, Canada. 


Jenkins 


VALVES 
Since 1864 


JENKINS VALVES ARE ALWAYS MARKED WITH THE “DIAMOND” 





Another Remodeling Talkie Featuring 


Produced in Consumer City by Sherwood Brass Works 


Mr. Contractor: Good afternoon, Mr. 
Homeowner. | am A. Plumbing Con- 
tractor and | ve been calling on some of 
your neighbors to ask if they are expe- 
riencing difficulties with noisy closet 
tanks. 


Mr. H.: Ill say we are. Whats that 


you ve got in your hand? 


Mr. C.: That's a ball cock, a Sherwood 
Ball Cock. Its the thing that does away 
with noisy closet tanks. Mind if | show 
you how it operates ? 


Mr. H.: Not at al!. Step in. The wife will 
be glad to hear about such a thing. She 
isn t home now, but itd be a surprise. 
How much is it? ; 


Mr. C.: It costs very little for the com- 
fort it will give. Now, 
here s how it goes into the 
tank. You see? And this 
Sherwood is positively guar- 
anteed to close against any 
city water pressure with- 
out whistling, gurgling or 
leaking. 





Mr. H.: Fine. Put it in. 
Mr. C.: O. K. And now, how is the 


water heater in the basement ? Csiving 


you any trouble? 


Mr. H.: Oh, not a whole lot. It's pretty 
old. Like to see it? 


Mr. C.: (In basement) Well, you've a 
good heater there. [hat is, it was a good 
heater but they do wear out and go to 
pieces alter many, many years. Suppose 
I'd be able to install a water heater that 
would . 

(And then, the contractor went on to sel! 
the. water heater but a ball cock had 
givenhimhis in, just as it will give you 
Order a Sherwood Ball Cock 
right now, from your jobber, 
and go around. It ll pay you 
well even if YOu sell nothing 


a = 
but the Sherwood ) 


Try it it s the key to re 


modeling profits. 





SHERWOOD BRASS WORKS 


Jefferson and Mt. Elliott Aves. 


DETROIT, MICH. 


REPRESENTATIVES 
J. A. Riordan Co., (Inc.), 1600 E. 7th St., Los Angeles—303 Colman Bldg., Seattle 


E. S. Thompson, 2401 Chestnut St., Philadelphia 


Fred S. Wilsey, Plymouth Bldg P Minneapoli 


Fred G. Holtman, 831 Edgewood Ave., Trenton, N. J. 
Geo. W. Smith Co., 348 W. Penn Pl., Pittsburgh, Pa 
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RECORD— 


Modern demanas have created new stand- 


ards of performance for flush valves 





Smith & Wesson Flush Valves have not 
only met these demands but anticipated 
them. Their record stands, a tribute to mod- 
ern engineering, manufacturing and sales 
practices. Installed .. . Used . . . Ap- 
proved . . . these are the steps upon 
which and over which the modern record 
of proof must be built. 


M4 


SMITH & WESSON 


FLUSH VALVE DIVISION 
SPRINGFIELD MASS. 
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NATIONAL PREMIER 









STEEL BOILERS 


Electrically Welded—Coal, Oil, Gas 
or Stoker Fired—Capacities 2550 to 
41450 Square Feet of Radiation + + ; 









The National Premier Steel Boiler is unique, 
SUPERIOR both in design and in construction in that, 
FEATURES 





what might be termed necessary evils in 
present type steel boilers, are converted into 


valuable heat generating features—the need 


The Recessed Front Smoke Chamber converts of which has long been recognized, but never 


before filled. 


the objectionable projecting sheet metal box, 
which wastes heat, into an integral part of the 
boiler which acts as a heat generating chamber. 
The heavy cast iron doors are insulated to The National Premier Electrically Welded 


prevent heat loss into the boiler room. Steel Boiler is offered with the conviction 





that it will please the Man-Who-Pays-the- 
Bills and the Man-Who-Shovels-the-Coal, 


meeting their joint and exacting demands 


The All-Metal Heat Resisting Arch 
replaces the short-lived and there- 
fore expensive brick arch which 
does not introduce secondary pre- for increased efficiency and economy of per- 
heated air essential to smokeless : ’ 
combustion. The All-Metal Arch 
furnishes preheated secondary air in 


small jets across the entire fire-box. 





formance. 


NATIONAL 
The Detachable Water-Cooled Steel RADIATOR 


Bridge Wall eliminates the use of fire | | 
brick, which must be replaced frequently. CORPOR AT ae ¢ XN 
It acts as a heat generating chamber and Lv = he oe 


increases the water circulation within — — semen 
the boiler. JOHNSTOWN. PENNA. 
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© 1931 
T. H. N. Corp. 


THE HERMAN NELSON CORPORATION 
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The stronger your competition, the more you need the Herman Nelson 
Invisible Radiator to help you get profitable quality business. 


Builders and architects are swinging to this radiator, first, because 
it fits within the wall—completely out of sight and out of the way; sec- 


ond, because it is built to give effective, worry-free heating results. 


| [- R MA A N You will find this light, compact heating unit easy to install. It is 
remarkably small and light—comes completely equipped with a sturdy 
scientifically designed steel case, graduating damper and choice of 


N E | S O N six authentic outlet grilles. For larger and taller buildings, where access 


to control valves is required, a special removable panel is provided. 


ain ae Start now to build up a more profitable business on concealed heat- 
/ Nvisl b / 4 


ing. Write for our engineering data book and complete information. 


RADIATO R Qagbapssidleth eh 10). ice] 0 ele 


. . . . . . > + ve . 
Factory at Moline, Illinois ~- Sales and Service Offices in all Principal Cities 
Phe Herman Nelson Corporation are makers BELFAST, ME. SCRANTON GRAND RAPIDS DES MOINES MIAMI SAN FRANCISCO 
as “ie BOSTON KINGSTON, PA. SAGINAW, MICH. MILWAUKEE DALLAS LOS ANGELES 
of the nivent System of } entilation, the SPRINGFIELD,MASS. HARRISBURG DETROIT APPLETON, WIS. OMAHA VANCOUVER, B. 
y . . , ° ° PROVIDENCE, R. I PITTSBURGH CLEVELAND MINNEAPOLIS EMPORIA. KAN. TORONTO, ONT 
Her-Nel-Co System of | entilation, the Herman HARTFORD, CONN. JOHNSTOWN, PA. COLUMBUS DULUTH KANSAS CITY WINNIPEG. MAN 
oil ‘ ; NEW YORK CITY ALLENTOWN PA. CINCINNATI ST. LOUIS DENVER CALCARY ALTA. 
Nelson Invisible Radiator, the Herman Nelson SYRACUSE ERIE, PA TOLEDO BIRMINGHAM SALT LAKE CITY LONDON 
. ' ALBANY WHEELING. W VA INDIANAPOLIS NASHVILLE BUTTE, MONT OSLO 
hi Jet Heater, and other heating and ventilat- ROCHESTER WASHINGTON, D. C. EVANSVILLE, IND. CHATTANOOGA SPOKANE MELBOURNE 
, ‘ BUFFALO BALTIMORE, MD CHICAGO MEMPHIS PORTLAND, ORE TOKIO. OSAKA 
ing equipment. PHILADELPHIA CHARLOTTE, N.C. PEORIA, ILL. NEW ORLEANS SEATTLE BUENOS AIRES 
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HOW 


to make more money with 


EMPIRE SEAMLESS FINISH 
TOILET SEATS 





At the 
MILWAUKEE 
N. A. M. P. 
CONVENTION 
JUNE 22-24 


Stasco will have an 
interesting display at 


BOOTH 4 














‘New profits are being made by plumbers 


selling Stasco Empire Seamless Finish Seats 
even in the face of the present general de- 
pression in business. 


Why ¢ 


Because Stasco Empire Seamless Finish pro- 
vides a toilet seat covering that is unexcelled by 
any other type of finish on the market today. 


These seats are fully guaranteed for five years 
and are priced to fit the pocketbook of even 
the most exacting buyers. They meet every 
test of the shrewdest judges of value. The 
attractive price of these seats and their guar- 
anteed quality bring in actual sales and also 
create new prospects for the future. 


In addition to this, Stasco sales and adver- 
tising helps for 1931 are creating new, prof- 
itable business everywhere. 


Priced right— guaranteed quality — nationally 
advertised to the consumer—and backed 
by a well-planned campaign of retail sales 
aids, Stasco Empire Seamless Finish Seats 
offer more sales opportunities for the plumber 
than any other line. 


Your jobber can supply you. 


Write for our complete sales 
and advertising plan 


« 


«< 


« « 


« << 


«q «& «€& «€ « 


« « 


“«“«#««««« « « 


« 











NATIONAL ADVERTISING 
Stasco advertising in The Saturday Evening Post 
reaches over 3,000,000 consumer families. 





DIRECT BY MAIL 


Attractive folders, imprinted with the plumber's 
name, are free to all who sell Stasco Seats. 





PROFIT-MAKING SALES PLAN 
Send for this free book of practical sales 
building suggestions for Stasco plumbers. 





WINDOW AND COUNTER DISPLAYS 


These colorful Stasco displays are free to all 
plumbers who sell Stasco Seats. 


STANDARD TANK & SEAT CO. 


CAMDEN 





NEW JERSEY 
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HE KITCHEN IS ALWAYS 


WHETHER SHE WORKS THERE 
OR SOMEBODY ELSE DOES 
. WOMAN RULES 


HEN tell her of the Wolverine Double 

Sink Faucet Tell her of the careful 

workmanship that makes it Dependable Tell her 

how easily the gleaming surface is cleaned .... Tell her how 

much it will mean in her kitchen . . . . both in convenience 

whether her home is a mansion or a 

modest bungalow Wolverine Double Sink 

y PLeeeene | Faucets are so priced to be within reach of every woman. 


ea ss WOLVERINE BRASS WORKS 
GRAND RAPIDS MICHIGAN 


fe a oe N E 





| > we 
hw there isan easter Waly 
to Cut Pipe ! 


New TRICROME wheels for all cutters 


the silver wheel with the Red Hub \ 


Last MONTH ushered in : new labor 
saving device for pipe work — the sensa- 
tional TRICROME cutter wheel. Radically 
improved design, cutting life and ease 
of operation make TRICROME a develop- 
ment of real importance to every plumber 
or steamfitter. 

















Your plumbing supply dealer can furnish 
you with TRICROME wheels in knife or 
knurled edge — for Barnes and Saunders 
Type Cutters as well as TRIMO. All TRIMO 
TRICROME Cutters are now equipped with the new 
‘iene win t ats ut thin silver wheels. 


000000 

OO" .0 0 Look for the TRICROME display board 

oO —showing the compiete line of “silver 
00 OO wheels with the red hubs”. Their form- 

0000 00 erly unheard of cutting ease and cutting 


life will completely alter your ideas 
about pipe cutting. Ask your dealer today! 


CROME 


The newest addition to the TRIMO line of pipe 
tools, made by Trimont Mfg. Co., Roxbury, 
Mass., makers of all steel TRIMO pipe wrenches. 


TRIMONT MFG. CO., Roxbury (Boston), Mass. 
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Reo fits your haulage requirements 
by constantly introducing new 
ideas in bodies. 4 Reo fits your 
pocketbook with economies result- 
ing from its quick acceleration and 
deceleration in trafhe—with fur- 
ther economies resulting from its 


all-day, all-year, long-life stamina. 





itting Your Business— 
Fitting Your Pocketbook 











,Carefully engineered, with fric- 


tion and vibration reduced — 
made of finer metals, and the 
chassis balanced and free of 
excess dead weight, Reo is needed 
in your business for the most 
profitable haulage. 


REO MOTOR CAR COMPANY, LANSING, MICH. 


April 4, 1931 








E 


April 4, 1931 DOMESTIC ENGINEERING | 29 


“We used 
85 


RED-BRASS PIPE” 


THE Pickrel Plumbing Co. recently made an Anaconda 
Pipe installation, of which they are justly proud. David 
L. Pickrel writes: 

“We installed Anaconda 85 Red-Brass Pipe in the new office 
building of the Ohio Bell Telephone Company at Dayton. 
We prefer to use this grade of pipe wherever maximum serv- 
ice and minimum upkeep are desired. Incidentally, it has been 
our experience that your Red-Brass Pipe is very workable.” 


The water in Dayton is highly corrosive. This condition 
dictated the use of Anaconda 85 Red-Brass Pipe, which 
is the highest quality corrosion-resisting pipe obtainable 
at moderate cost. 

Knowledge of local water conditions enables you to 
recommend the most satisfactory grade of pipe to use. 
Our Technical Department will gladly analyze your local 
water supply and suggest the proper pipe to use. Leading 
plumbing supply houses carry Anaconda 67 and 85 Red- 
Brass Pipe, and Deoxidized Copper Tubes. The American 
Brass Company, General Offices: Waterbury, Connecticut. 


AuafowpA 
ANACONDA 
BRASS PIPE 





Ojiio Bell Telephone Building, 
Dayton, Ohio. Schenck © Woliams, Architects, Dayton. 
H.R. Blagg Company, General Contractors, Dayton. Pickrel 
Plumbing Company, Plumbing Contractors, Dayton. M. J. 
Gibbons Supply Company, Brass Pipe Distributors, Dayton. 























New Electric, Self-Oiling 
Type “B” Deep Well Water 
System completewith pressure 
tank and piping. With any of 
a variety of tanks. Capacities 
up to 1160 gallons per hour. 
Also built as “Z’’ engine- 
driven outfit. 


F-M Automatic, Electric 
Shallow Well Water System 
with either 35 or 70 gallon 
pressure tank. Sizes 210 and 
120 gallons per hour. 
Equipped with automatic air 
regulator. Low priced. , 


New “Z” Engine- Driven 
Self-Oiling Typhoon W ater 
System complete with 
pressure tank and piping. 
Sizes 600 and 1000 gallons 
per hour. Also furnished as 
electrically operated outfit. 
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ndivided responsibility . . 


protects you 
and your customers 


Direct - Connected, 
Klectric Deep Well 
Home Water System 
for use where water 
must be lifted more 
than 22 feet. Made in 
9sizes to cover any 
volume requirements. 
Operates automatically. 


NLY in the Fairbanks- Morse line of Water 

Systems do you get the advantage of cen- 
tralized responsibility—pumps and complete 
pump and power units to meet every need, built 
by one world-known manufacturer. Fairbanks- 
Morse is the only water system builder that makes 
both engines and motors used in their own wide 
line of pump combinations. 


Think what this means — to you and to your 
customers. F-M equipment is built to function as 
aunit. Design is therefore more compact. Buyer’s 
confidence in the entire unit is created by the 
universally known reputation of the pioneer 
manufacturer. Responsibility is undivided. Parts 
can be obtained from a 
single source. Engine pumps 
are powered with the 
famous F-M “Z”’ Engine— 
known for dependability 
the country over. 


With the Fairbanks- 
Morse franchise you estab- 
lish yourself as water 
supply headquarters in 
your territory. 


You can quote complete 
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on any pump job 
You never lose an order 
because you cannot supply 
exactly the type of equip- 
ment required. Get the 
facts about the money mak- 
ing F-M franchise. We will 
send them promptly upon 
request if your territory 1s 


open. Address Dept. I-4. 


The Automatic, Electric 
Shallow Well Water System 
shown here has been the 
widely advertised F-M price 
leader for three years. This 
year more than ever it has 
been a sales stimulator for 
F-M dealers. Completely 
enclosed, small, compact, 
attractive blue lacquer 
finish. Two sizes, 210 and 
420 gallons per hour. Re- 
tail prices $75 and $107.50 
cash f. 0. b. factory. 


FAIRBANKS,MORSE&CO. 


MANUFACTURERS, CHICAGO, U.S. A. 


Branches with Service Stations Covering Every State in the Union 


























STREAMLINE Hard Copper Pipe and Fittings are the Plumber's 
Latest and Greatest Asset for New or Remodeling W ork 


























In these strenuous days of business getting, here 
is the plumber’s ace-in-the- hole 


Here is a fitting made for the plumber and steamfitte-—A FITTING THAT 
REQUIRES THEIR TOOLS AND SKILL TO INSTALL. 


IT 1S NOT FOR THE JACK-OF-ALL-TRADES, NEITHER IS IT PRO- 
CURABLE FROM “DIRECT-TO-YOU HOUSES OR DEPARTMENT 
STORES'’—moreover, an installation of STREAMLINE Hard Copper 


Pipe and Fittings appeal to an evergrowing copper conscious public. 


The plumber’s skill entitles him to a substantial profit; STREAMLINE Hard 
Copper Pipe and Fittings will furnish it. 


There are no threads to cut nor flares to make. The end of the fitting is 
slipped over the pipe and soldered. The soldering is not done with a solder- 
ing iron but by means of the application of solder wire fed in through a 
conveniently located feed hole by the aid of the blow torch. The liquefied 
solder is distributed evenly and uniformly around the joint by the phe- 
nomenon of capillary attraction resulting in a connection that is many times 
stronger than the pipe itself. 


The hard fatiguing labor of threading and the inconvenience of changing 
and transporting threading tools is completely eliminated. You will find 
that when you have completed a STREAMLINE installation that there is 
an amazing absence of leaks and in the great majority of jobs, no leaks 
whatever. Much time is saved in testing. There is very little labor in hoisting 
and no cracked fittings. 


A\n installation of STREAMLINE Hard Copper Pipe and Fittings cannot 
rust, cannot develop leaks, requires less space dissipates less heat, is pro- 
curable at a cost that closely approximates that of iron and is the strongest 
of any non-ferrous installation. 


lf you are not thoroughly familiar with this new profit-maker let us send you 
full particulars. A copy of our new catalog is yours for the asking. 


Mueller Brass Co. 


PORT HURON, MICHIGAN 





Three Generations of Brass Making 





Mueller STREAMLINE Fittings are furnished in full range and in sizes from '/4 inch to 6 inch inclusive 








Patent 1,770,852 
Patent 1,776,502 
Other Patents Pending 








Patent 1,770,852 
Patent 1,776,502 
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Patent 1,770,852 Patent 1,770,852 Patent 1,770,852 
Patent 1,776,502 Patent 1,776,502 MB Patent 1,776,502 
Other Patents Pending Other Patents Pending ' Other Patents Pending 








po ie Reva gnstinaet 















a 
hN 


DOMESTIC 








most acute. 


them happiest. 


Give for mothers — for their chil- 


dren—the gift that will make 


N times of financial depression and 

: unemployment, widowed mothers 

@ and orphaned children are first to 

: suffer —and silently, they suffer most. 

Thousands of them today need help 

—money help—for food and clothing 

and creature comforts. 

- It is for them that we ask your 
help this Mothers’ Day. Whatsoever 
your mother would do for a sick 

, neighbor or hungry child, do in her 

name for unemployed and destitute 

mothers and children who lack the 
comforts and necessities of life. 

The Golden Rule Mothers’ Fund 
will be distributed through the most 


efficient agencies where the need is 
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Mas. Franxturn D. Rooskvett 
Mas. Jouwn H. Fincey 
Mus. Lnpcertron Parsons 


Miss Jane Addams 
Mrs. J.C. Agar 
Mr. Merlin H. Aylesworth 
Mra. Clifford Vv. Barnes 
Commander F.vangeline Booth 
Mra. S. Parkes Cadman 
Hon. Arthur Capper 
Cov. Norman S. Case 
Hon. James J. Davis 
Mr. Robert W. DeForest 
Cov. Joseph P. Fly 
Gov. Louis L. Emmerson 
Hon. Hamilton Fish, Jr. 
Mire. Charles W. Gilkey 
Mra. Henry V. Gillmore 

® Mrs. Walter W. Head 
Mre. Charles S. Macfarland 
Mra. Walter H. Mallory 

~* Mre. Vi. CC. Migel 

. Mr. William B. Millar 
Mre. William H. Moore 
Major General John F. O' Ryan 
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National Committee, Golden Rule Mothers’ Fund 


Honorary Chairman 
(Chairman 
Secretary 


Mre. Ruth Brvan Owen 
Mise Ellen F. Pendleton 
Mre. Perey V. Pennyvbacker 
Mrs. Daniel A. Poling 

Mr. William A. Prendergast 
Mr. Frank Presbrey 

Mre. Thomas J. Preston, Jr. 
Mre. William Gorham Rice 
Mra. Jane Deeter Rippin 
Mrs. J. T. Rourke 

Mr. Oliver J. Sands 

Mrs. Albert Shaw 

Mra. Robert F.. Speer 

Mrs. William Dick Sporborg 
Mre. Silas H. Strawn 

Mrs. Henry A. Strong 

Mre. Arther H. Salzberger 
Mise Lillian D. Wald 

Mre. J. P. Weverhacuser 
Cov. George White 

Hon. Rav Lyman Wilbur 
Miss Mary BE. Woolley 
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IN HONOR OF MOTHER—HELP OTHER MOTHERS 


To The Golden Rule Mothers’ Fund Committee 
Lincoln Building, 60 East 42nd Street 
New York, N. ¥. 


[ hereby subscribe ———— 
to the GOLDEN RULE MOTHERS’ FUND, to be applied 
by the Committee where most needed, unless specifically 
designated below. 


Signed - : anes caubaieieed 
Address ; sad ana aielinaaae 
This gift is to be recorded in the name of_ ~~~ —- ~~~. 

and used for... _.-. 


MAKE CHECKS PAYABLE TO THE GOLDEN RULE FOUNDA- 
TION MARKED FOR “GOLDEN RULE MOTHERS’ FUND” 


,CONTRIBUTED 
y 
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If Cime Heans Honey ake 
TE-PE-CO ORINAL 
STALL PARTITIONS 


... Save the Plumber Many 
Fours of Installation Costs 


SIDE from the sanitary advantages of Te-pe-co 
Vitreous China Urinal Stalls, the Te-pe-co 
design affords an easier and much quicker instal- 
lation of stalls than is possible with any other kind. 
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Every battery of Te-pe-co stalls is set up and 
cut to a perfect fit before leaving the factory. 
This careful fitting together with the ample over- 
lap of the seam cover to allow adjustment for 
slight variations in roughing, not only insures a 
most satisfactory installation but eliminates many 
hours of the workman’s time. 

If time means money to you, insist upon Te-pe-co. 


Circular on Request 


TE-PE-CO 


THE TRENTON POTTERIES COMPANY 


TRENTON, N. J., U. S. A. 


National Showrooms Branch Offices Export Office 
New York City—101 Park Ave. Philadelphia Architects’ Bldg. Boston and 115 Bread St. 
Entrance on 4/st St. l7th & Sansom Sts. San Francisco New York City 
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cYRUS HH. K. Rua 


President, The Curtis Publishing Company 


@ “The Audit Bureau of Circulations has 
probably done more to stabilize the adver- 
tising business than any other agency has 
ever done or attempted to do, and in the 
course of years it has strengthened itself 
and secured the confidence of advertisers 
to such an extent that its activities at the 
present time are indispensable.” 


Copud ff Bante 





LEE w. AXWELL 


President, The Crowell Publishing Company 





@“I feel that the organization of the 
Bureau was a great step forward in putting 
advertising on a much sounder basis. There 
is no question but thatit has been an im- 
portant factor in creating greater confi- 
dence in advertising and in advertising 
media on the part of American business 
men. I am glad to realize that our com- 
pany has been a supporter of the Bureau 


@ What a fortunate thing that ad- 
vertising undertook, and today 
successfully does, the needed regu- 
latory work of advertising. 


Of the moves through which ad- 
vertising won the confidence of 
business, this is one of the greatest. 
[t began sixteen years ago—with 
the foundation of the Audit Bureau 
of Circulations. 

Ever since its inception, men 
who have built the publications of 
America—men in whose publica- 
tions business expends millions of 
dollars for space—have fostered 
the work of the A. B. C. Their co- 
operation has made it possible to 
m ma in the hands of all purchasers 
of space, the means to a sound, 
reliable measure of values. 


How many in advertising today 
fully use this positive protecting 











from its inception.” 


power the Bureau makes available? 


Hundreds do, of course. But 
additional hundreds, the Bureau 
believes, are not as yet guarding 
the appropriation this sure way. 

It is valuable information—that 
contained in the Bureau’s Audit 
Reports. And the whole story 
never is told on the first page of the 
report. On the inside pages are 
facts and data everyone buying 
space has a right to know. 

Reports of the Bureau cover al- 
most every important publication 
in America. Publishers expect and 
want men buying advertising to 
use them. 

As a recognition of service, not 
only publishers and agencies, but a 
distinguished group of advertisers, 
hold membership today in the 
Audit Bureau of Circulations. 


An advertisement by the 
AUDIT BURBEAU OF CIRCULATION S 
Executive Offices + « + Chicago 
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MINNEAPOLIS- HONEYWELL 


ANNOUNCES THE 


¢lectric nia 








WATCH FOR HIM 


The Electric Janitor .... An all- 


electric motor-driven temperature 
control for coal fired home heating 
plants .... Amazingly simple in 


operation and equally amazing in 


TRADE PRICE 
7 7 simplicity of installation .... 
Backed by the’ oldest and largest 

CONSUMER PRICE ae 3 
$57.50 organization in the heating control 


Completely Installed : 
fiel@. ...« Five points of a yel4adge 


The consumer price of The 


Electric Janitor will offe ority, any one of which places the 


opportunity for more than 
100 per cent quick profit 


Watch and write for details Electric Janitor far beyond com- 
and let The Electric Janitor 


work for you 


petition. 


Se. OC Roe. 6 se O F 


TIME-O-STAT CONTROLS 


Division of MINNEAPOLIS-HONEYWELL REGULATOR COMPANY 
Minneapolis, Minn. and Elkhart, Ind. 
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THE HANDY SPEEDLOK 


Domestic En 











The SPEEDLOK is a quick operating catalog binder 
designed to fit reprints of catalog pages in ‘Domestic 
Engineering Plumbing and Heating Catalog’ as well as 
all other catalog pages that conform to the standards 
adopted by the plumbing and heating industries. 


Easy and speedy operation are special features of this 
binder. A slight pull on the concealed bar under the top 
cover unlocks mechanism when sheets are inserted. 
Equipped with bar for removing sheets when changes are 


made. 


Minimum capacity 14% inches. By simply unscrewing 
extension ts capacity can be extended to 24 inches. 
Works qesteatle for all requirements—either a few sheets 


or filled to capacity. 


Covers are bound in heavy black 
Levant Grained Fabricoid, semi-fiex- 
ible, very durable and attractive look- 


ing. 


a 


To unlock Binder—Pull out slide bar in 
top wing. Top cover will immediately fall 
back. 


Ih —— 


iV Hiaitihl itpanes = 
AO \M4stsone 


To lock Binder—bring top wing back 
over the inp A sure posts fil in the 
holes in the top wing — then push in slide 
bar. 





Separate the sheets where desired and 
slip sheets off the posts. Take out sheets 
or put in new ones as desired. These 
three moves take but a few seconds. 
Each operation is a natural one. 


To increase or to decrease the capacity 
of the binder is a simple operation. The 
two posts are so constructed that they can 
be easily raised or lowered to meet the 
height requirements. Binder posts can 





if 


tw be extended from 114 inches to 244 inches. 
TET ibeee ~ ~. 
Plain White 16 Ib. Bond Sheets Punched to Fit Speediok Binder 
sed [hie eededekathtdebaseabeeenua 100 500 1000 
hia tibet eda baGleaetsnenasceueecene sa $1.00 $3.00 $5.50 


Prices for larger quantities quoted on application. 


DOMESTIC ENGINEERING 


1900 Prairie Avenue 





(Catalog Department) 


gineering Catalog Binder 


Especially designed for the standardized catalog page 
adopted by the plumbing and heating industries 


For Plumbing and Heating 
Contractors— 


Many master plumbers and steamfitters assemble work- 
ing catalogs from standardized catalog sheets filed in 
binders. 


Domestic Engineering is in position to furnish without 
charge, upon request, loose sheets—which are reprints 
from catalog pages appearing in ‘Domestic Engineering 
Plumbing and Heating Catalog’’—of several hundred man- 
ufacturers. They are standard catalog page size—105% x 8% 
inches — are printed on a good grade of light paper and 
punched according to the standard adopted by the plumb- 
ing and heating industries. These sheets fit the SPEED- 
LOK binder. 


For Jobbers’ Salesmen— 


The loose-leaf system reduces to the minimum the 
bulk and weight of catalog material required by the sales- 
man. Only matter actually required for selling purposes 
need be carried in the binder. It does away with the 
necessity of carrying entire catalogs, booklets and circulars 
of various sizes and shapes. 


Salesmen using the loose-leaf system have a great ad- 
vantage over men not using this equipment — to say 
nothing of the added convenience, time and labor-saving 
features. 


With a modernly equipped loose-leaf binder, the sales- 
man can present his products in a more comprehensive 
manner than it is possible to accomplish by the old meth- 
ods. Having all his material up to date in compact form 
and easily available, he can show latest specifications, 
answer questions or quote prices more readily. 


When orders for binders are accompanied by requests 
for catalog reprints the binders will be equipped with the 
sheets desired and shipped complete. 


Write for full details regarding loose sheets and binders. 


Price of binder—$3.00. Prices on quantities on application. 


Chicago, Illinois 
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THE FOURTH 
DIMENSION 


g %&® 
FITTInGcse 


QUALITY 

















SURE- FIT THREAD 


Will **any old”’ fitting do your job? 

















Do *“*buggered”’ threads, burrs, poor 
alignment, improper machin- 
ing and poor materials mean 


anything to you? 





These questions are answered 
in the reputation you have for 
craftmanship and thorough- 





ness. If your work stands the test 
of time...if your customers 


‘*repeat’’... then you are singled 








out as one who seeks the fourth 
dimension in fittings. 

The fourth dimension in fittings 
must be measured. Just as the fit- 
ting has length and breadth and 
thickness. so must it have quality. 
Semler Sure Fit Fittings from 
design to finish can be identi- 
fied by their fourth dimension, 





Look for it. 
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SJEANNETTE-PA. 
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ASK US 
; How You May Win a 








“TOLEDO” No. 999 


5” to 2” Power Pipe Machine or One of 
44 Other Valuable Prizes in the 


"TOLEDO" 
GOOD-TOOL CONTEST 





SPONSORED BY 


THE TOLEDO PIPE THREADING MACHINE CoO. 
TOLEDO, OHIO 
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When you get a re- 
modeling job, you 
usually get a profit. 


Our Industry 


Any one who takes the time now to get around among those 
contractors, wholesalers or manufacturers who are now thinking 
deeply about this industry, is finding a strong undercurrent. 


¢ ‘ 


Pressure for business was great a few years ago when volume 
was high but profits were low. Then the general business 
depression came along to aggravate conditions which were 
already disturbing. Now that the depression is lifting, some 
are beginning to discover that certain changes have crept into 
this industry, a few of which are certain to affect its future. 


é + 


These changes are primarily in the field of distribution. 
And many other industries are also beginning to realize that 
they must for years to come study distribution as intensively 
as they once studied the production methods of their machine 
shops, foundries and mills. 


+ + 


All of us can see and appreciate the significance of changes in 
other industries. We consume the products of those other 
industries and in the capacity of the consumer, we are inclined 
to applaud when prices drop, or when someone discovers a 
shorter and more economical route between the manufacturer's 
plant and our own door step. 


¢ ¢ 


But somehow each one has the hope that changes will not 
affect his own industry—-a hope based more on inertia and 
tradition than on good judgment. 


¢ ’ 


A fact which everyone in the industry can accept is that the 
pressure for better business is causing a lot of people to try 
out experiments of one kind or another. 


+ ¢ 


As an example, remodeling, which many ignored when con- 
tract work was abundant, is drawing more and more attention. 
Some contractors, some wholesalers, and some manufacturers 
have made their first efforts to build up remodeling, have grown 
discouraged and are inclined to drop it. 


¢ + 


But they should realize that others have proved its value and 
are getting more business from it. 


* ¢ 


Other experiments are being made which strike directly at 
the long accepted plan of manufacturer to wholesaler to con- 
tractor to public. 


4 ¢ 


Each one owes it to himself and to his industry to study 
today’s restless undercurrent. 
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It pays to go to great lengths to keep a burner from 


coming out, even a competitors, for one dissatisfied user 


can undo in a moment the goodwill that it has taken 


months to build up. 


¥ 


4 


ee | ill 
| stick to my rule never to knock a competitor's product. 


It keeps a salesman out of more trouble than any one thing 


| know of. 


If | can't sell my equipment on its merits, on 


the past performances of our organization and on the service 
we render to our customers, then the other man deserves 


the sale. 


¥ 


4 


“Whether or not oil burners are sold by heating contractors, 


they should be sold by men who know heating. - 


A Heating Contractor 
and His Oil Burner Experiences 


HEN I first became oil-burner conscious, I 
was interested in what promised to mark a new 
-era in heating from the standpoint of the heat- 
ing contractor. I foresaw new sales opportunities for 
the aggressive heating merchandiser. I read all that I 
could find about the burners then on the market, de- 
cided on the one that I thought I wanted to sell, wrote 
the manufacturer to learn if the sales agency in this ter- 
ritory was open, found that it was and made a trip to the 
factory for further investigation. However, I came 
home without the agency. 

I was met at this factory by a high-pressure sales- 
manager who was bubbling over with big business. I 
think he told me he had sold bonds before taking up oil 
burners a short time before. Without much preamble 
ke inquired if I had as much as $10,000 to put into an 
oil-burner agency. I told him that I did not—that | 
would not invest such an amount in that way if I did 
have it—but that I had a young and growing heating 
business which was being built up slowly on a founda- 
tion of satisfied customers, and that if I took on his oil 
burner, I would propose to handle it on the same slow- 
lut-sure basis. His interest in me stopped right there. 
My engineering and selling experience meant nothing to 
him. All he wanted was the capital to handle as he saw 
fit, for his company was going to do things in a big way, 
so he said, and he was already counting sales in each 
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territory by the hundreds. Several years later they 
opened an office in our city, put on a whirl-wind sales 
campaign, sold a dozen or so burners, took half as many 
back, closed their office, and left behind them disgruntled 
customers with orphan burners which are now being 
serviced or replaced by ours and other concerns which 
have grown slowly here with more conservative sales 
methods. 

The above incident was recalled to me today when my 
company at last sold a burner to a Mr. and Mrs. Logan. 
They live in an old colonial house not far from town 
here, and they have attempted to heat it with an ordinary 
warm-air furnace. It was installed in the original small 
cellar at the rear of the house. There were runs of pipe 
seventy-five and eighty feet long, and so you can picture 
how unsuccessful the attempt at heating it has been. For 
many years they went south each winter, but both were 
getting old and were anxious to be able to give up this 
annual trip. They had heard of automatic heat and oil 
burners and thought of them as a kind of miraculous 
cure for all the ailments of a sick heating plant. Accord- 
ingly when approached by a representative of the concern 
which I mentioned above, it was easy for him to sell them 
a burner which he promised would give them Florida 
warmth throughout the house. When it failed to do so, 
he made various minor changes and adjustments which 
did not help, and he then suggested that they move the 
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heating plant to a location nearer the center of the build- 
ing. This change would have necessitated much ex- 
cavating and the tearing out of two two-foot thick stone 
walls, and the old couple by this time had lost confidence 
in him and in oil burners to such an extent that they 
would have none of his suggestions, and when he refused 
to remove the burner, they tore it out and sent it back 
to him. 

Winter pilgrimages south were resumed, and when we 
started in to try to sell them our burner, we found sales 
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resistance as formidable as the wall of China. It took us 
a long, long time of much persistent effort to gain their 
confidence which had been so sorely abused before. 
Satisfied customers helped us a lot along those lines. 
We gave Mr. and Mrs. Logan a long list of users to call, 
many of their friends and neighbors among them, and 
with confidence once established in us and restored in 
oil burners, the remainder was comparatively easy sail- 
ing. We told them in very plain words that the present 
heating plant was entirely inadequate, moved from its 
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present location or not moved. They are leaving the de- 
tails of the entire installation up to us, and we shall give 
them the best that we have to offer, for it will be a real 
pleasure to prove to them that they need not go south 
again for want of heat at home. 

Harry Deming has been selling burners with us suc- 
cessfully for four years now, and the following are 
some of the highlights on oil-burner sales as we have 
found them, and as I heard Harry tell them to one of 
the younger salesmen recently who asked him in wide- 
eyed astonishment how he ever sold so many burners. 

“Selling to me,” began Harry, “is an 
all-absorbing interest—something like 
falling in love—but aside from 
such an interest in whatever ON 


> Le. 
A, , 
y a Ph, 


he is selling, a salesman needs, and especially an oil- 
burner salesman, a knowledge of the products he is sell- 
ing and of the policies of the company he represents. 
“Our company has from the start of their burner 
business been very careful of the sales they have made. 
When I first went to work for them, that policy was 
drilled into me above all others, and I will admit that 
1 thought they stressed it rather unduly. A careful 
survey is made, as you know, of every prospective in- 
stallation, and the heating equipment is thoroughly in- 
spected and tested before even an estimate on a burner 
is submitted. I was at first sent out only on prospects 
where a survey and estimate had already been made, for 
they were taking no long chances on my knowledge of 
where to sell and what to sell. I had been selling cloth- 
ing and had all the confidence in the world in my sales 
ability, but I do not believe that I would have had the 
courage to enter the oil-burner field had I known before- 
hand how much there is to know about it. As I gained 


a knowledge of the business, I came to more fully appre- 
ciate the conservative attitude on sales which our com- 
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pany takes and to realize the importance of a thorough 
knowledge of not only the equipment I was selling but 
of heating in general. I came to appreciate our engi- 
neering force, which is made up of experienced men 
who keep pace with the changes and improvements made 
in burner construction and installation. I came to under- 
stand why we sell, not just one burner but different 
makes of burners to suit the requirements of the par- 
ticular heating problem at hand—why we maintain a 
service department on the job 24 hours a day—why as 
soon as an installation is completed, we hand the owner 





Fig. 1—This is a view of the house in which 

is installed the oil burning heating plant seen 

in Fig. 4. In making the installation it is 

necessary to take into consideration the ex- 

position as well as other technical 
features 


posed 


a card giving our day and night numbers and urging 
him to call us if he so much as thinks there is something 
wrong with his burner, and why, whether called or not, 
we inspect it regularly once each month. 

“Today’s prospect may be tomorrow’s sale or maybe 
next year’s for that matter, for it took me two years to 
land a burner order for the Voit residence. I could 
have had the order on my first call, had we been willing 
to put a burner in the boiler as it stood then—too small 
to heat the job and with two cracked sections in it. Mr. 
Voit was all for us going ahead, installing the burner, 
and taking a chance on the sections holding up. We 
told him that as much as we’d like to sell him a burner, 
we wouldn’t do it under those conditions, that his boiler 
was not of sufficient capacity, that he had probably 
cracked the two sections by overfiring it in an effort to 
get the heat he needed, and that if we put the burner 
in and the sections let go, it would be only human nature 
for him to think that the burner had something to do 
with it. Mr. Voit burned coal that winter, and the 
sections did let go, right in the middle of the winter’s 
worst cold spell. I tried again at that time to get him 
to install a larger boiler and the oil-burner, but he had 
the two sections replaced and continued to burn coal. 
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He burned coal again the second season, but as long as 
he bought no automatic eq:.pment from anyone else, I 
remained at his elbow and was there when he decided 
before the third season rolled around to replace the old 
boiler as we had specified and to install the oil-burner. 
“It would be so much easier for all of us if other 
concerns were as careful in making sales as we try to 
be. Take for example out in the Riverdale section. 
There are a number of twenty to twenty-five thousand 
dollar homes in that subdivision, put up by speculative 
builders, where the Blank Burner Co. installed burners 
in boilers that had been specified on a price basis and 


Fig. 2—For sat- 
isfactory oil 
burner installa- 
tions, the chimney 
should be checked 
both on the inside 
and on the outside. 
While the chimney 
in the foreground 
appears to be above 
the highest point of 
the roof, in reality it 
is not and an exten- 
sion should be _ built 
on it 





to burn coal, burners hav- 
ing been installed as an 
after consideration. They 
were round boilers of only. 
four sections each, and 
whether coal or oil was burned the 
heat went straight up the chimney. The 
owners were dissatisfied. Several had 
taken out the burners and boilers and 
had installed gas equipment, while 
others were struggling along with coal. 
It was a blackeye for oil-burners, how- 
ever you looked at it, and it seemed 
to ine that everywhere I went to try 
to sell a burner I had this same story 
thrown up to me. Finally, in self-de- 
fense, I made up my mind that I’d set- 
tle the question once and for all. I 
went to one of the owners, told him 
why he was having so much trouble 
and such high fuel cost, asked him 
to let us install two more sections in 
his boiler without cost to him, and if 
his burner then worked out satisfac- 
torily, as I knew it would, he could pay 
us for the sections if he thought we 
had benefited him to the extent of their cost. He agreed, 
his troubles were greatly helped, most of his neighbors 
had us remedy their installations in the same way, and 
the story that had caused such a disturbance died a nat- 
ural death. It pays to go to great lengths to keep a 
burner from coming out, even a competitor’s, for one dis- 
satisfied user can undo in a moment the goodwill that it 
has taken months to build up. 

“Our knowledge of heating protects us from a lot 
of buck passing after our burners are in, too. I remem- 
ber one job in particular where there were several types 
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of radiators. Some of these radiators would not heat 
while others on the same job did heat. The heater 
manufacturer at first said it was the fault of the steam- 
fitter’s connections to these radiators, and so we 
changed the connections in accordance with instructions. 
Still they did not heat, and then they said that the oil 
burner did not put out sufficient pressure. We showed 
them where those radiators at the very ends of the 
mains were heating, whereas some of those closer 
to the boiler were not. They eventually replaced the 
bothersome radiators with those of a different construc- 
tion, and the job worked beautifully. 

“We don’t make all the sales we go after or many 
of those that look the easiest when first approached. 
[ was called out to a residence not long ago where 

Mr. Smith, the owner, admitted that he wanted to 

buy a burner, that he wanted it in a hurry, and that 

if it did not cost more than the one which we put in 
the house next door to his he would have it 1n- 


Fig. 3—The chimney had only been in oper- 
ation part ef one heating season during which 
the quantity of soot and fiy-uash shown had 
aecumulated. In old chimneys it is not un- 
common for them to be filled up to and 
unbove the flue opening, thus cutting off the 
draft. This should be checked in making 
oll burner installations 
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stalled right away. That sounded interesting until I had 
looked the job over and found that while the burner re- 
quired would not cost more than his neighbor’s, changes 
and additions necessary to his heating system would cost 
as much again as the burner itself. I had to tell Mr. 
Smith that his boiler was not big enough, that it was not 
of a type which would be economical for burning oil, that 
he did not have sufficient radiation, that his mains were 
too small, and that his draft seemed none too good. He 
stood up well under the shock, although it was pretty 
much of a blow to him, for he had only bought the 
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house last spring. Such difficulties killed the immediate 
sale of the oil burner, as Mr. Smith felt that he could 
not afford both at this time, and the changes had to be 
made to the heating plant first. He promises to install 
a burner next year, and when he does he will consider 
none other than ours, for he was grateful to us for 
calling to his attention the faults of his heating plant 
instead of putting in a burner that could not have proven 
satisfactory. 

“Gas competition gives us additional worries now-a- 
days, but whatever the competition I run up against, | 
stick to my rule never to knock a competitor’s product. 
It keeps a salesman out of more trouble than any one 
thing I know of. If I can't 
sell my equipment on its 
merits, on the past perform 
ances of our organization 
and on the service we ren- 
der our customers, then the 
other man deserves the sale. 


“When I run into gas 
competition, I know that 
the prospect wants auto- 


matic heat, and I tell him 
that either gas or oil will 
vive it to him and that both 
are excellent fuels. 

“A certain gas equipment 
salesman here has gone to 
extremes to sell his equip- 
ment, and in trying to go 
fast has used tactics 
which are going to react to 
his disadvantage. One meth- 
od that he has used has 
heen to specify a boiler too 
small for the 
in order to get his price un- 
der that of a competitor, 
telling the heating 
tractor through whom he 
was selling the boiler that 


too 


installation, 


con 


the owner would never 
know the difference, and 
that if his gas bills were 


too high it could be blamed 
on inferior some 
other elusive excuse of that sort difhcult to prove. 
“T ran into him last summer on a couple of my pros- 
pects, one where he had guaranteed an owner's gas bills 
not to run over a certain amount. The owner asked if 
| would do the same with his oil bills. I told him that 
| would not even make a guess as to what his oil bills 
would be—that I might say that they would probably 
run twice as much as his coal bills, but that I could not 
foresee whether next winter would be severe or mild, 
that I did not know whether he kept his home at 70 or 
75, and there were too many ifs and ands entering into 
such a proposition for me to make any such guarantee. 
“This same salesman had another prospect disturbed 
because he told her that oil burners were dangerous, that 
the safety features on his appliances were far superior 
to our devices, and the poor woman was so upset over 
control equipment that she knew nothing about, that she 
was about to decide that she did not want automatic 


gas or 





rig. d—Iiere is an oil burner installation which was made 
by the author, wherein the entire job was designed to fit 
the building and its peculiar heating requirements 
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heat of any kind. I persuaded her to call a number of 
users of both gas and oil equipment, all of whom gave 
her favorable assurance. I further convinced her that 
she need not dig into the mechanical features of her 
heating equipment any more than those of her automo- 
bile, that we could not afford to sell an appliance that 
was not safe if we expected to remain in business for 
any length of time, and that in buying our oil burner 
she was not buying just so much mechanical equipment, 
but the organization which was behind the burner. 
“Both of these prospects bought oil burners, and this 
gas equipment man has received a further setback re- 
cently for want of a periodic check-up of his equipment 
or else a lack of knowledge 
of the part that chimneys 
may play in an installation. 
He installed a gas boiler in 
an old home in the spring 
of last year. Everything 
worked all right at that time 
and continued to do so this 
winter until a gradual accu- 
mulation of dirt and a pre- 
vious accumulation of 
bricks in the old chimney 
completely closed the vent 
to the boiler, and before it 
was discovered the vapors 
of burned gas, seeping up 
through the floors and par- 
titions, had all but over- 
come the family. Such a 
thing might have happened 
with other equipment, but 
it drives home the point as 
to how important chimneys 
are with any fuel and how 
necessary it is to have a 
knowledge of them in sell- 
ing any heating equipment. 


“We have our clashes 
with stoker competition, 
too. I called on Mr. Brad- 


ford, who had been re- 
ferred to me as a burner 
prospect. He told me that 
he was figuring on a stoker, 
that he was very much sold on it, but that he would be 
glad to hear what I had to tell him about oil burners, 
as he knew very little about either apparatus. I asked 
him if he knew just what he would be getting with 
each appliance. I explained to him the merits of the 
oil burner, which started him to thinking and he told 
me to see him at his office the next day and he would 
give me the verdict one way or the other. When I saw 
him at that time he told me that he had decided to put 
in an oil burner. I was duly pleased, and while the or- 
der was being signed his phone rang. He told the party 
calling—the stoker salesman it proved to be—that he 
had decided to put in an oil burner—more conversa- 
tion cn the other end of the line—and then he added 
that it would be to the advantage of the young man 
calling to spend more time in trying to sell his own 
products than in knocking those of his competitors, even 


after the sale was closed. (Continued on Page 119) 





























The Modernizing 








Campaign 





Its possibilities and the ob- 
stacles which retard its pro- 
gress — Successful plans for 
obtaining remodeling business 
taken from the records of 
DOMESTIC ENGINEERING 
add value to an address at 


USINESS experience has taught all 
of us the danger of counting upon 
some startling, new idea or clever 
campaign to change our bookkeeper’s rec- 
ords from red to black. Quick results are 
often only a temporary success. On the 
other hand, modernization or remodeling 
offers slow but sure results. 

It would be more dramatic to offer this 
report, on the possibilities of moderniza- 
tion, as a life saver which would magically 
change 1931 into a year of easy profits. 
But it is certainly more truthful, and consequently more 
helpful, to point out that modernizing must be taken up 
with the full knowledge that immediate results will be 
small and the opportunities for discouragement many. 

sut it is significant to report that those manufacturers, 
wholesalers and contractors who are putting their faith 
in remodeling work are finding after the disappointments 

of their early results the satisfaction of having built a 

stable, profitable business. And it will be business in a 





direction where none had previously been secured. 
Everybody knows about the enticing contract for a new 
building, but with modernization, usually the man who 
initiates it is the only man who has the opportunity to 
secure the order. 

So let us approach this subject of a “Modernizing 
Campaign, Its Possibilities and the Obstacles Which Re- 
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By R. V. SAWHILL 
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tard Its Progress” with the agreement that it offers no 
magic cure for our business problems; that it has not 
proved to be a big money maker when every other de 
partment is showing decreases and that as one of your 
members phrased it to me the other day, “It is a tough 
job.” 

But I hope in this brief talk to secure your agreement 
to the viewpoint that it at least has possibilities, that the 
obstacles in its way are no more than those which face 
every branch of your business and that here and there a 
sufficient number of energetic men in the plumbing and 
heating industry are proving that remodeling work can 
be secured. Some business is at least better than none. 
A little business at a profit is certainly better than a 
lot of business at a loss. 

During the past year, due largely to the decline in 
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building activity, this subject of the sale of plumbing 
and heating goods through remodeling has been much 
discussed. 

There is nothing particularly new about remodeling 
sales as the plumbing and heating contractors have al- 
ways been selling and installing plumbing and heating 
goods for existing buildings and have styled this class 
of work jobbing. However, until recently, few of them 
have made any special effort to secure this business and 
most of it has come to them unsolicited. 


There has, however, been a marked change during the 
last year or so which has been brought about owing to 
the scarcity of new building, to the fact that the plumb- 
ing and heating contractors are gradually becoming bet- 
ter merchandisers, and to the fact that plumbing and 
heating goods—owing to 
changes in design — offer * 
greater merchandising op- 
portunities than ever be- / 
fore. In addition, one 
bathroom in a home is 
now generally considered 
as inadequate. A mort- 
gage banker in Cleveland 
is quoted as saying that it 
is now getting impossible 
to sell or rent a seven 
room house or apartment 
with only one bathroom. 

During the last year or 
so, many plumbing and heating contractors through- 
out the country have gone after remodeling sales in 
a consistent manner, and a few manufacturers and 
wholesalers have gotten behind this movement, so that 
the sale of plumbing and heating goods through re- 
modeling has increased very rapidly, and has, to some 
extent, made up for the falling off in the sale of goods 
for new construction work. If the present remodel- 
ing movement is carried through, it will not only be 
helpful in time of depression but will result in a tre- 
mendous increase of sales in plumbing and heating 
goods during normal times. This, however, can not 
be accomplished without a consistent effort on the part 
of not only the plumbing and heating contractor but the 
wholesaler and manufacturer. 
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Spasmodic remodeling campaigns carried on in vari- 
ous communities by associations have and will accom- 
plish very little. Neither can the manufacturer and 
wholesaler expect to have this business developed alone 
by his support of various organizations formed to pro- 
mote the sale of plumbing and heating goods. While 
such organizations are very helpful, they must have back 
of them not only the support but the consistent efforts 
of the wholesalers and manufacturers engaged in busi- 
ness. 


In discussing the promotion of plumbing and heating 
sales at conventions and at meetings of manufacturers 
and wholesalers, and in private, the comment so fre- 
quently heard is that the plumbing and heating contrac- 
tor is not a salesman. While, as a whole, this is un- 
doubtedly true, the statement does not tell the whole 
story. The plumbing and heating contractor, from our 
observation, has shown more enterprise and initiative in 
promoting plumbing and heating sales than the average 
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manufacturer or wholesaler. There are, of course, some 
exceptions where manufacturers and wholesalers are do- 
ing everything they possibly can through their sales or- 
ganizations to help make the plumbing and heating 
contractor a better salesman. Nevertheless, such manu- 
facturers and wholesalers are sadly in the minority. 

As far as the average plumbing and heating installa- 
tion is concerned, the plumbing and heating contractor 
is your salesman and unless some better method of sell- 
ing and distributing plumbing and heating goods can be 
devised, you owe it to yourselves to get back of him and 
help him in every way to become a better salesman. 
Criticism of his methods alone will accomplish nothing, 
any more than it would with your own sales organiza- 
tion. Beautiful show rooms and effective advertising 
copy will accomplish little without efficient salesmen to 
sell your goods to the consumer, and no manufacturer 
or wholesaler has a sales organization large enough to 
do the job without the help of the plumbing and heating 
contractor. Criticism of the contractor does not boost 
sales. 

In a period of declining business, every industry, 
every organization and ultimately every individual, must 
prove the right to stay in business. Practices which are 
condoned during a time of easy profits are condemned 
when losses are even easier to pile up. The past year 
and more has brought to the plumbing and heating in- 
dustry a full measure of criticism and in the long run 

this will correct poor methods 

r and unbusinesslike practices. 

-- If the experiences of the last 
18 months teach the members 
of this industry how to pull 








7S together, the depressing con- 


a ditions may prove to be 
worth far more than they 


= 7 ul rc cost. 
fr ot i Human nature, in dull 


times, turns us to the man 
lal RT next in line when we look 
—_ for a place to put the blame 
for our business troubles. A 
manufacturer can more 
readily see the shortcomings of the wholesaler than he 
can visualize his own faults. The wholesaler has the con- 
tractor to fall back upon as the man responsible for lack 
of sales and too many have been satisfied to blame the 
contractor for the industry’s every trouble. The excuse 
is convenient but even if true we gain little by repeating 
it day in and day out without working out a solution. 


If everyone in the industry would take a week to 
analyze his own faults and correct them, it would put 
an end to the thousands of conversations which start 
with the statement, “‘I’ll tell you what’s wrong with this 
industry. You see the contractor is a mechanic, not a 
business man.” This is the time to think in terms of 
getting business rather than of explaining why we could 
get lots of it if the man next in line would only do 
his part. 


And when business was booming, what happened to 
most of you? Three or four years ago when the build- 
ing industry was running through its glorious period of 
$6,000,000,000 volume a year, modernization was ig- 
nored. Contract work came so easily that it kept every- 














April 4, 1931 DOMESTIC ENGINEERING 47 


one in the sales organization busy acknowledging orders 
rather than making sales. But as the months went by, 
the industry’s fatal habit of giving the customer most 
of its profits began to stimulate an interest in work 
which might bring some return before competitors had 
a chance to step in and give it away. And possibly as 
energetic an argument in favor of pushing moderniza- 
tion work as can be given you, is to remember what 
small profits went to plumbing and heating manufac- 
turers, wholesalers and contractors during the time when 
contract work was at a new, high level. When business 
was at a record breaking peak, your combined business 
records as shown by the charts on the walls of this room 
disclosed slight profits for some of you and actual 
losses for others. 

It would take considerable courage to assume that the 
moderate resumption of building, which is the most that 
any one can count upon, would mean a satisfactory 
profit when building volume a billion dollars greater 
frequently brought actual losses to you. If competition 
would not permit satisfactory profits on the average 
when consumers were bringing orders to you, it is both 
unreasonable and unlikely to expect that same competi- 
tion to permit each one of you a reasonable return, now 
that you must all carry the sale to the consumer. 

At that time, three or four years ago, Domestic ENcI- 
NEERING first began actively to encourage among its 
readers a better appreciation of the importance of con- 
centrating ‘on the jobbing or 


adjectives grew longer, probably the apparent difficulties 
of the program seemed greater, but it is always helpful 
to return to the simple statement that what we are after 
is to do a little more jobbing or repair work and to do 
it in a little better way than ever before. 

To prove the soundness of the statement that every 
member of the Central Supply Association should go 
after modernizing work, I am drawing upon facts which 
our position as a clearing house for news of the indus- 
try’s accomplishments has brought to us from all over 
the country. In other words, this short talk is not the 
exposition of a theory but the record of what is being 
done. 

It is probably true that a 2 per cent ratio of deprecia- 
tion annually on American residential buildings would 
show $2,500,000,000 re- 
quired each year for re- 
pairs and modernization. 
But it brings it closer to 
each of us to study the 
following examples where 
orders are being obtained. 
Each one of these has 
been thoroughly checked 
by our organization be- 
fore publication so _ that 
these sales suggestions 
have the distinct ad- 
vantage to you of having 

















repair side of their business. 
Since contract work was not 
giving a profit in those boom 
days, it seemed only common 
sense to try to find that profit 
in another branch of the in- 
dustry. Since that time, we 
have consistently placed be- 
fore our readers proved ex- 
amples of the profits which 
some contractors are get- 
ting from remodeling. 

In particular, during the 
past nine months, you have 
found in Domestic ENGINEERING, literally hundreds of 
pages on remodeling covering its engineering, mer- 
chandising and economic phases. The chart, by which a 
journeyman can quickly check needed replacement items, 
was developed by us as well as a simplified guide to 
remodeling sales which the contractor, taking up mod- 
ernizing work for the first time, can use as a guide. 
These two services, the guide and the chart, were dis- 
tributed freely to wholesalers and officers of contractor 
associations. The further offer to supply additional 
copies at cost for use by the wholesaler’s salesmen and 
by the contractors themselves brought back many re- 
quests so that we were thus able to put these simple, 
practical sales helps in the hands of nearly all whole- 
salers and of many thousands of salesmen and con- 
tractors. 

Naturally others besides ourselves, particularly a few 
manufacturers and some contractors, were carrying the 
work forward. All of us began to hear more of re- 
modeling, modernization, replacement, obsolescence, re- 
habilitation and other polysyllables. As the descriptive 








already been proved prac- 
tical because they brought in orders. And each one 
or all of these ideas can be tried out by you or by 
your own customers because obviously, on the average, 

a contractor or customer is the same whether you do 

business with him in Ohio or Texas. 

By giving you these sales ideas slowly and briefly, I 
hope you will find among them definite suggestions 
which you can write down as a memorandum to use 
with your own customers when you return home, 

A Pittsburgh contractor builds up remodeling sales 
by showing suggested rearrangements of the bathroom 
on drawings with the fixtures washed in lightly in 
water colors. 

Out in Montana, we found a contractor who bought a 
run-down apartment house, remodeled it, got the public 
to inspect it and finally rented it at a higher rental. He 
can now talk definitely to building owners on the in- 
creased return coming from a modernized apartment 
building. 

In Elizabeth, N. J., emphasis on promptly following 
up every lead or call is bringing remodeling business to 
one contractor. A short time ago, this man answered a 
phone call by driving to the home to give information 
and not only sold this prospect but two of his relatives, 
a total of $1,200 for an evening’s work. 





Out west in California, one contractor employs a jour- 
neyman on a salary because this man has shown a ca- 
pacity to sell. He uses this journeyman only on jobs 
which it is believed offer a chance for additional sales. 

In Fort Worth, Tex., a contractor has divided the city 
into sections of four blocks each. In those sections 
where the homes are ten years or more old, he has con- 
centrated a rotating direct mail plan so that each section 
is intensively cultivated. He is following one of the 
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steps suggested in DomMESTIC ENGINEERING’S “Simplified 
Guide to Selling Remodeling Jobs,” and tells us “The 
real opportunity in this business is in merchandising.” 

Down in Philadelphia, another contractor started after 
modernization by first reducing his mailing list from 
3,000 to 1,800. Timely mailings, tied up with matching 
window displays, are giving him an average of 15 to 25 
orders to each mailing. 

A trouble call about the water supply in one building 
led another Pennsylvania contractor to investigate with 
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the result that he secured pipe replacement work from 
other owners in the same block who were likewise 
bothered by a restricted flow of water. 

The completely equipped repair truck—the so-called 
“Shop on Wheels’’—is being used by many contractors 
in developing remodeling business. Out in San Fran- 
cisco, a progressive dealer first surveyed the city to find 
a district in which the property was well worth main- 
taining. A regular, direct mail campaign at thirty-day 
intervals in this district, based upon the prompt and 
economical service which the trucks permitted, brought 
a sharp upward turn in modernizing business. 

In Dallas, Tex., we met a contractor who routes his 
trucks through established zones, writing his customers 
and prospects in advance to tell them of the day on 
which his truck will be in their neighborhood. The 
same plan is being successfully used by other contrac- 
tors in other cities. 

From Phoenix, Ariz., a contractor wrote us to say 
that, “Domestic ENGINEERING gave me in an article my 
first tip on house to house canvassing for replacements.” 
After reading the article, this contractor made 380 per- 
sonal calls in the next few months and got 30 replace- 
ment jobs. 

Others consistently use journeymen to report on the 
condition of the plumbing and heating. At the time the 
national census was being taken, a Long Island con- 
tractor used school boys to make his own census of the 
plumbing and heating products in which the home own- 
ers in his neighborhood were interested. He got both 
information and orders. Others solicit home owners 
to fill in a record of the items they need with the offer 
to give the home a free inspection. Still others are using 
the handy chart we prepared on which journeymen can 
quickly check needed items. 

In Baltimore, a contractor has dotted a map of the 
city with colored pins and uses this record of his suc- 
cessful installations as a reference so that he can direct 
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prospective customers promptly to his satisfied customers. 

Here in Chicago, a contractor began four years ago 
to develop remodeling and each year since has doubled 
its volume. He makes no complaint to us about the 
falling off in new work. As an example of his enter- 
prise, he sold $20,000 worth of shower stalls to the 
owner of a group of inexpensive lodging houses because 
with this plumbing convenience a higher room rate could 
be secured. 

A New Jersey contractor concentrates on the advan- 
tages of the clean, useful basement. His sales argu- 
ments, such as adding 20 per cent more space to the 
home, a playroom for children, increased salability and 
value, and the fact that the old fashioned cellar accounts 
for 15 to 25 per cent of the building cost which a small 
sum spent for remodeling will make useful, is bringing 
him business. 

Across the continent in Colorado Springs, Colo., a 
heating contractor paints the basement on his own initia- 
tive because he has found that this bright, cleanly ap- 
pearance aids him in selling additional heating acces- 
sories. 

In Utica, N. Y., another contractor dealer has worked 
out his own method of selling the professional men. An 
interesting letter, a series of circulars, a telephone call 
for an appointment and ability to make a good presenta- 
tion over the phone has made this a successful plan 
for him, 

In our last issue we told of the work of the moderniz- 
ing, co-operative program in St. Paul. Its first year 
brought 187 inquiries, 49 jobs and $53,411 in business. 
The next nine months ended in December last year, in 
other words during the worst of the depression, showed 
an increase to 96 inquiries, 43 jobs and $63,591 in busi- 
ness. It is intensely interesting to learn that of 6,175 
persons who filled in cards indicating the item of most 
interest to them in connection with remodeling, 4,200 
indicated a preferential interest in plumbing and heating. 

A South Chicago contractor using our remodeling 
chart and two women canvassers, got 6,000 names di- 
vided into three groups, those with stove heat, furnace 
heat and radiator heat. Appropriate mailings were 
carried out with each group and this contractor writes 
us that the program was “worth the investment.” 

Out in Denver, a contractor remodeled a hotel dining 
room and by providing better air increased the business 
50 per cent. A Montana contractor interests his em- 
ployes in locating remodeling jobs by giving them a 
share of the financing profit which this contractor gets 
from financing such work. 

A Missouri reader when inspecting chimneys of apart- 
ments, finds out whether many flats are vacant and then 
talks remodeling to the owner; other readers in New 
Jersey, Texas and Wisconsin use sales albums; in Beloit 
a contractor ties in remodeling campaigns with timely 
events; a Louisville reader follows up “lost orders” a 
year later for additions. 


So far, I have told you of the disadvantages of merely 
criticizing the contractor without doing your part in 
helping him; of the growing importance of remodeling 
as a source of steady, profitable business and of success- 
ful sales ideas being used daily to get that business. 

Let us show another phase of this subject which may 
(Continued on Page 156) 
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Fig. 1.—All steam mains, hot water pipes, etc., are between and through 

skeleton joists, The living room, directly over the boilers, has sheet 

metal concealed radiators of very ample capacity. The balance of the 

house has cast fron radiators. Note the unfavorable conditions for heat- 
ing the rooms above the driveway tunnel and the garage 








By SAMUEL R. LEWIS 


CCASIONALLY there appears a bad day, when 
everything goes wrong. This may be due to a 
state of mind, and the optimist can rise above 
it. Occasionally there comes across the horizon of an 
engineer a bad job, as well as a bad day. With the best 
of talent and the best of intentions there may be a con- 
centration of errors in one unfortunate project. 

It is my purpose to describe such a project with some 
of its errors. The description is truthful and the errors 
all happened on the same residence, even though all hands 
concerned were experienced and honest and well-mean- 
ing. 

The owner had plenty of money and desired to build 
an elaborate country residence. 

He left matters quite largely in the architect’s hands, 
but apparently no written records or memoranda were, 
made, for mutual protection, as the plans were developed, 
either by owner or architect. 

The mechanical engineer who designed the equipment 
for the architect was not invited nor allowed to meet the 
owner. 

The architect may have originated part of the require- 
ments out of his own desires, and may have passed along 
to the engineer all or only a part of the owner’s stipula- 
tions, but there are no written records available now, 
two years later, which enable a neutral outsider to place 
the responsibility. 

They did build a house which could be heated, to the 
extent that the walls were insulated with board-type 
building insulation. 

About every other thing which could be done was 
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done to make the house difficult to heat and difficult to 
live in from all angles having to do with heating. 

The owner points to the architect and says: “You 
did it.” 

The architect points to the engineer and asks: “Why 
didn’t you stop us, if we tried to do improper things ?” 

The engineer says: “I did what you told me to do.” 

All pass the responsibility for error on to each other. 

The owner thought he was getting a hot water heat- 
ing plant. 

The architect thought that he told the engineer to 
design any sort of heating plant which would heat the 
building without any visible pipes or mains, without any 
noise and without any trouble ‘of any kind. 

The engineer thought that the architect told him to 
design a vapor system. 

I was called in by the owner, after trouble appeared, 
to diagnose the ailment and to prescribe treatment. Here 
are some of the things which were done, and which I 
think should not have been done: 

The south part of the house is high and spacious, with 
wide open staircases and big doorways. There is, prac- 
tically speaking, no service basement; the ground story 
being finished off as a wide corridor, with dressing 
rooms, an auxiliary serving room or kitchenette and a 
chamber and a bath, all on a level with the boiler room 
and laundry. 

The boiler room is small, and is well crowded with 
pumps, tanks, pipes, boilers, oil burners, electric switches 
and the like, and is very hot. 

It is located at the south end of the building under 
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the grand living room. No particular insulation against 
heat or noise was installed to safeguard the most impor- 
tant master room in the house—to prevent transmission 
of the hums and gurgles and roars of the machinery. 

The boiler room was air-tight, with weather stripped 
windows. 

The north part of the house is built above the garage, 
with a tunnel drive- 
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and gas pipes and electric conduits are buried and lost 
in the dark mazes of this construction. 

If they were to heat the garage, which is as low as 
the boilers, and in order to serve the other ground story 
rooms, it was necessary to install a pump to create an 
artificial water line several feet lower than that in the 
boilers. The engineer, therefore, provided a vertical- 

shaft centrifugal 





way under the 
kitchen, this drive- 
way separating the 
ground story of the 





Sun Parlor 


pump with its im- 
peller submerged in 
a catch basin and 
with its electric 
motor bolted to the 
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south wing from 
the garage. The 
north wing is but 

one story high hii yt 
above the garage. | a: oe 

It comprises a 
kitchen, a _ butler’s 
pantry, a servants’ | 
dining room, and 
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would be to install 








three servants’ 
chambers. The 
floors of the rooms 
in the north wing 
are somewhat cool, 
due to the outdoor 
tunnel, and due to | 
the relatively cold | 
garage. The ceil- 
ings of the rooms in the north wing also are somewhat 
cool, against an unheated attic. 

The architect used skeleton stcel joists for the first 
story. Between all the parties, apparently, they evolved 
the happy thought that all pipes, mains, conduits, etc., 
could be run anywhere and everywhere across, through, 
and between these skeleton joists. 

The architect, in designing the beautifully executed 
grand living room, used concealed, convection-type brass 
and copper radiators. 

All of the other radiators in the south part of the 
house, however, were enclosed, and were made oversize 
to compensate for the enclosures. 

All radiators in the north part of the house were of 
cast iron, exposed, and were not oversize. 


The steam supply mains, leaving the boiler room, 
passed up into the joist spaces, which were all plastered 
tightly below them, and after these mains finished their 
service for the south wing they were extended so as to 
cross over the tunnel into the joist spaces of the rela- 
tively remote north side, with a return buried under- 
ground to drain the low-down garage radiators. 


Terrace 








Complications begin to develop. The installation 

is an outstanding example of the necessity of insul- 

ating the steam piping, even when it is run through 
the joist spaces 


It was not considered practicable or necessary to insu- 
late the supply mains while they wandered around in the 
joist spaces. Hot and cold water pipes and steam pipes 


Fig. 2—The original thermostats each controlling one of the oil burners 

were placed at A. The living room with its sheet metal heaters and 

| with the steam mains through its floor joists always tended to overheat 

before the servants’ wing became 

| thermostats are marked B. There is a second story, plans of which are 
not shown 


two boilers, one 
gas-fired and one 
oil-fired. Neither 
boiler, alone, was 
big enough for the 
job, but the gas- 
fired one was to 
operate during mild 
weather when the heating load would be light, and was to 
heat all service water. It was controlled by a thermostat 
marked A on the plan at the foot of the stairs in the 
south part of the building. The oil-fired boiler was to 
cut itself in on the job automatically to assist the gas- 
burning boiler as the weather became colder, and was 
controlled by a second thermostat above the first one. 


A submerged type hot water heater, in circuit with a 
storage tank, was connected to both boilers below the 
water line, with tight valves in both circulating connec- 
tions; these valves being in unsymmetrical and hard to 
trace arid inaccessible pipes behind the boilers. When 
but one boiler was fired, unless the correct valves were 
closed tightly in these water heater connections, the water 
from the hot boiler performed weird antics in collabora- 
tion with the water in the cool boiler, and only an efficient 
low water cut-out saved the boilers from destruction on 
many occasions. 

The pipes in the plastered-in joist spaces were of neces- 
sity very nearly level, and the proper grading of mains 
to facilitate circulation and venting of a gravity vapor 
system was not secured. The traps which drained the 
supply mains and the dry return mains were kept ex- 
ceedingly hot, since the adjacent steam mains were unin- 
sulated, and since there was no air circulation. Inasmuch 
as the joist-spaces were free of obstruction in every 
direction, every furred out wall recess and every pipe 
chase clear up through the building was, and is, hot. 


The two superimposed thermostats were placed in and 
upon one of these hot pipe chases. 

The first story floors were of concrete about 2 in. 
thick without wood floors; the carpets being placed di- 
rectly on the concrete. 


habitable. The final locations of 
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Fig. 3—Return and feed . 
connections to boilers. The 
original loop feed connec- Motor operated steam valves 
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especially if gas is the 

fuel for one boiler and 

if some other fuel is used in the other. 
burner needed no draft 





The gas 


The breeching on the gas burning boiler had an open 
draft hood, and this breeching connected into the same 
chimney as the breeching from the oil-burning boiler. 
The oil burner needed a draft for proper combustion, 
while the gas burner needed no draft. 


The thermostats in the south wing nearby the boilers 
would start and stop the oil burner long before the 
slowly-issuing air from the ends of the mains and from 
the north building radiators could escape. It was impos- 
sible to achieve any pressure less than that of the atmos- 
phere, due to these conditions, and the south part of 
the house always was unbearably hot, while the north 
part was freezing. 

As a quick alleviation I changed the pump from a 
common condensation pump to a vacuum pump, and pro- 
vided a supply of air to the boiler room for combustion 
purposes. 

I disconnected the water heater from one of the boil- 
ers, achieving a fairly safe connection, when one boiler 
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heats the water. I also installed orifices in the radiator 
valves in the south wing in order to attempt to slow down 
the heating there so as to match up with that in the 


north wing. 


These changes effected a vast improvement in the 
fall of 1929, and things quieted down. However, manu- 


factured gas is costly, especially when the boiler is too 
small and when the boiler is being worked beyond 
rating, and a gas bill of more than $300.00 in one month 
induced the owner, without consulting anyone in par- 
ticular, to order out the gas burner, installing an oil 
burner in the boiler which formerly burned gas. 

There followed in the fall of 1930 further and aggra- 
vated difficulties. 

With the gas, they burned enough fuel to overrate 
the boiler and made out to heat the building, though 
evidently very inefficiently, during much of the time 
with one boiler at about atmospheric pressure. 

With the oil, however, when they overloaded the 
burner, smoke and soot developed, and when the burner 
was adjusted for most efficient combustion and but one 
boiler was operated, a vacuum of around fifteen inches 
of mercury was the usual condition inside the boiler, 

even on a very mild day. 


An experiment was made with the 
control thermostats. Further attempts, 
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g oars without consistent results were made 

Mante af 

Switches . 

{ Fig. 4—Diagram of electric wiring connec- 

v 4 tions from the four thermostats to the four 
| 0 | valves and two oil burners. If all four valwes 
foal shall be closed by their respective thermo- 
\ stats the oil burners will be stopped. The 

opening of any one of the valwes by the 


thermostat will cause the oil burners to start. 
No attempt is made in the cut to show the 

wiring for the standard protective devices, 
all of which of course are installed 
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Fig. 5.—Typical skeleton 
joist construction showing 
an example of piping ex- 
tended through the joist 
spaces. There are success- 
ful installations in which 
air for ventilating pur- 
poses was carried through 
the joist spaces. Steam 
pipes even though they 
may he insulated, when 
run through the skeleton 
joist spaces, are likely as 
in the present instance, to 
enuse overheating of the 
room above 


to balance the heating 
of the two parts of the 
building 





At this pressure the south wing was comfortable 
while the north wing was without any heat. If both 
boilers were turned on, steam pressure could be devel- 
oped, but with all south wing radiation shut off and cool, 
the south rooms became unbearably hot before the north 
rooms were habitably warm. 

As an experiment the control was disconnected from 
the upstairs thermostats and centered in a thermostat 
in the water of one of the boilers. With this control it 
was possible to cut off both oil burners at 3 in. of vacuum 
and to turn them on at about 12 in. of vacuum. It was 
easy to control the north rooms by the fractional valves 
on the radiators, but the south rooms, with all radiator 
valves closed, were too warm, and the service hot water 
was scalding. 

Further attempts without consistent results were made 
to balance the heating of the two parts of the building 
with orifice plates in the supply valves at the radiators. 

Finally, however, the major operation of tearing out 
ceilings and rebuilding the steam mains was recognized 
as the most hopeful chance. 


Interesting electrical hook-up developed for ther- 

mostats. If all of the thermostats become satisfied, 

the oil burners will stop, while if any one of them is 
unsatisfied, they will start 


We might have installed sheet metal radiators in the 
north wing, but would still have had the handicap of the 
longer mains and greater relative heat-losing area of the 
huilding-structure. Such a solution also would not have 
had any effect on the hot steam pipes under the floors 
of the south wing. 

By running a separate steam main through the south 
wing to serve the north wing, this main being exposed 
on the ceiling and insulated, we could hope to heat the 
north wing without affecting materially the south wing. 

We could then install a thermostat in the north wing, 
to control a valve at the boiler header, which could admit 
steam to the main for the north wing as required, inde- 
pendently of the south wing or any other function. We 
could permut the thermostat in the south wing to operate 
a separate valve at the boiler header, to serve the south 


























































wing only, and when the south wing is warm enough 
the steam will be out of the pipes hidden in the joist 
spaces, and no particular further heating effect will come 
from them. 

We will thus have an example of controlled panel 
heating, since the first story floor construction and many 
of the wall areas are effective heating surfaces, compara- 
ble with the heated walls in the well known English 
system. 

We could permit the thermostat on the service hot 
water circulating line to control a valve in the circulat- 
ing main, preventing overheating of this water. If all 
of these thermostats become satisfied, the oil burners 
will stop; while if any one of the thermostats is unsatis- 
fied the oil burners will start. 

Since these changes were made the plant has been 
giving reasonable satisfaction. 


Conclusions 


1. Make the boiler big enough. If you wish a gas 
boiler and an oil boiler, make each big enough to handle 
the plant alone. 

2. Provide separate chimneys for each boiler if you 
must ‘burn gas in one boiler and some other fuel in 
another boiler. 

3. Provide a supply of outside air for combustion 
purposes. 

4. Each boiler should have its individual submerged- 
coil service water heater. It is not good practice to con- 
nect a single heater to two boilers. 

>. If you run the steam mains in skeleton joist-spaces, 
provide insulation and isolation and air circulation, and 
fortend, by provision of controls, against unauthorized 
overheating of the rooms above the joist-spaces. 

6. It you use light-weight convection-type radiation 
in one room or in one division of the house, use it 
throughout the house, because it has so different a time 
element from cast iron radiation. Otherwise, you will 
get into trouble. 

7. For protection of all concerned, following every 
interview with a client, the architect, and the engineer 
and the contractor should make a memorandum of what 
was discussed, sending copies to each other. Such a 
custom, easily carried out, will save many a disappoint- 
ment later on, 




















~ How Noise Has Been Subdued In 


Oil Burner Installations 


By Louis T. M. Ralston 


During the past three years, in over 90 per cent of the instances con- 
nected with the residential type of buildings when the writer has been 
retained to design the heating equipment, it has been the desire of the 


owner to use oil fuel. The many oil burner installation agencies, which 
have been employed to install the oil burning equipment in these city 
apartment houses and country residences, have been found to produce 
first-class installation and to be thoroughly conversant with their prod- 
uct and to render excellent service after the installation is completed. 
In almost every Case, however, there have been complaints from several 
sources of the undesirable noise generated by the oil burner with which 


T appears from the writer’s experience that while 
those who make oil burner installations may be thor- 
oughly skilled in construction and installation methods 

and while they may have a complete knowledge of the 
device, in the rapid growth of this industry they have 
overlooked the all important elimination of the nuisance 
element of the oil burner, namely, noise communicated 
to the residential portions of the building. 

In this article the writer describes the result of several 

practical experiments which have resulted in the elimina- 
tion or reduction of oil burner noises so that the occu- 


pants of the several 
buildings involved 
have been entirely 
satisfied. As none of 
this work involves 
considerable additional 
cost to the construc- 
tion work, it is_ be- 
lieved that one = or 
more of such methods 
should be included in 
all new installations of 
oil burners in the resi- 
dential type of build- 
ings. In general, it has 
been the writer's ex- 
perience that the com- 
plaint of noise from 
oil burners is most 
likely to occur in 
country residences 
where the monoton- 
ous repetition of a 
sound will create an- 
noyance out of pro- 
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Fig. 1—The smoke pipe connection between the boiler and the chim- 
ney flUe must receive special consideration and treatment. This 
drawing shows a method of baffling used by the author 
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divided into two general classifications : 
ical noises generated in the oil burner itself from such 
sources as oil pumps, fans, motors and the methods used 
to support and connect the oil burner to the boiler and 
Secondly, by the noise caused by combustion, 


portion towards actual intensity. Furthermore, the loca- 
tion of the noise, that is to say the point at which it 
is most objectionable to the owner, should be carefully 
studied so as to be avoided, especially where occupancy 
is more constant than in other parts of the building. 

In general, the noises produced by oil burners may be 
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excess air velocities 
and other noises di- 
rectly connected to the 
boiler smoke pipe and 
Both of 
these sources of noise 
are directly affected 
by the construction 
and location of the 
boiler room and the 
location of doors and 


chimney flue. 


windows in the boiler 
room. On new work, 
where oil is to be used 
as fuel, it is very 1m- 
portant for the heat- 
ing engineer to care- 
tully review with the 
architect the features 
of boiler room con- 
struction and location 
with a view to the 
elimination of oil 
burner noise in the 
building considered. 
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There are many features, which control the proper lo- 
cation of the boiler room, which cannot arbitrarily be 
changed. If conditions of the site permit, every effort 
should be made to locate the boiler room under the 
service portion of a building, and in the case of a large 
country estate even in a building other than the residence 


- pate bays © eC fe: _ 
a Pert 


eet 2 mony 


» 
> 








Ty : 

i tt (-—- 

P aig pew. )\\ 

1] hs an {)))) | 
io 


- 
wv 
x. Cm.  * - 
e 
39" omer l"Asbest ‘astece me pork sides 


Si vere 
Note Sragzer 2 (4 jf on Gara hon ti mare rhote on 
Piate 


yi see’ "Tes potted | allie 


rtrd Woe Bir rgetiy Oppos: 
SPEC tRCULA R PERFORATED 
Baeeie LATES 


6) 
Oi; 
WS 

ke 
p= 


2: 





| 
WW TLL ZA 


_—~ S Asbestos Fer 


= oe on, 
— <£- Eee a! 





/ As evstes : 


oo —— 
parental i Lm 9 7 . —— Clear out Dai 


Mua tH /er-— 




















SECTION TAREN FROM REAR OF BOKER 





Fig. 2—Further details of the method described in re- 

ducing the transmission and amplification of noise from 

oil burner equipment. This is an elevation of the rear 
of the boilers 


itself, such as a nearby garage, greenhouse or other 
service building. Where it is impossible to locate the 
boiler room so that living quarters are not immediately 
above it, the boiler room should be constructed of fire- 
proof walls, floor and ceiling not less than 8 in. in thick- 
ness and with the ceiling construction thoroughly sound- 
proofed by means of one of the several patented or 
special sound insulating treatments commonly used in 
building construction. Windows in the boiler room 
should be located so they are not directly under windows 
of living quarters, or adjacent to porches and terraces 


to be used by the occupants. The boiler room should eee 


further be located so that it is not used as a passageway 


between other connecting rooms in the cellar, so as to _ 


reduce the number of entrances and exit doors. It is 
preferable to have only one interior entrance to the 
boiler room and, if possible, one exterior entrance. All 
doors in the boiler room proper should be metal doors 
and trimmed so as to fit absolutely airtight and, in addi- 
tion, be of the self-closing type. Provision for air sup- 
ply should, of course, be considered. 

The location of the chimney flue should next be de- 
cided upon so as to locate the boiler chimney flue as 
an independent chimney passing through the service por- 
tions of the building. It is especially important not to 
have any fireplace flues in the same chimney breast with 
the boiler chimney flue. It is still considered good prac- 
tice to size the boiler chimney flue for cross sectional 
area and height on a basis of using coal fuel, which in 
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many instances will provide excess draft and air velocity 
for oil burning equipment, a question which will be dis- 
cussed in the following paragraphs. The boiler chimney 
flue should be constructed throughout its entire height of 
magnesia brick and should be circular in cross section. 
This magnesia brick should be enclosed in fire brick and 
an air space provided between the fire brick and common 
brick and plaster backing. This type of construction 
will tend to absorb velocity noises created in the vertical 
chimney and also prevent any high temperatures from 
reaching the rooms through which the chimney passes. 
Particular care should be taken not to recess any open- 
ings in the construction of the boiler chimney flue, such 
as will be required to recess medicine cabinets, pipe 
chases or other utilities. 

In new buildings it will be found that a careful study 
on the above lines of boiler room and chimney flue con- 
struction and location will be the means of preventing oil 
burner noises reaching the building occupants. This 
item of boiler room and chimney are fundamentally all 
important as they cannot be altered without excessive 
expense after the building is completed. No matter what 
location is selected for the boiler room and chimney, posi- 
tive and suitable means must be included to insulate and 
soundproof these spaces. 

Next in importance is the proper selection of the 
boiler to be used, as well as the proper method of erect- 
ing and insulating the boiler. Heating boilers for use 
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Fig. 32—A side-elevation sketch, which in addition to showing 
the fiue connection details, shows the method used in en- 
closing the burner itself 


with oil burners should be selected on a basis of as long a 
flue travel as possible for the hot gases at low velocities 
and to avoid unnecessarily large areas in the boiler flues. 
This is important to overcome velocity noises in the 
boiler flues and chimney flue, as well as to overcome 
possibility of excessive stack temperatures. It is im- 
portant that the entire exterior surface of the boiler be 
insulated so as to prevent any air leakage. In the case of 
cast iron boilers, all spaces between the boiler sections, 
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both on the inside and outside of the boiler, should be 
thoroughly cemented with high temperature cement be- 
fore the application of exterior boiler insulation. 

Any hollow spaces in boiler ash pit, firing, and flue 
doors should be completely filled with asbestos or high 
temperature cement. Any space between the rear of the 
oil burner combustion chamber and the rear of the boiler 
shall be completely filled level to the top of the com- 
bustion chamber with suitable refractory material. The 
smoke pipe connection between the boiler and chimney 
flue must receive special consideration and treatment. 
This smoke pipe connection should be constructed so as to 
serve as a muffler and also be provided with a device 
to provide constant draft tension in the boiler furnace. 
There are several means of 
providing a muffler feature 
in the boiler smoke pipe. 
After considerable experi- 
menting, the writer has 
found that the smoke pipe 
of increased diameter pro- 
vided with internal baffle 
plates, suitably sound- 
proofed, as shown in the 
accompanying diagrams, is 
very effective from the 
point of view of original ex- 
pense, ease of cleaning ac- 
cessibility and replacement. 

As will be noted from 
the accompanying diagram, 
the principle of the smoke 
pipe muffler is to increase 
the diameter to twice the 
normal size and insert in- 
terior baffle plates, so as to 
divert the direction of the 
gas travel and have all such 
baffle plates soundproofed 
with high temperature ma- 
terial to prevent any vibra- 
tion inside the smoke pipe. 
Access doors suitably lo- 
cated must also be installed sig. 4—Here in an oil 
to provide means of in- 
ternal cleaning and inspec- 
tion. In addition, the ex- 
terior surface of the entire 
length of the smoke pipe between boiler and chimney 
connections should be insulated to a thickness of not less 
than 1 in. with magnesia asbestos cement applied so as 
to provide an air space of at least 14 in. between the ex- 
terior of the smoke pipe and the inside of the insulating 
jacket. Before the plant is put into permanent service, 
careful tests must be made to determine the temperature 
and velocities of flue gas and if these are still found to 
be excessive, suitable internal deflecting plates must be 
provided in the boiler and at the boiler smoke outlet. This 
condition has rarely been encountered, but is likely to 
occur where very high chimneys are used and can only 
be solved by test and trial on each individual installa- 
tion. 

It is, furthermore, recommended that oil burner com- 
bustion chambers be built of jointless high temperature 
refractory materials and a special layer of high tempera- 





burner installation made by 


A. M, Toussaint, Inc., heating contractors, of Madison, Wis, 
Note, among other things, the buried piping and the fiex- 
ible connection, practices which the author of this article 

recommends zontal distance through 
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ture sound deadening material be used between the bot- 
tom of the combustion chamber and the boiler founda- 
tion. It is especially important where boiler founda- 
tions are above water proofing construction to provide a 
free flowing gravity air passage below the entire boiler 
foundation, so as to prevent any undue temperature dry- 
ing out the waterproof construction. Such air passages 
should be ample in area and constructed of high tempera- 
ture materials of soft surface exterior. Where sound- 
proofing construction is used on the boiler room ceiling, 
it should be suspended from the underside of the ceil- 
ing rather than made a part of the floor construction 
above the boiler room. 

Burners should be mounted on suitable pads so as to 
prevent any transmission of 
vibration to the masonry 
floor or surrounding con- 
struction. In addition, it 
may be desirable to provide 
cover boxes over the oil 
burner constructed of 
soundproofing felt material 
with adequate means of air 
admission. A type of box 
that has been used fre- 
quently 1s shown in the ac- 
companying illustration and 
it is a simple matter to vary 
the shape and size to suit 
the particular burner to be 
treated. 

The fuel oil lines between 
the storage tank and the 
oil burner, wherever possi- 
ble, should be buried in the 
permanent construction af- 
ter having been thoroughly 
tested prior to concealment. 
Klexible removable connec- 
tions should be used be- 
tween termination of pip- 
ing and final connections to 
oil burner. The capacity of 
the oil burner pump should 
be carefully checked against 
the vertical lift and hori- 


which it will have to pump 
oil from the storage tank and if this indicates that the 
pump will be operated at or near capacity, an auxiliary 
oil pump should be provided. Motor speeds and fan 
speeds on the oil burners should be kept as low as 
possible and well within their range of duty. The oil 
burner must be carefully tested and adjusted. 

The above described methods may be intelligently ap- 
plied to any new project and in great part to completed 
buildings where oil is to replace coal as fuel. They have 
been repeatedly tried out under the most exacting condi- 
tions by the writer and found to eliminate and forestall 
complaints from objectionable noises from the most par- 
ticular clientele. It is believed that if heating contractors 
who make oil burner installations would adopt practical 
means of reducing and eliminating noises generated by 
oil burning equipment, any remaining resistance to their 
use would be overcome. 
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Building Industry Leadership 


EETING in January, the executive 

committee of the National Confer- 
ence on Construction adopted a program of work. 
Four main objects are to be held in view. First, it is 
desired to review the outstanding common problems 
of business and other interests identified with public 
and private construction. Second, there will be se- 
lected a limited number of problems of the above type 
which will lend themselves step by step to constructive 
intergroup action. Third, the necessary factual studies 
of these problems will be made; and, Fourth, recom- 
mendations will be agreed upon to be forwarded to 
those co-operating. 

As is the case with so many other industries, the 
construction industry has taken its troubles to Wash- 
ington in the hope that something can be done to bring 
hack a measure of reasonable practice to the job of 
planning and constructing the nation’s needed buildings. 

rom some direction must come leadership for the 
building industry. To the experienced observer, it 
seems that there is need for something such as the 
baseball and moving picture industries have submitted 
to—leadership which is accepted by these industries, 
financed by them, and, it would seem, backed up by 
a sufficient number to make the decrees binding. 

No doubt, had these two industries not acted to 
keep leadership in their own hands, we should have 
eovernment officials sitting in on conferences on the 
extent to which a hold-out is a violation of the ethics 
of baseball, and whether or not a motion picture actor 
with a perfect set of features by putting them in 
jeopardy in the pugilistic ring, was causing the world 
to lose faith in that industry. 

Of course, these studies of problems in the building 
field will be of assistance—but there are a few homely 
truths which must be brought home to the field at 
large if it is ever to escape from the chaos, in which 
it has been wandering, into anything but government 
control and direction. Like most of the problems in 
human affairs, they could be settled by the application 
of a little common honesty of purpose. 

The first requirement is leadership—leadership that 
will state these homely truths which may be arrived at 
without extended conferences. We do not pretend to 
know just where that leadership is to come from. 
Perhaps one of the organizations now in existence in 
the building field will produce a man capable of fusing 
its various branches in a common purpose. Perhaps the 
sub-contractor movement towards organization is going 
to develop swiftly enough to furnish a shared con- 
trol of conditions with the general contractors, archi- 
tects and engineers. 


This much can be said—public confidence will not 
he restored until the public has been assured that some- 
thing is being attempted, at least, to clear up a situa- 
tion in which it—the public—has become accustomed 
to associating troubles of all kinds with the idea of 
erecting a building. 

The plumbing industry furnished leadership in set- 
ting the national remodeling movement under way— 
why should it not furnish the leadership in this larger 
necessity ? 


“Billiard Ideas 


OT long ago a member of the staff of 
Domestic ENGINEERING was talk- 
ing with a man in the building and loan field. Some 
mention was made of a merchandising practice followed 
by a number of contractors. The building and loan 
man made a note of the idea—‘It’s what I call a bil- 
liard idea,” he said. “I can’t use it exactly as you give 
it to me, but it suggests some things to me.” 
Whenever a man turns down an idea with the state- 
ment that it may be all right for someone else, or in 
some other city, but it can’t be applied to his business, 
he may be passing up one of these “billiard ideas.” 
If, as Lincoln said, “Man’s proper study is man,” they 
every alert business man ought to be interested in 
studying the methods by which other men in his own 
line of endeavor get results. To close the mind against 
ideas is to admit stagnation. Even an idea having noth- 
ing to do with plumbing and heating may turn into 
a perfect “billiard.” 


Visual Demonstration 


GREAT deal of interest has been 
shown in the regional management 
conferences. This is an idea that is spreading rapidly, 


and it is one which the plumbing and heating con- 
tractor should not overlook in his own selling efforts. 

What we see we believe—you know the old saw: 
“Seeing’s believing.’”” Window displays that show the 
differences between old and new plumbing styles, and 
old and new heating plants; photographs which show 
“before” and “after” views of remodeling jobs—this 
type of visual demonstration is in the class with the 
conferences. It enables people to see for themselves 
what it is the industry means by modernization. 

Drawing, therefore, on the examples brought to him 
in the regional management conference, the individual 
contractor can see the value of studying the actual con- 
ditions under which his products are used. By pre- 
senting them under similar conditions, he will find it 
easier to convince his customer. 

Demonstrate, whenever possible, the product you 
want to sell. 
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How To Sell Oil Burners — 


FF, NEUMANN, plumbing 
and heating engineer, ot 
gs Plainfield, N. J., is success 
tully merchandising oil burners. HH: 
has three outside salesmen continually 
digging up oil burner sales. These 
men work on a straight commission 
of ten per cent, and this commission 
is based upon the price ot the burner 
and the installation fee plus any ad- 
ditional equipment sold, such as gas 
water heaters, thermostats, 
new toilets, etc., giving them a com- 
plete line to work on. 
The 
amounts to $750, so each of Neu- 
mann’s outside salesmen has a good 


new pipe, 


average burner installation 


chance of making a minimum of $75 
weekly. This means selling but one 
oil burner a week, a minimum quota 
that this merchandiser has set for his 
men. He “A quota of one oil 
burner weekly is not difficult to reach 
say 


Says: 


if a man works consistently. I 
this 
ence. 
did some door-to-door work myself in 
order to find out at first hand what 
possibilities there were and just what 


from my own personal expert 


Before employing canvassers | 


These two firms of contractors have 


found in oil burner sales a source 


of profitable business 


an outside man was up against. I 
sold five oil burners the first week 
and that convinced me that door-to- 
door canvassing was a feasible pro- 
cedure. Then, too, my own work in 
the field enables me to coach my men 
and give them pointers on making 
sales at the doorstep. I give the men 
the best possible leads to sandwich 
in between their door-to-door work. 
These leads are names taken from my 
records dating back for 
(Of course, some of my 


business 
many years. 
old customers have passed away or 
moved but a good percentage ot them 
remain in the same old homesteads 
and often they are firing away with 
the same old heating equipment until 
start talking oil 


niy CanVasserTs 


burners. 





This basement is typical of many 
where a furnace and coal are work- 


ing against the home owner 


Follow Up Repair Calls 


“Every winter the master plumber 
gets many repair orders and these 
names should be followed up for oil 
burners and other heating replace- 
ment sales as soon as the cold weather 
passes. Results will surprise him. 
We circularize names taken from cus- 
tomers records, tax lists, city direc- 
tory and other sources every month, 
using manufacturers’ literature per- 
taining to oil burners and _ other 
plumbing and heating equipment, and 
sometimes we get a dozen calls weekly 
about circulars. The outside 
salesmen follow up these calls and 
close the majority of such sales with- 
out much trouble. The men like to 
get these ‘bites’ and an _ occasional 
casy one puts pep in their selling 
activities. The master plumber who 
wants to build up a strong outside 
sales force must co-operate with his 
men in every way. You can not send 


these 








Two Studies in Effective Merchandising 


Both residential installations and indus- 


trial and commercial installations offer 


opportunities 


out a man with a few circulars and 
tell him to make his fortune. Often 
I go out with a man and practically 
close the sale, yet he gets the full 
commission on the transaction. At 
other times I call up a selected list of 
names and when I get a good nibble, 
I sent out a canvasser on the ‘hot’ 
lead. When employing a new man I 
find that it is best to send out a 
veteran canvasser with him or go out 
with him myself for a few days. 
Statistics show that the turnover of 
canvassers is greatest the first week, 
particularly with men who have had 
no outside selling experience. Keep 
up their courage the first week and 
they will usually stick and close sales. 
If a canvasser does not produce in a 
month, I usually let him go, because 
he is ‘killing’ the territory for a good 
man. You cannot profitably follow 
up his calls with another canvasser 
for some time because the home- 
owners interviewed by the incompe- 


tent salesman have more than likely 
been un-sold on your proposition 
through inefficient sales presentation.” 

Mr. Neumann further explained 
that his men are ready to sell any 
kind of plumbing and heating equip- 
ment from bathroom ‘jewelry’ to ther- 
mostats, but that he features oil 
burners because there is a big demand 
for them in his territory. 
“The big talking points that pull oil 
burner sales for us are convenience, 


He says, 


economy of operation and cleanliness 
and clean heat just now has the 
strongest appeal because the mod- 
ernized cellar is in vogue and gaining 
new adherents every day.” 

Many of Neumann’s oil burners 
are doing duty in beautified basements 





It was not an expensive job. The coal 

bin is eliminated and with it went the 

furnace in exchange for cleanliness 
and comfort 
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around Plainfield. Photographs of 
some of the modernized cellars 1n this 
territory) are shown in the accompany- 
ing photographs. All of these base- 
ments are equipped with oil burners 
and the desire to possess a modern- 
ized cellar was the main factor 1n 
selling the oil burners. 


Sell the Beautiful Basement 


According to Mr. Neumann, the 


heating engineer who sells oil burners 


without stressing the cellar beautiful 
is working at a bigger disadvantage 
than a one armed wrestler with an 
octopus. This contractor-dealer and 
his salesmen talk cellar modernization 
continually and for a good reason. 
“We know we have a good oil 
burner,” explained this master, “and 
anything we can say about the me- 
chanical make-up of this unit will not 
make it any better. Furthermore, the 
average home owner is not interested 
in a lecture on oil burner construc- 
tion. He wants to know if it is guar- 
anteed to work consistently and if it 
is as cheap as coal. We can guarantee 
him both of these things and we stand 
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back of our guarantee. ‘This satis 
fies the average prospect along these 
lines and if he is still 
give him the names of satisfied users 
in the territory and tell him to call 
them up immediately at our expense. 


dubious, we 


This removes all doubt. 

“Last year we had but two service 
calls on oil burners, 
that we 


which shows 


you can guarantee efficient 
operation without worrying about it. 
In so far as economy of operation 
not paint too 
beautiful a picture. We know that 
our burner will produce as much heat 
for money than but we 
usually tell a prospect that it will cost 
no more to operate our burner than it 
will cost him to run stoking 
equipment. We figure that the aver- 
age homeowner considers the release 
from coal heaving and ash carting 
to be sufficient return on his invest- 


is concerned, we do 


less coal. 


coal 


ment and in most cases he does. I[f 
an oil burner will vive a clean. 
labor-less heat for the price of coal 


is usually anxious to buy. 


even, 


heat, he 
Get away from making exaggerated 
claims for oil burner operation costs. 
They vary according to the structure 
of homes, to the heating demands of 
the home-owners and for many other 
reasons, so play safe and figure high 
when you estimate operating expenses 
for the purchaser. The gas companies 
do this when estimating on the up- 
keep of gas boilers and the plumbing 
and heating contractors should fol- 
low this wise policy. That is one of 
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Cleanliness makes possible a play 

room of generous proportions, which 

was not taken from the living quar- 
ters 





the reasons why we few com 


plaints on our burners. 


get 


The Strong Talking Points 


“We find that economy of opera- 
tron and mechanical construction are 
less effective talking points than con- 
venience and cleanliness because the 
home-owner in these days of auto- 
mobiles and airplanes thinks in terms 
of labor-saving devices and he there- 
fore is amenable to automatic heating 
propaganda and from the standpoint 
of cleanliness he knows that he must 
burn oil or gas to make use of cellar 
modernization. If he can not see the 
advantages of beautifying the base- 
ment, you can usually depend upon 
the support of the lady of the house. 
In the final analvsis, that 1s why we 
talk cellar modernization so much, It 
has a tremendous selling appeal for 
the the 
wife wants for her home she usually 
gets. When you talk oi burners, 
feature basement appeal and its many 


housewife and what house- 


advantages. You will usually close 
the sale.” 

\ndrew Anderson, master plumber, 
Bloomfield, N. J., ts mer- 
chandisinge member of the craft who 
is boosting cellar modernization in 
order to sell oil burners and he has 


another 
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even gone so far as to modernize his 
own cellar into two rooms, a game 
room and a living room. One of the 
accompanying photos shows Ander- 
son’s game room in the cellar. When- 
ever he uncovers an oil burner pros- 
pect this plumber brings him right 
into his own home and shows him 
what a wonderful basement layout 
can be had with automatic heat. So 
far he has sold every prospect that he 
has been able to coax into his cellar, 
and in one case the oil burner pur- 
chaser spent more than $4,000 on his 
cellar after Anderson showed 
him his beautified basement. Other 
nlumbers should do likewise. Show 
the public that you have sufficient 
faith in your plumbing and heating 
equipment to use it yourself and they 
will be more likely to buy. Too many 
plumbing and _ heating contractors 
have the worst ‘plumbed’ and heated 
homes in town, 1n fact, this may be 
said for many tradesmen. Very often 
the tailor is the worst dressed man in 
town and the shoemaker’s youngsters 
oO barefooted. However, this is not 
a wise policy to follow. 

Mr. Neumann’s canvassers are in- 
structed to solicit business down on 
the farm because the people living in 
rural districts are coming more and 
more to demand automatic heat if it 
is possible for them to get it. He ad- 
vises all plumbers living near lakes, 
sea shores or other wide open spaces 
to thoroughly canvass the homes in 
these territories because the folks liv- 
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ing in such unprotected sections have 
difficulty keeping warm when winter 
comes and they are susceptible to the 
suggestion to buy oil heat that is clean, 
even, quick and intense. House- 
holders in the wide open spaces are 
not the only prospects for oil burners. 
Industrial and commercial establish- 
ments in the country as well as in the 
more congested centers are good oil 
burner prospects. 


Selling Oil Burning to Business 


One of these photographs shows 
the Denville Shack, a bus terminal 
and eating place in the wilds of New 
Jersey. The Denville Shack 1s 
heated with an oil burner and is one 
of the warmest waiting rooms in 
northern New Jersey despite the tact 
that it is located in a sparsely pop- 
ulated territory where the wind howls 
plenty. In some industrial plants an 
even heat is absolutely necessary and 
an oil burner will pay for itself many 
times over. Take for example, the 
large steel heating boiler with oil 
burner hook-up shown in one of these 
pictures. This operates in the Key- 
stone Falcon Press, Inc., Fast 
Rutherford, N. J., and before its in- 
stallation the management always had 
trouble with the ink congealing on 
the press rolls, which resulted in 
costly delays. Today, with the even 
heat and constant temperature of 


seventy-five degrees that this burner 
is capable of maintaining, the print- 
ing ink runs evenly all the time. 
The management figures that it 1s 
making money on this installation. 
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There are numerous hot houses 1n 
northern New Jersey using oil heat 
and everyone knows how important 
an even heat is to a florist. The Muir 
Rug Cleaning plant, [ast Orange, 
N. ]., uses an oil burner and it costs 
less than $1,000°a year to run it. This 
concern, one of the largest rug clean 
ing establishments, turns out over 
50,000 shampooed rugs yearly, which 
must be dried in a drying room where 
the temperature is constant and be 
tween one hundred and ten and one 
hundred and twenty-five degrees. A 
temperature that is too low will not 
dry the rug properly and a tempera- 
ture that 1s too high will burn the nap 
on arug. Automatic oil heat is ideal 
tor such industrial enterprises and 
the master plumber should canvass 
the rug cleaning plants, laundries, 
garages, florists, printing plants and 
factories in his territory. They are 
good oil burner prospects. Lumber 
drying kilns also depend upon oil 
burners to dry out the lumber but in 
these cases the hook-ups are made 
with warm air furnaces because warm 
air, unlike steam and hot water heat, 
contains no moisture and an 
lutely dry heat is preferable in this 
Case, It can absorb al maximum qjudati- 


abso 


tity of moisture from the unseasoned 
lumber. 
John Heyrich, Montclair. N. |... 1s 


another heating engineer who 1s sell- 





This is the basement of a heating con. 
tractor’s home-——and it is Exhibit A 
in his selling of oil burners 
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ing oil burners to air users, 
thereby making money in a field that 
was never very good in his partic- 
ular territory, because these warm air 
users in the old fashioned homes in 
this section seem to prefer this type 
of house heating equipment, and are 
not easily sold on hot water and steam 
replacements. ‘The clean heat angle 
has the strongest selling appeal with 
warm air users,” explained Mr. Hey- 
rich, furnaces 
create more .dirt than other types of 
heating plants. When talking clean 
heat the up 
the modernized and 
many warm air heated homes in this 
and 


Wa?&rlh 


“because warm air 


contractor cannot Pass 


cellar appeal 


section have ping pong tables 


the 
cause of the many large pipes used on 
warm air heating jobs, it is not pos- 


other diversions in cellar. Je- 


sible to modernize the cellar as con- 
veniently as with steam or hot water 
boilers, nevertheless, automatic heat 
offers more opportunity to utilize cel- 
lar space advantageously than coal 
equipment. In connection 
with resetting the furnace, which we 


stoking 


air oil 
burner hook-ups, we sometimes sug- 
vest a more compact pipe layout so 


strongly advise on all warm 


that the customer can have plenty of 
room to modernize the basement. 
()ften he is willing to pay extra for 
this find that the 
home owner wants his heating plant 
to be as small and inconspicuous as 
possible and out of the way in one 


work. I! average 


corner. lhe heating engineer should 
follow this plan when he installs a 


house heater, because this leaves max- 
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imum space for cellar modernization, 
and greater convenience.” 


Basement Modernization Adds 
Value 


Although there are modernized cel- 
lars in the East which cost the owners 
$10,000 or better, heating engineers 
like Neumann, Heyrich and Ander- 
son, who are selling oil burners with 
the modernized cellar appeal predomi- 
nating, say that the plumbing and 
heating contractor should not stress 
these high priced liveable basements 
when talking to the average prospect 
because he is likely to think that un- 
less he goes in over his head on base- 
ment beautification, he will not get 
his money’s worth. This, in point 
of actual fact, is erroneous. Cellar 
modernization can be done in an in- 
expensive manner and yet be of great 
value to the homeowner from the 
standpoint of cleanliness, convenience 
and property appreciation. 
these photographs shows a modest 
children’s playroom in the basement 
of an oil heated home, and this cellar 
has not been deco- 


ine oft 


rated in any way, 
yet it servesa 
very practical pur- 
pose at no expen- 
diture for mod- 
ernization work. 
Automatic heat 


DOMESTIC ENGINEERING 


automatically produces a modernized 
cellar with all the benefits inherent in 
it, and the customer need not spend 
thousands or even hundreds for deco- 
rative effects to profit on an oil burner 
or gas boiler installation. Practically 
every plumbing and heating contrac- 
tor in New Jersey and New York who 
is using the modernized cellar appeal 
soft pedals on all talk about the thou- 
sands of dollars spent in decorating 
liveable cellars unless they know that 
the prospects are wealthy enough to 
stand the financial gaff. A home 
owner in moderate circumstances who 
cannot do more than paint the cellar 
walls and ceiling will succumb to the 
liveable basement appeal just as 
quickly as a millionaire, because both 
of these home owners can_ benefit 
financially and otherwise through the 
elimination of the coal bin. 





This installation 1s in a printing plant 

where even controlled heat has a 

money value in cutting down produc- 
tion costs and delays 
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From the experience of most 
plumbers in the East it appears that 
the three main requisites for the suc- 
cessful selling of oil burners are: 
First, a standard burner that requires 
little servicing. Second, the cellar 
modernization appeal. Third, outside 
canvassers to sell the foregoing com- 
bination to home owners, industrial 
plants, commercial enterprises and 
municipalities in the city, country, in 
congested areas and in the wide open 
spaces. Some plumbing and heating 
contractors do some of these three 
things and make some money, but A. 
F. Neumann does all of these three 
things and realizes very substantial 
oil burner profits. Though 1930 was 
an off-year, Mr. Neumann’s sales 
show a marked increase over the 1929 
total volume. 

Oil burners are not the only sales 
recorded in his books. He makes 
many sales of other profitable plumb- 
ing and heating lines, such as ther- 
mostats, gas water heaters, new to1- 
lets, new bathtubs, laundry tubs, 
steam boilers, etc. Some of these 

sales are made in 
connection with 
oil burner installa- 
tions, others come 
as a result of di- 
rect-mail advertis- 
ing and other mer- 
chandising. 








Industrial Oil Burner 


nstallations Are 


rofitable 


WO things stand out of 

the present business sit- 

uation, as it affects our 
industry, with growing clear- 
ness: First, that merchan- 
dising (particularly of spe- 
cialties) will pay dividends ; 
and, second, that the benefits 
of merchandising are not 
confined to the smaller con- 
tractor. Merchandising, sell- 
ing—call it by any name whatever— 
is necessary from the biggest to the 
smallest, and is profitable. 

Oil burner sales to buildings of the 
larger type have formed a large and 
profitable volume of business for the 
Belden-Porter Co., of Minneapolis, 
Minn. Their preference is for the 
sale that may be madé to the indus- 
trial or commercial building, rather 
than to the individual residence—or 
even to the apartment house. They 
have put oil burners in airplane hang- 
ars, the athletic club building, a li- 
brary, schools, a creamery, various 
factories, a church, the Dunwoody 
Institute—the latter of which has 
paid for itself each year since the 
installation. 


Business Installations Preferred 


The preference for this type of 
sale is indicated by R. S. Porter, who 
is in charge of the oil burner division 
of the business, when he says: “It 
is harder to get $500 from a private 
individual than $2,000 or $2,500 from 
a business house.” 

In addition to this fact——-which 
means that a salesman’s time is more 
profitably employed, since his units 
of sale are larger—Mr. Porter indi- 
cates that these sales involve no finan- 
cial problems. It 1s mostly “cash” 
business. This has made for a 
quicker turnover of the capital in- 
vested in the oil burner division of 
the business. No job has ever been 
handled through a financial agency. 
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The first and the greatest sales ob- 
stacle the Belden-Porter salesmen 
have had to overcome is that of low 
coal prices. But they have ample 
proof that even against low coal prices 
their kind of an oil burner installa- 
tion spells economy for the factorv 
or business building it serves. 

The general arguments for meet 
ing low coal costs have been: First, 
greater cleanliness; second, a more 
uniform run of fuel as to quality than 
the coal dealer can offer ; third, better 
heating service from the oil burner 
in spring and fall because the plant 
can be fired to the exact extent re 
quired and then shut off; fourth, 
economy, because the burner will do 
away with the necessity for one man, 
at least; fifth, much safer than coal 
and can not burn out the boiler. 

Of course, something more than 
general arguments are used to indi 
cate these facts to prospective pur 
chasers of oil burners. [ach sales 
man carries a loose-leaf binder in 
which are pictures of actual installa 
tions and photographs of letters of 
recommendation. Wherever possible, 
comparative figures are secured to 
indicate the performance of th 
burner handled by the Belden-Porter 
Co. No mention of other burners is 
made. The burner they install is sold 
on its own merits, and on the strength 
of the really splendid testimonial let- 
ters the firm has received from its cli- 
ents. 

One of them, for example, from 
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An ow burning installation warms 
this big, modern movie, where a fa- 


mous radio artist appears in person 





one of the largest creameries in the 
country, says: 

Gentlemen: 

[ want to give you a few fig- 
ures comparing the cost of Op- 
erating our plant by burning oil 
with your burner equipment as 
compared with another make of 
burner and also burning coal: 
first oil burner—cost of oil 

per unit production .. $1.87 
Cost of coal—per unit pro- 

duction .............. 1.31 
Your burner—per unit pro 

duction oeewene ee eees 85 

In addytion to the saving in 
fuel we are saving the salary of 
two firemen, as we are operating 
our plant with only one man each 
shift since beginning burning oil. 
We also keep a steady steam 
pressure throughout the entire 
run. We do not have the dirt. 
and can keep our plant neater 
and cleaner, so we can say that 
we are exceptionally well pleased 
with your oil burner. 

()\ther letters in the binders show 
equally interesting facts, and carry 
similarly strong commendations for 
the burner and the manner in which 
the installation and the entire rela- 
tionship has been handled 

(One of the most interesting of the 
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W hen 


organization 1S 


facts brought out was this: 
the Belden-Porter 
called in on a job where there is an- 
other burner that is giving trouble, 
they call the man who installed it, and 
they do all they can to make sure that 
everything possible has been seen to 
to make that burner efficient. “We 
try to keep the old burner there,” 
said Mr. Porter. 
Sound Selling Practiced 

Back of that practice, and back of 
the entire sales policy of the company, 
there is a very sound and conserva- 
Mr. Porter 
feels that automobiles have been over- 
sold, and that the same has been true 
in the oil burner business. ‘This, of 
the 
resistance encountered in oil burner 
sales, and by promising nothing that 
the burner can not deliver, the Bel- 
den-Porter not find 
themselves in the position of having 


to make good on 


tive sales phil Si yphy. 


course, explains much of sales 


salesmen do 
impossible state 
ments. 

or the same reason, it is not the 
practice of the company to have tts 
indef- 
nitely in the effort to sell any one 
job. After the third call, according 
to the instructions the 
given, they are instructed to drap that 
prospect and to go atter “hot” leads, 
following, for example, other leads 


salesmen continue their calls 


salesmen are 


developed by contacts in the plumbing 
and heating side of the business. 
‘This, Mr. Porter feels, ts following 
the line of least sales resistance, and 
the prospect who has been laid aside 
temporarily can be picked up later 
and another effort made to sell him. 


The salesmen work on a straight 


commission ot ten per cent, with 
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drawing account. If an order 1s can- 
celled, no commission is paid on the 
very reasonable ground that the order 
has not really been sold. ‘There are 
practically no cancellations, because 
The com- 
mission to the salesman is paid on the 
tank, installation and 


orders are properly sold. 
gross. sale 
burner. 
The salesmen are required to see 
the owner while the job is going in, 
and afterward, to be sure that every- 
thing is entirely satisfactory. Nat- 
urally, from these contacts come the 
letters of commendation and further 
The installation itself 1s 
while it is going in, and 
atterward, to be sure that it is prop- 
erly adjusted and is doing its job. 


leads. 
checked 


This eliminates spots of sales resist- 
ance which a less strict policy might 
permit to develop. 


How the Salesmen Work 


As soon as a call is made, the sales- 
man endeavors to learn everything 
about the job—what the 
must how the heat or 
power developed is used, etc., and at 
that time an estimate is made up. 
Thus, if the prospect has to be 
dropped after the third call, under the 
sales rules, it is possible to file away 
all of the data and when that par- 
ticular prospect 1s again picked up 


pe ssible 


burner do, 


it is possible to go to work with full 
information at hand. 
[If a salesman calls on a prospect 





When they meet up with an engineer- 

ing problem, Belden-Porter study 1t. 

They built these extensions so that 

the burners would develop the great- 
est possible efficiency 
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ind the sale later is made through an- 
other department, the salesman gets 
his commission. The men know just 
how the total figures for a job are 
arrived at, so that they are properly 
informed. 

Back of the selling organization is 
the mechanical organization, and this 
in turn operates on the same sound 
principles. For example, older burn- 
ers are not permitted to get out of 
date if a new wrinkle has been added 
that will make them more efficient. 
The shop is so efficiently arranged 
that, if trouble does develop with a 
burner, it can be taken off the job, 
brought into the shop, and repaired 
in two hours, and immediately in- 
stalled again. Thus the time involved 
in installing a temporary burner and 
then taking it out 1s saved—and the 
customer better pleased. 

very job is studied carefully and 
engineered accurately. ‘‘Ouil is an ex- 
pensive fuel,” says Mr. Porter, “but 
if the plant is laid out properly to 
take out all the heat, operating cost 
will be below that of coal. Because 
we can control temperature—the con- 
trol with an oil burner is exercised 
on the burner itself. When it is off, 
the heat is off.” 

Care such as this in planning an 
installation explains the letters of 
commendation, and the figures show- 
ing savings in the many buildings in 
which the Belden-Porter Co. has 
placed burners. For example, an in- 
stallation had been made with Scotch 
marine boilers in creamery. The 
original installation cut down the heat 
absorbing surface. Belden- Porter 
built extensions on the fronts of the 
boilers. The result has been a saving 
of $10,000 over coal costs. 








Collections 


We do not believe that the 


industry has ever had as much 


usable information on collect- 


ions before as will be included 


in this series. 


Methods and 


successtul letters developed by 


contractors will be given. |his 


first article contains helpful in- 


formation on 


Bad debt losses in the plumbing and heating retail field; a 
method for figuring collection percentages; and 
an idea for helping make collections 


ROM time to time in the past Domestic EN- 

GINEERING has published material on collections— 

particularly collection letters used by contractors. 
The present series of articles was undertaken with the 
feeling that the time is ripe for every contractor to make 
a careful study of his collection methods in order that, 
in the upswing ahead, he may avoid discounting his 
profits by reason of bad debts. 

As usual, Domestic ENGINEERING has gone into the 
field for its material. The facts presented in this article 
form the groundwork for the articles to follow, in which 
contractor methods of making collections are described 
in detail, with forms, letters, etc. 

In order to indicate clearly the importance of collec- 
tions, we reproduce a table showing collection losses, as 
published by the government as part of its “Retail Credit 
Survey.” 

Concerning credit losses in the plumbing and heating 
field, the survey has this to say: 

“The average loss from bad debts on open credit sales 
of 213 plumbing and heating dealers was 0.9 per cent ; 
the average loss on installment credit sales was 0.8 per 
cent. 

“Open credit losses varied inversely with the size of 
establishments; that is, the larger the establisments the 
smaller the loss percentages. The range was from an 


average of 1.6 per cent for the smallest stores to 0.6 
for the largest stores. 

“The data show great differences among individual 
establishments in regard to their bad-debt losses. There 
were 62 dealers with losses on open credit sales less than 
0.2 per cent. At the other extreme were 16 dealers with 
losses on open credit sales of 5 per cent or more. The 
latter dealers thus had open credit losses at least twenty- 
five times as great as the former. There were 39 dealers 
with losses on installment credit sales less than 0.2 per 
cent and 4 with losses of 5 per cent or more.” 

Obviously, anything that can be done to cut down 
credit losses means greater profits, particularly on the 
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»PE ‘REDIT INSTALLMENT 
OPEN CREDI'I CREDIT 
Ratio | Ratio Ratio | Ratio 
Classification Bad Bad Bad Bad 
Dealers; Debts | Debts |Dealers! Debts | Debts 
to to to to 
Credit | Total Credit | Total 
Sales Sales Sales Sales 
Per Per Per Per 
Sales Volume Cent | Cent Cent | Cent 
Leas than $25,000..... 66 1.6 1.4 20 0.3 0.1 
$25,000 to $49,999. . 52 1.3 10% 411 5 a 
$50,000 to $99,999... 51 9 8 19 1.4 4 
$100,000 to $249,999 _. 37 9 8 10 .6 -n 
$250,000 and over 7 .6 5 I 04 .002 
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great sums involved. In one year, the government re- 
ports that sales for 731 plumbing and heating dealers 
were divided as follows: 4 per cent for cash, 70.7 per 
cent on open credit and 25.3 per cent on installment 
credit. Since the greater portion of the business is on 
open credit, that volume should be protected by sound 
credit and collection policies. 

The material presented in the foregoing paragraph, 
having to do with calculating collection percentages, was 
worked out by a prominent accounting authority, and will 
be of particular value to association groups interested in 
making a study of collection methods, and 
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Average accounts receiv- Months Average 
able during fiscal period y infiscal = credit 
Sales for fiscal period period period 


Perhaps an illustration will be more easily under- 
stood. Taking $32,500 as the average accounts receiv- 
able, and the sales for the fiscal period as $20,000, we 


32,500 
xX 1—1.62 mos., the average credit period. 





have: 
20,000 
This would indicate that the average credit period of 








of the average credit period in their com- R : ap ee eee sane 
at : ccounts receivable beginning of month...................0000. ,000. 
ED SRE Se Ne, Sales charged to accounts receivable during current month..... $20 ,000.00 
hd. .o¢scedudundsaetdepithetnbeaoaaeiaeensehendukes’etweneee $50,000.00 
Calculating Collection Per- Deduct: Accounts collected during current month............... 15,000.00 
Accounts receivable outstanding close of current month........ $35,000.00 
centages MpOTRe COTRERS GONG BOP GORD so occscccccvcvecvccevccccccecene 26 
GOOD method for computing the Monthly average accounts receivable (30,000 + SS $2,500.00 
percentage of collections is on the Daily average charged sales (20,000)....................00000. 769.23 
basis of turnover. The most effective — 
way to compute the turnover of accounts Number of days average daily sales remain outstanding and 
receivable is to divide the average daily i I a iin dds od bbe édkedeedeneudetscaws 42.25 
sales into the average amount of the out- 769.23 

















standing accounts receivable during the 
fiscal period. For illustrations see the table herewith. 

From the table it is readily seen it would require 
42.25 days to sell as much merchandise as would equal 
that consumed in uncollected accounts receivable. 

As a means of judging the efficiency of the credit de- 
partment the credit period is compared with the nominal 
credit period by use of the following formula. It mat- 
ters not whether the terms are 30, 60 or 90 days. 


accounts receivable outstanding is 1.62 months, although 
the credit terms are 30 days. 


Another Method 


Another method of computing the percentages of col- 
lections is on the basis of outstanding accounts at the 
close of the period immediately preceding that under 


review. This is obtained by the following formula: 
(Continued on Page 155) 





FIVE POINTS PLUMBING CO. 


JOHN W. WARDEN, PROPRIETOR 


EVERYTHING IN PLUMBING 


EL PASO, TEXAS 


J. A. Blank 


DOLLARS 





BANK 





204 Main St. 


192 __No. 











He Keeps Collections 


Healthy 


John W. Warden, of the Five where the charge against the cus- 


Points Plumbing Co., El Paso, Tex., tomer is shown. 























has worked out a plan which has 
helped collections greatly. It is said 
that the sale is not completed until 
the money has been received and with 
this in mind, Mr. Warden worked 
out the combination statement and 
check shown above. The space in 
which this copy appears is the place 


Mr. Warden says: “This type of 
statement has brought a number of 
accounts in, as many times a house- 
wife might not have a check at hand 
and will lay the statement aside and 
not give it any consideration until she 
receives another one. But with the 
check there she will readily fill it out. 








Write the name of your Bank on line below, tear off on this line, sign and send this to 
Five Points Plumbing Co. 


TO 


EL PASO, TEXAS 


Pay to the order of FIVE POINTS PLUMBING COMPANY 6... 











How Bathroom 


Fixtures are Connected 


Correct and Incorrect 
Practices Discussed 


By R. M. Starbuck 


connections shows an endless variety of them. 

Every community seems to have its own pet 
method of connections. Another fact that we have ob- 
served is that often a certain section will run strongly 
to one certain layout for the three bathroom fixtures. 
For instance, we know a city in Mas- 
sachusetts where street after street 
is lined with three-deckers, that is, 


A CLOSE STUDY of the subject of bathroom 





three-flat apartment houses. In the ie 


tenement sections of the city these are 
of the plainest design, while in better 
sections they are made very attractive 





out for each separate bathroom layout. 

We mention the foregoing short-cut method of esti- 
mating cost as an entirely practical method, well worth 
looking into. 

Getting back to the real subject of this article, we 
call your attention to Fig. 1. 

It would not be surprising if some 
of our younger readers had to put a bit 
of study into this illustration to appre- 
ciate just what it is intended to por- 
tray. The older readers, however, will 
recognize it as showing the plumbing 
of a bathroom of forty or fifty years 




















in appearance. 
last three-decker has exactly the same T 
bathroom layout, or at least a very 





great majority have. The soil stack Fig. 2 


rises in a corner of the room, with the 
three fixtures arranged in order along 
the long side of the room—ihe water 


In this particular city it is the easiest 
thing in the world to give an estimate 


Nevertheless, every , on ago. 


It is a far cry from the work of that 
period to the marvelous bathroom crea- 
tions of today. We wonder whether 
the next forty or fifty years have the 
same amount of improvement in store. 
It hardly seems possible, but we pre- 
sume, nevertheless, that plumbing 1s 
not going to stand still, and that we 











l shall continue to see great improve- 
ments continuing to be offered. 
— In some of the old houses in many 








on the plumbing for one of these three- 
deckers. Everything can be estimated 
on the spot except the horizontal pip- 


closet next to the stack, then the lava- 
tory and the bath-tub last in order. ‘ ‘ 











of the older sections of the country, 
work of the general character of Fig. | 




















ing in the basement. — may still be found occasionally. 

We might state that this situation is In those days everything was 
being turned to account in several dif- sheathed in, as in Fig. 1, or enclosed 
ferent systems of estimating. For in- - with panelling. On high grade work 
stance, in the city we have mentioned very fine cabinet work was used. Black 
this particular type of dwelling if be- | walnut was considered the ultimate in 
ing built by a speculator, will invariably i those days. Jobbers of plumbing mate- 
use the same general types of fixtures, rials at that time carried hardwood 
and therefore, once having estimated Fig. 4 fronts for enclosing the various fix- 


the cost of the complete bathroom 
stack, that cost item can instantly be put accurately into. 
the estimate provided all corrections in the list of mate- 
rial have been made for recent possible price changes. 
In like manner the kitchen stack may go into the 
estimate as a single item of cost. It will also be found 
that the range boilers and supply piping will vary but 
little. This leaves only the basement horizontal lines 
to be figured in any detail. 
In many communities there might be two or three 
different bathroom layouts in general use, and a dif- 
ferent formal cost estimate would naturally be worked 
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tures, these front being made in a 
variety of attractive styles. 

With our present understanding of sanitary require- 
ments, we can hardly conceive of a less desirable thing 
than the woodwork surrounding old-fashioned plumbing 
fixtures, and the worst offender was the kitchen sink. 
No more favorable lodging place for filth or breeding 
ground for water bugs could possibly be provided than 
this woodwork offered. Moreover, the foul air that 
was bound to be confined inside the wooden enclosures 
did not improve the atmosphere of the old-time bath- 


room. 
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The advent of open plumbing was certainly a great 
blessing. Today the term open plumbing is seldom 
heard, but years ago it had great significance—it marked 
the getting away from poor plumbing to better plumb- 
ing, and since that time :t has kept growing better. 
Reference to Fig. 1 will show that we have gone 
not only a long dis- 
tance away from 
sheathed fixtures and 
marble tops and 
y+ backs, but that the 
concealed work, the 


TY work under the floor, 
_ has been vastly im- 

bpp proved. 
. At that time vent- 
ing was not thought 


Fig. 5 of; stacks ended at 
the top fixture, with- 

















out being carried through the roof, and the trap for the- 


water closet was under the floor and not in the bowl it- 
self. This water closet trap, by the way, was the only 
trap in the bathroom. 

From what we have said then, it will be seen that at 
its best, the bathroom of this period, excellent as it 
may then have been considered, had many features that 
would not be tolerated in the cheapest of bathrooms 
today. 

Coming down to present- 
day bathroom installations, 
Fig. 2 is the simplest correct 
installation we know of. 
This layout is excellent for 
a bungalow or for a top floor 
or for any other floor, pro- 
vided fixtures do not enter 
the stack on any floor above. 
Here each fixture is stack- 
vented. And there is no 
more effective form of vent- 
ing than stack-venting. In 
bungalow work and in other 
dwellings, it is often possible 
to group the plumbing so no 
that the kitchen sink can be 
included in this stack-venting 
program, as shown in Fig. 3. 
When such combinations can 
be made, the cost of the in- 
stallation is reduced to a 
minimum. Fig. 6 

Under some _ plumbing 





























codes, but not under all, a still further simplification can 


be effected by using a combination fixture, and stack- 
venting it below the lavatory. We cannot see why this 
is not a satisfactory thing to do. It must be remem- 
bered that these fixtures are being connected into large 
size pipe, often 4-in. and never less than 3-in., which 
makes it entirely safe. This additional connection is 
shown in Fig. 4. When this is done, every fixture in a 


bungalow or in a top-floor apartment may thus be most 
efficiently cared for, at the least possible cost ot 


installation. 
We should call attention to the fact that with the ex- 
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case it is the soil stack. be 


ing. 
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ception of Fig. 1, every layout that we show in the 
two articles we are devoting to this subject, is to be 
found in various pilot drawings in the list of cities now 
using this method of providing plumbing code informa- 
tion. We make this statement to show that the lay- 
outs are not conceived especially for the purpose of 
these articles, but in 
each instance is in 
) actual use as author- 
ized practice in some 
one or more cities of 
the country. 

The next simplest 
layout is the one 
fr shown in Fig. 5. 

Whereas Fig. 4 
Fig. 7 shows connections 

that can be used only 
in the case of a top-floor bathroom, Fig. 5 shows con- 
nections for use only for a bottom-floor bathroom. 


Here, as in Fig. 4, all three fixtures when grouped 
closely about the stack, may be stack-vented, although 
on a somewhat different basis, for in Fig. 5 the stack 
that is employed is the vent 
stack, whereas in the other 





























It should be pointed out = 
that not all plumbing codes r > 
will allow both lavatory and | | 
bathtub to wet-vent the water YY a 
closet as they do in Fig. 5. > es ae 

In two-floor work, where 
there are two bathrooms en- 
tering the same stack, both 
sets of fixtures closely 
grouped, with no fixtures 
above the upper bathroom or 
below the lower one, the lay- ‘ 
outs shown in Figs. 4 and 5 = 
may be combined, in the 
manner shown in Fig. 6. 

Here every fixture of the 
six is most efficiently vented, 
and yet not one of the fix- 
tures has an individual vent, 
each fixture being = stack- 
vented. 

Fig. 7 shows a method of 
venting the fixtures of a 
bathroom on any floor be- = 
tween the top and bottom t iliaiiiie 
floor bathrooms, using the t | 


same general method of vent- _ YY 

































































Fig. 8 shows an elevation 
for three bathrooms on three Fig. s 





different floors. Here the top 

and bottom bathrooms may have layouts as in Figs. 4 
and 5, and the intermediate floor fixtures be provided 
with vents in the usual manner or according to Fig. 7. 
The water closet vent in this case is the only individual 
vent used, the other two fixtures being connected into 
this vent. As already intimated, this double wet vent, 
if it may be so called, is somewhat open to debate. Con- 
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F Master Plumbers 


us ing 


/ 4’ Copper Plumbing-- 


Prefer compression fittings 


"Ee HAYS Double-Seal Connection is the reason: 






| 





Difficult installations are made easier. Copper 
tubing is easily bent around floor joists, pipes, etc. Fewer 
fittings are needed. Connections are made without the 
uncertainties of threaded or wiped joints. 


Holds with a “‘bull-dog grip.’’ With its 45° seal 
plus a 90° locking flange, the HAYS Connection is 

nut—and you first : 

form a 45° seal that double sealed against leaks. It cannot be jarred loose 

grips the pipe— or twisted loose. 


(1) Flange pipe 
with the HAYS 
flanging tool to a 
full 90° flange — 





(2) Turn up the 





HAYS copper plumbing gives you definite insurance 
of satisfactory work, promptly accepted. And assures a 
full flow of clean water at all times;‘no rust or corrosion. 


(3) Then a 90° seal 
that acts as a lock, ab- 
sorbing strain and vi- 
bration—Double- 
Sealed Connection, 
which is permanently 
leak-proof. 


This modern method protects your Profits, and your 
Reputation for Good Work. Send for catalog Section 
No. 3 for full information. 


HAYS MANUFACTURING COMPANY 


HAYS 


. DOUBLE SEAL CONNECTIONS 
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NEO-CLASSIC BATH 
PEMBROKE MODEL IN A POMPEIAN SETTING 














— 


A new form for plumbing fixtures modelled 
by a designer of recognized authority, and 
faithfully reproduced by “Standard” ... Neo- 
Classic form is a distinct departure from 
the usual plumbing fixture design ... Its indi- 
viduality is grounded in that simplicity which 
is at once classic and modern. And it is this 
very simplicity which permits the Neo-Classic 
to be used with distinction in both period 
and contemporary settings. 


The simplicity of the Neo-Classic motif has 
this further advantage-—it is carried out 
equally well in the design of bath, lavatory 
and water closet; in fittings for these fixtures; 
in towel-bar andlighting fixtures... Thismakes 
possible, for the first time, an ensemble of 


perfect harmony in design as well as color. 


Neo-Classic designs bath models, may be 
had in regular enamel or “Standard” Acid- 
Resisting enamel... Neo-Classic lavatory 
and water closet models are available in 
vitreous china. . . All Neo-Classic fixtures, 
bath, lavatory and water closet, are avail- 
able in white and each of the nine “Standard” 
colors. A copy of the book “Standard” Plumb- 
ing Fixtures for the Home which illustrates 
the Neo-Classic designs, will be mailed 


on request. 
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FITTINGS OF HARMONIZING DESIGN 
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NEO-CLASSIC BATH 
PEMBROKE MODEL IN A MODERN SETTING 





“Ctandard 


PLUMBING FIXTURES 





Standard Sanitary Mfo. Co. 106 SIXTH STREET, PITTSBURGH 


DIVISION OF AMERICAN RADIATOR & STANDARD SANITARY CORPORATION 
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ceding, however, that its use is allowable, it is interesting 
to note how nine bathroom fixtures can be efficiently 
vented and in accomplishing the result only one fixture 
vent or individual vent is used. 

It is obvious that 
if this wet-vent may 





+ 4 be allowed, any num- 
ber of additional 
rf intermediate floors 








may be vented in 
the simple manner 
shown for the inter- 
mediate floor in Fig. 
R_ CA Close? Bend 8. A necessary fea- 
with side inlet ture of this work, of 
Fig. 9 course, is the use of 

a vent stack. 
‘ Referring again to 
| Fig. 8 it will be 
; seen that, if the 


te 
| kitchen sink or a 
i 
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wy i 




















YY combination fixture 
es ar — be also closely 
i grouped with the 

Fig. 10 bathroom fixtures, as 
in Figs. 3 and 4, this 
fixture may be added to each of three bathrooms without 
additional venting, the lavatory and sink combining in a 
unit vent, or the combination fixture entering the water 
closet vent below the entrance of the lavatory. The addi- 
tion of the sink or combination fixture may be considered 
a bit radical, but it is being done. There is room for 
debate for and against the practice, and comment on the 
practice would be 
very acceptable. } ‘ 
One of the princi- | 
pal factors in in- = 
creasing the possibil- ) 
ities of great variety | 
in bathroom con- YY 
nections is the mod- 
ern use of the cast 
iron closet bend hav- Fig. 11 
ing one or more side 
inlets for other fix- 
tures. Next to the 
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special inlets for 
other fixture wastes, 
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tremendous develop- if 
ment of water closet a= 
drainage fittings with 

= 











we think the cast 
iron bend with its 4 
special inlets has rie. 18 

been most account- 

able probably for providing increased freedom in bath- 
room connections. 

Fig. 9, for instance, shows a bathroom layout in which 
this special inlet on the cast iron closet bend takes 
care not only of the venting of the water closet itself, 
but provides an excellent entrance for the waste from 
the other two bathroom fixtures. This may be called 
a loop vent for the water closet. Both the lavatory and 
‘he bathtub wet-vent the water closet. As already in- 
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dicated, this double wet-venting is not looked upon with 
entire favor, and yet it is reckoned good practice by a 
considerable number of cities which show the method 
in their pilot drawings. 

Fig. 10 shows a method somewhat similar to Fig. 9. 
While the lavatory waste passes through two traps, the 
fixture nevertheless is not double-trapped. Stoppage 
of the bath trap will naturally put the lavatory out of 
commission. Also, when the drum trap becomes clogged, 
thereby the water closet vent ceases to function. We 
are not favorably 
| impressed with the 
+ method. 

Fig. 11 also is of 
quite common occur- 
rence, and so long as 
the entire loop is 2 
in., it should do its 
combined work as 

Fig. 13 waste and vent ac- 
ceptably. 

We find another class of connections illustrated by 
Figs. 12, 13 and 14. In the first two illustrations, the 
water closet is given a separate entrance into the soil 
stack, the other two fixtures entering through another 
opening. Before the advent of crowfoot fittings and 
cast iron closet bends with side inlets, separate entrance 
of fixtures into stacks through common drainage fit- 
tings was much called for on first-class work, and is 
still much in use. Whenever this is done, however, it 
is best to make the water closet connection below the 
other fixture, as in that position flushing of the water 
closet will have less aspirating effect on the other fix- 
ture traps. Thus in 
Fig. 13 the lower 
connection of the 
water closet is pre- 
ferable to the con- 
nection shown in 
Fig. 12. 

In Fig. 14 there 
are three separate 
waste connections 
from the bathroom 
fixtures into the 
stack. In one of the 
pilot drawings re- 
ferred to in the writ- 
ing of this article, 
this method was 
called for. It is our 
opinion that by using 
modern combination Piss 38 
fittings just as excel- 
lent a job can be obtained, with considerably less labor. 

In Fig. 14 there are three separate waste connections 
from the bathroom fixtures into the stack. By using 
modern combination fittings just as excellent a job can 
be obtained, with considerably less labor. 

Fig. 15 shows bathroom connections in use on a plumb- 
ing system erroneously named the continuous vent Sys- 
tem. This system is used in several sizable cities. 



























































We shall consider this subject further in a second 
article. 
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Spring Cleaning — With- 
~ out Adequate Plumbing? 


Is really not possible. For 
every lack in efficient plumb- 
| ing, the housewife or her 
| maid must pay in labor. Plenty 
of hot water from an auto- 
|| matic heater, a modern sink, 
with the swing spout mixing 
faucet and spray—or the dish- 
| washing sink—these will help 
| speed up the spring cleaning 
| and take a lot of the drudgery 
| out of it. Drop in and see 
| 

| 





how many efficient aids we 
can ofer you. 





/ (In this space Your Name, etc.) 
= eases 











For one column space 


Dear Madan: 

Spring cleaning is a task that 
every household wants to see done 
speedily. 

This letter is to suggest some 
methods of getting that annual task out 
of the way with greater efficiency. 

See to it that your plumbing facil- 
ities are ample. For example, the wash- 
ing of glassware and fine chinaware will 
be accomplished more quickly and far more 
satisfactorily with a modern kitchen sink 
which eliminates the need for the dish- 
pan. And every task of the cleaning days 
will go more speedily if you have all the 
hot water you need, at a turn of the 
faucet. 

It doesn't make any difference 
whether you do these important things 
yourself, or have them done--it takes 
time. If you can cut down that time it's 
a saving to you in effort and a saving in 
actual money if you have a maid to do it. 

Every step saved is time and energy 
conserved, and we would be very glad to 
have you drop into our display room so 
that we may show you what we have to 
bring efficient aid to the spring house- 
hold tasks. Very truly yours, 

HARRY BROWN 


A plumbing seles letter 


ee 


RETAIL ADVERTISING SERVICE 


LIPPINGS indicate that a number of contractors are 








using the copy in these two pages to good advan- 
tage, even without the illustrations. We'd be glad to 
receive copies of letters or of newspapers in which sug- 
gestions from these pages are used. Send them to us for 


reproduction in our pages. 



































particulars. 





HIS spring — let house-cleaning 

tasks be sped with ample hot 
water at the turn of the faucet. Dont 
add to the drudgery or the time 
necessary by trying to get along 
without the adequate supply of hot 
water made available with a modern 
automatic water heater. Phone for 


(In this space Your Name, etc.) 








sai | 














A two-column newspaper ad 


Se 


The copy on these two pages 
is for the use of readers of 
DOMESTIC ENGINEERING 
—without charge. If you wish 
to use the illustrations, they 
are sold at $4.20 for twelve 
—three months’ service. 

If you are using any of 
this copy, send us samples. 
We like to keep in touch 
with what our readers are 
doing. 


» 4 
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HERCULES —A 
STUDY IN CHANG- 
ING METHODS 


“What with the tendency toward 
smaller living quarters,’”’ says Harry 
Brown, local plumbing contractor, 
“it’s a good thing we do not have to 
call on a Hercules for our spring 
cleaning jobs. 

“When they gave him the job of 
cleaning out the Augean stables, he 
turned a river through it. But, since 
he and his kind have departed from 
us, we bring modern equipment to 
such tasks. No doubt if he’d had hot 
water, he wouldn’t have needed quite 
so much water. 

“Certainly hot water, automatically 
available at the turn of the faucet, 
has made all of our household tasks 
lighter, with efficiency the strength of 
a Hercules wouldn’t guarantee.”’ 


Hand this publicity item to your newspaper 














Heating Plant Business for Spring 


There’s time yet for one more reference to the discomforts 
of winter, where the heating plant is out-ofdate. 
copy below is intended to recall the difficulties of the 
winter months and to urge a change in heating methods 
during the spring and summer months. 
help get heating business now. 


A two-column newspaper ad 


The 


Use it—it will 





—-—- 

















On mild days, could you 
down your heating plant so that it 
was not too warm in your home ? 
That's one way colds are caught. 
Modern heating plants — especially 
with oil or gas burners — can be 
controlled perfectly. Ask us. 


throttle 


(In this space Your Name, etc.) 























HOW TO TEST 
A VOICE—AND 
A HEATING PLANT 


“The best way to test a singing 
voice, and a heating plant,’’ asserts 
Harry Brown, local heating contrac- 
tor, “‘is to cut down the volume of 
sound and the volume of heat required 
of them respectively. 

‘‘A good singer can sing soft or 
loud. And a good—which means 
modern—heating plant will heat your 
house well if it’s below zero, and will 
not overheat it when it’s just cold 
enough to need some heat in the 
house. 

“Modern heating plants, fired with 
oil or gas or coal, in burners designed 
for these fuels, will ‘sing’ loud or soft, 
as is required. They don’t have to 
sing at the top of their voices all the 
time. They have control.” 


Give this publicity item 
to your local newspapers 


Your Window 


Window displays need 
change. If you have a per- 
manent display of fixtures and 
equipment, make changes in 
lighting—use the free floor 
space for changed displays of 
accessories. Property owners 
who pass your window will 
never be particularly drawn to 
it if it remains the same in every 
detail for months at a time. 
Change—even small changes 
—is what draws attention to 
a window. 














Could You Leave 
Your Heating Plant? 


i", you go away for 

the afternoon — for the 
whole day — assured that 
when you returned your house 
would be just as you left it — 
cozy and warm? With a mod- 
ern heating plant—and espec- 
ially if you have an oil burner 
or a gas burner installed, you 
can forget your heating sys- 
tem. It takes care of itself. 
Just phone for complete infor- 
mation. 


(In this space Your Name, etc.) 














A single column ad 


Dear Madam: 


The final test of a heating plant 
is really not to be had when it's cold 
and blustery outside and we need all the 
heating plant has to give in order to 
keep the house comfortable. 


It's on those milder days that the 
modern heating plant is most gratefully 
in evidence. Because it doesn't overheat 
the house. When it's just cold enough so 
that you need some warmth in the house, 
and an old-fashioned heating plant makes 
it too warm it's irritating--besides 
which, it's dangerous, because that is 
one very fruitful source of colds 

A modern heating plant, with an 
automatic oil or gas burner, or an auto- 
matic coal stoker, will give you just the 
amount of heat necessary to keep your 
house at a comfortable temperature--no 
more, no less. 

Just phone for full particulars. 

Very truly yours, 
HARRY BROWN 


heating sales letter) 
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Factors to Consider in 








Rating Oil Burning Boilers 


This article was pre- 


pared by an engineer 


of a large manufacturing 


concern, for discussion 


HE assignment of a selection 
value or rating to an oil burn- 
ing boiler offers a problem 


that is different than that of as- 
signing a similar value to any 


at a meeting of manu- 
facturers, engineers and 


boiler having a properly propor- 
tioned combustion chamber. 


The Rating Problem 


Since the oil burner trade de- 


other type of boiler. This is very heating CO ntra cto rs sire and require rational and 
apparent when the type of fuel, ' practical tatings or selection val- 
the fact that the fuel is not stored interested in boilers ues for oil burning boilers, it is 


within the boiler and the fact that 
the oil burning boiler must be 
capable of operating with vari- 
ous makes of burners are con- 
sidered. 


where oil 


Factors Covering Boiler Selection 


In an oil burning boiler installation, the oil burner 
must efficiently handle the quantity of oil capable of de- 
livering to the boiler the heat requirements of the maxi- 
mum heating load. 

At the same time, the oil burning boiler must furnish 
sufficient and proper combustion space for burning the 
above amount of oil and also must have sufficient heating 
surface capable of absorbing that part of the generated 
heat required to meet the maximum heating demand. 

In the assignment of a selection value or rating to the 
oil burning boiler, it is therefore apparent that the boiler 
manufacturer must deal with a variable oil burner factor, 
since all oil burners are not as well suited to performance 
in a boiler of a given design. 


Combustion Chamber 


Some oil burners function best with a combustion 
chamber that is square or round in horizontal cross sec- 
tion. Other oil burners are best adapted for perform- 
ance with a long and relatively narrow combustion 
chamber. 

Experience has proven to the oil burner and boiler 
trade that with a boiler having a suitable combustion 
chamber, the hourly amount of oil (or heat) that can 
efficiently be burned (or generated) is limited. It has 
been found that at least 35,000 useful Btu. per hour can 
be efficiently generated per cubic foot of combustion 
space. 

It is therefore essential that the proper type and size 
of oil burner is used in conjunction with an oil burning 


necessary for the boiler manu- 
facturers who make boilers suit- 
able for oil burning to offer se- 
lection or rating data that can be 
universally used. 

[t is necessary, therefore, for the oil burning boiler 
manufacturer to assume an average boiler and burner 
performance which may be sometimes exceeded with an 
exceptional combination of boiler and burner. 

It seems apparent from the very nature of the problem 
that the only recourse of the boiler manufacturer is to 
assume—based on experience—overall boiler and burner 
efficiencies at various transmission rates. (Hourly heat 
absorbed in Btu. per square foot of boiler heating sur- 
face), and use these values in conjunction with the actual 
boiler +heating surface (square feet) in arriving at selec- 
tion or rating values. 

It is understood that the boiler is capable of properly 
delivering at the boiler nozzle the outputs, ratings or 
selection values listed. 


is burned 


Chimneys 


In order that the oil burning boiler data may be com- 
plete, it is essential that the boiler manufacturer recom- 
mend and list for each boiler the size and height of chim- 
ney required. The chimney must be of such size and 
height as to capably handle the gases of combustion leav- 
ing the boiler at the boiler smoke outlet so that at no 
time will these gases enter the boiler room or basement. 


Suggested Rating or Selection Data 


It is proposed that the boiler manufacturer assign se- 
lection or rating outputs at various transmission rates 
based on the actual boiler heating surface (to be listed) 
and an average overall boiler and burner efficiency for 
each transmission rate. 

In addition to the above, the data should also specify 

(Continued on Page 120) 
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CONTRACTOR = 
When a plumbing contractor installs an electric Beg 2 | 
sump pump or hydraulic cellar drainer bearing the 2 ab Boo vi 
trade mark reproduced above, it means that — | ra | i 
— he will earn a fair profit ri “I 
: — his profit will not be dissipated in servicing fe 
— installation is simple and can be quickly made 4 
; —reliability and operating economy have been ie 
proved 1 
—the pump is immune to corrosion—of copper J 
and bronze throughout “ 
—a financially responsible manufacturer stands ‘ 


squarely behind him in assuring satisfaction to his 





: customer e 
. — the manufacturer has the experience, resources a 
: and research facilities to build toa purpose, not to Penberthy Automatic Electric Penberthy Automatic Cellar 4 } 
a price Sump Pump Drainer (Water Operated) . ‘ 
—the manufacturer is actively creating the de- 4 
p mand by using large space in leading architectural COPPER ano BRONZE | 
. and building publications. ‘ 
Carried in stock by leading jobbers throughout the country THROUGHOU T : 
PENBERTHY INJECTOR COMPANY l 
——_ DETROIT Windsor, Ont. fi 
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THE VALVE WITH THE FOOL-PROOF DISC HOLDER 


The Lock-On Dise of the Walworth Re-New-Disc valve is absolutely fool-proof. In the first place, when 
the valve is wide open the holder is locked on, so that it cannot be dropped into machinery or open 
vats in the simple process of renewing the disc. 

But, still more important, the very fact that the valve must be wide open to lock the disc holder on insures 
that the disc is up out of harm's way in re-assembling, so that a careless handler will not force the disc 
down against the seat when he makes the valve up tight again with a wrench. 

Also, in re-assembling, the bonnet and body are brought together by a union connection. Stem and disc 
holder do not revolve, so there is no danger of the disc damaging the seat by abrasion as the ring is 
screwed down. 

These fool-proof features are especially important in installations requiring a large number of valves which 
must be frequently opened and closed. 


THE WALWORTH RE-NEW-DISC VALVE 





The Walworth Re-New- 
Disc Valve for 150 Ibs. 
Steam Service 











Cochran-Sargent Co. Affiliates With American 
Radiator and Standard Sanitary Corp. 


Announcement has been made of the affiliation of 
American Radiator and Standard Sanitary Corp., New 
York City, with Cochran-Sargent Co., plumbing and 
heating wholesale firm of St. Paul, Minn. Cochran-Sar- 
gent Co. will continue to operate under its present name 
as a division of American Radiator and Standard Sani- 
tary Corp., and without change in its official personnel 
or policy. 

& 
Lansing Supply Co. Opens New Showroom 

The Lansing Supply Co., Lansing, Mich., has just 
opened an attractive new showroom at its headquarters, 
1121 South Washington avenue, in that city. The new 
display room contains a wide assortment of plumbing 
fixtures, both colored and white, and is designed to assist 
prospective customers in every way possible in selecting 
plumbing equipment. 





Fix-Lippman Co. Buys Kellogg-Mackay Co. 
The Fix-Lippman Co. has been organized in Chicago 
to wholesale plumbing, heating and mill supplies. The 
company has purchased the inventory, equipment and 
good-will of the Kellogg-Mackay Co., 5259 Northwest 
highway, Chicago, which firm is liquidating. 

The Fix-Lippman Co., will be under the management 
of Fred W. Fix, Jr., former treasurer of the Kellogg- 
Mackay Co.; Orville S. Lippman, former assistant sec- 
retary and sales manager of that company, and John L. 
Kix, former branch manager of the company. 


. 
Is Now Reddington Supply Co. 


Reddington & Judge, plumbing and heating wholesale 
firm of Scranton, Pa., has been succeeded in business by 
the Reddington Supply Co., effective as of March 21. 
The new company will continue in business at the same 
address, 207 Vine street, under M. L.. Reddington. 





Pie 


A portion of the new show room of the Lansing Supply Co., Lansing, Mich. 
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Will Represent Ray Burner Co. 


Bell & Gossett Co., Chicago, has been granted the sales 
and service franchise in the Chicago territory by the 
Ray Burner Company, of San Francisco, Calif., manu- 
facturers of oil burners. The Bell & Gossett Co. has 
purchased the stock and fixtures and absorbed the per- 
sonnel of the Ray Burner Company’s Chicago factory, 
and has also opened a new show room at 3000 Wallace 
street, Chicago, where the Ray company’s products are 
displayed. 

® 
Ric-Wil Co. Appoints New Representatives 


The Ric-Wil Company, Cleveland, Ohio, has an- 
nounced the appointment of the following new repre- 
sentatives: H. H. Wright, Kansas City, Mo.; J. M. 
O’Connor, Wichita, Kans.; B. R. Hawley, Omaha, Nebr., 
and the Frank Loeffler Supply Co., Oklahoma City, 
Okla. 

© 
Opens Branch in Hackettstown, N. J. 


Genner Bros. Co., wholesalers of plumbing and heat- 
ing materials at 1632 Meadow street, Philadelphia, Pa., 
has opened a branch at Hackettstown, N. J. H. K. Gen- 
ner is manager of the new establishment. 


a 
Discuss Merchandising Methods 


Merchandising methods was the subject of discussion 
at a meeting of the sales force of Samuel Sloan & Co., 
Rochester, N. Y., on March 20. Samuel Wetzler, presi- 
dent of the Blue Seal Chemical Co., Roselle, N. J., ad- 
dressed the meeting. In his talk, Mr. Wetzler pointed 
to the growing number of plumbing and heating contrac- 
tors who are adopting modern merchandising methods. 

¢ 
Duriron Co. Elects New Officers 

At a recent meeting in New York City, William E. 
Hall, of that city, was elected president of the Duriron 
Company of Dayton, Ohio, succeeding P. D. Schenck, 
the late president and founder of the company. Other 
officers elected at that time were: Dudley H. Miller, St. 
Marys, Pa., vice president; John R. Pitman, New York 
City, vice president; Robert C. Schenck, Dayton, secre- 
tary, and E. B. Thacker, Dayton, treasurer. Dudley H. 
Miller was appointed general manager. 


= 


National Radiator Corp. Extends Date for 
Debenture Deposits 

Indicating progress in its plan of re-organization, the 
National Radiator Corp., Johnstown, Pa., has extended 
to April 15, 1931, the time for debenture deposits. A 
statement issued March 18 announces that $6,450,000 
of the 6% per cent debentures, or 60 per cent of the total 
issue, have now been deposited. Calling for a substan- 
tially greater response, the re-organization committee 
states, “Recognizing the paramount rights of the deben- 
ture holders by allotting to them under the plan all of 
the new company’s senior securities, having the same 
preferential value as the present debentures, 78 per cent 
of the new company’s common stock has in addition been 
allotted. Serious consideration was given to the advis- 
ability of liquidating the corporation when the plan was 
being formulated. It was and still is the considered 
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opinion of the re-organization committee that liquidation 
under existing conditions would result in a very small 
payment to debenture holders and leave nothing whatso- 
ever for stockholders. Prompt deposit of securities 1s 
urged so that the re-organization may be effected expedi- 
tiously. Delay can only prove disadvantageous in con- 
tinuing the present period of uncertainty, with conse- 
quent disadvantage to security holders. The deposit of 
all securities should be made with Bankers Trust Co., 
depositary, 16 Wall street, New York City. Transfer- 
able certificates of deposit will be issued in respect of all 
deposited securities. Copies of the Re-organization Plan 
and Agreement and of the letter of transmittal, which 
should be used in making deposits, may be obtained from 
the depositary or from the secretary of the re-organiza- 
tion committee, Armand Erpf, 50 Broad street, New 
York City.” 
* 
Will Represent Jas. P. Marsh & Co. 


The American Appliance Co., 1214 Harney street, 
Omaha, Neb., and the Ludwig-Austen Co., 625A West 
Second street, Oklahoma City, Okla., have been ap- 
pointed district sales representatives of Jas. P. Marsh & 
Company, Chicago, in their respective territories. 


e 
New Jersey Salesmen Hold Annual Party 


The Association of Plumbing and Heating Salesmen, 
New Jersey Chapter No. 1, held its seventh annual din- 
ner-dance on March 7 at Dietsch’s restaurant, Newark, 
N. J. Approximately 150 attended the affair. 


« 
Is Now Industrial Pipe & Supply Co. 


The Industrial Pipe & Supply Co., Boston, Mass., the 
formation of which was reported in these columns, is 
merely the new corporate name for Morris M. Fineberg 
& Company, it is stated by the management of the con- 
cern. M. M. Fineberg is president and treasurer, and 
William M. Chance, who came to the company from 
the R. H. Baker Supply Company, is sales manager. 


* 
Celebrates 50th Anniversary 


The Patterson-Kelley Co., with main offices in New 
York City and works in East Stroudsburg, Pa., recently 
celebrated its 50th anniversary. The company dates its 
beginning from the year 1880, when Benjamin F. Kelley 
placed feed water heaters on the New York market. His 
son, Harold N. Kelley, joined his father’s firm 45 years 
ago and is still active in the business. 

In 1893, Frank L. Patterson entered the organization 
and, after remaining a few years, formed a separate com- 
pany for the manufacture of hot water heaters. This 
business was consolidated with the Kelley Co. in 1917 
and incorporated under the name of Patterson-Kelley 
Co. After 37 years, Mr. Patterson is still president. 

O. S. Pedersen, vice president in charge of produc- 
tion, has been with the company for 41 years. A. B. 
Grotz, treasurer, has been with the firm for 30 years, 
W. S. Hoffman, sales manager, has 37 years of service 
to his credit, while one of the factory foremen, William 
Dolan, has served for 35 years, and a number of others 
have each been with the company for about 25 years. 

The youngest officer is F. L. Patterson, Jr., secretary, 
who joined the company 13 years ago. 
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HEN you’ve cut your prices down to the 
core to get the job, a few unexpected 
hours of work turns profit into loss. 








Sand holes, split threads, broken threads and 
a lot of other troubles that turn up in the best 
of installations cause leaks and refitting that 
eat up time. 


Only one way to be sure of a tight job at the ag 
‘ + FP nn 
“Price Cut to the Core’ first shot. Use i 


X LIQUI 


REPAIRS LEAKS IN STEAM AND HOT WATER HEATING i 
SYSTEMS, HIGH AND LOW PRESSURE BOILERS 


**X’’ searches out the slightest opening, fills it up, dries 
and seals it permanently. Heat and pressure can’t dis- 
lodge it. It’s almost as strong as the metal itself. 














When you estimate on new work, figure on using ‘‘X’’ 
Liquid to insure absolutely tight joints throughout. 
Then you’ll know you'll have another satisfied customer 
boosting for you. And you’ll be sure of no unprofitable 
extra hours tearing down and reassembling on your work. 





X"Stobs every Leak” 


*X’? LABORATORIES—25 West 45th St., New York, N. Y. 


Meet Old Boy “‘X”’ at the Milwaukee Plumb- 
ing and Heating Exhibition—Booths 39 and 40 


Old Boy “X”’ Says: 


Order a carton of ‘‘X”’ Boiler Liquid 
from your wholesaler today 
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Veteran Employes of Jenkins Bros Co. Meet 


Veteran employes of Jenkins Bros., of New York 
City, held their annual banquet recently at the Stratfield 
hotel, in Bridgeport, Conn. The affair was featured by 
the presence of President Farnham Yardley of the com- 
pany, who addressed the veterans. Mr. Yardley empha- 
sized the point that every business concern has three 
responsibilities—its employes, its stockholders and the 
general public. After the banquet the veterans were 
guests of the officials of the company at a theater party. 

The Jenkins Bros. Veterans’ League is composed of 
employes of the company who have seen 25 or more 
years of service, and is composed of the following: 
William B. Lockwood, John E. Lyddy, Joseph F. Con- 
nor, Franklin Bennett, Frank L. Schubert, John Dirgo, 
John T. Sullivan, Katherine A. Webb, Benjamin J. 
Reilly, John J. Howard, Walter E. Smith, Michael J. 
Delmar, Dominick J. Judge, Charles S. Bunce, Morris I. 
Nichols, James J. Cassidy, George T. Ellsworth, Emil 
Wehger, William FE. Osborne, Michael Pickett, Harley 
Chase, Elizabeth J. Mole, Herbert Kennedy, John Bla- 
szczyk, Joseph Schultz, Albert Mussler, Ernest Metcalf, 
Henry Ruzbarszki, T. J. McCarthy, T. J. Cavanaugh, 
John Conway, Arthur Schmidlin, Peter Nasiatka, Leo 
lLadwig, John W. Blake, Charles J. Kethcham, Millard 
F. Gay and Peter Conroy. 


. 
M. T. G. A. Elects Officers 


Members of the Metropolitan Trade Golf Association, 
New York City, held their annual dinner on March 5 
at the Commodore hotel, in that city, and elected James S. 
Weaver, New York manager of the Central Tube Co., 
president ; Thomas Larkin of the Nason Mfg. Co., vice 
president; Fred Korndorfer of the S. C. Marx Co., 
secretary and treasurer, and Fred C. Allen, New York 
manager of Trenton Potteries Co., captain. It is planned 
to hold four meets during the golf season, with a possible 
fifth tournament late in the fall. Tentative courses de- 
cided upon include Wheatly Hills Country Club, East 
Williston, L. I.; Winged Foot Country Club, Mama- 
roneck, N. Y.; Knollwood Country Club, White Plains, 
N. Y., and Ridgewood Country Club, Ridgewood, N. J. 

The officers elected are to definitely select the clubs, 
set the dates, arrange for the prizes and complete all 
other necessery arrangements. The retiring officers as 


om 
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well as those newly elected each spoke enthusiastically 
concerning the coming season. 
e 


New Jersey Trades Golfers Choose Officers 


The fourth annual meeting of the New Jersey 
Plumbing and Heating Trades Golf Association was 
held at Toni’s in Newark, March 17. Herman E. 
Baumgartner, master plumber of Newark, was unan- 
imously re-elected president. Brad Wynne, Newark 
manager for Standard Sanitary Mfg. Co., was re- 
elected vice-president. M. E. Durkee was re-elected 
as secretary and treasurer. The board of governors 
for 1931 is to consist of Earl Fiigon of Hart & 
Hutchison; Joseph Stille, National Tube Co.; S. H. 
Blackwood, Reading Iron Co. and William Watson, 
Bellville master plumber. Past president Fred En- 
gelberger was elected chairman of the membership 
committee as was Harold Berla, master plumber, and 
Edward B. Moore of Howard Plumbing Supply Co. 
E. Robinson of Billings and Spencer was re-ap- 
pointed team captain. 

Several changes were made in the by-laws of the 
association regarding payment of initiation fees and 
these changes are to be voted upon at the first reg- 
ular meet of the association. It was also decided 
that the team captain should make a strenuous effort 
to change the system of handicapping to insure a 
more equitable distribution of prizes. 


o 
Talks on Air Conditioning 


On March 2, the Ontario (Can.) Chapter of the Amer- 
ican Society of Heating and Ventilating Engineers held a 
regular meeting at the Prince George hotel. Fifty-seven 
members and guests were present. 

Following the dinner, Esten Bolling of New York 
City spoke on the subject of “An Engineered Home 
Makes Home—Sweet Home.” This address dealt chiefly 
with an air conditioning experiment in a home. Mr. 
Bolling ended his talk by arriving at certain conclusions 
from the experiment and predicted new practices in heat- 
ing and ventilating in homes in the future. s 

E. JI. Gurney made a report on the recent annual meet- 
ing at Pittsburgh. C. W. Farrar, chairman of the mem- 
hership committee for the society, spoke on increased 
mniembership. 

A. V. Hutchinson, secretary of the society, gave an 


address on the activities of the society during the past 
vear and also outlined briefly plans for the coming year. 


Picture taken at the 
annual dinner of the 
Metropolitan Trade 
Golf Association, held 
recently in New York 
City 
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“Yes, Mrs. Brown, 








- this indented spiral 
assures you a lifetime 


g 4s 


of clean water! 


4 HERE’LL be no red rust in your laundry 





You must get Genuine Puddled Iron 

Nipples with Reading Pipe... the best 

combination for soil, waste, vent and 
inside conductor lines. 


READING 
PUDDLED PIPE 


aR Oo 


For information and quotations address 


READING IRON COMPANY 


READING, PENNSYLVANIA 


Atlanta, Baltimore, Boston, Buffalo, Pittsburgh, Cincinnati, 
New York, Detroit, Houston, St. Louis, San Francisco, Seattle, 
Chicago, Philadelphia, Tulsa, Los Angeles, Kansas City. 








READING PRODUCTS 


Pipe Tubing Casing Nipples Couplings 
Bar Iron Blooms Cut Nails Boiler Tubes 


Science and Invention Have Never Found 


tubs or in your drinking water after I’ve in- 
stalled this Reading Pipe. And there won’t be any 
green rust, either, because Reading Pipe is never 
attacked by this kind of corrosion. 


‘I’m glad you asked to see the indented Reading 
Spiral on this pipe. We plumbers always look for 
it, because it means Genuine Puddled lron—the 
original, long-lasting iron that the Reading Iron 
Company has been making for 83 years.”’ 


Your customers, too, are increasingly looking for 
the Reading indented spiral on the pipe they buy. 
They are finding out that this permanent mark is 
their best protection from substitutes which mas- 
querade as “‘iron’’, but which fail to give the serv- 
ice that only Reading Genuine Puddled Iron Pipe 
gives. [That’s why it is profitable for you to 
recommend Reading Pipe when your customers 
want a lifetime of pipe satisfaction. 


a Satisfactory Subctitute for Genuine Puddled Iron 
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: PIPE 
PY FITTINGS 

is AND HANGERS 
ta by Grinnell 


Contractors are increasing profits these days by speedy installation. 
Our adjustable hangers and complete line of brackets get the pipe 
? up faster. The workman can level his line with no waste of time. 








tse Architects and contractors know the importance of perfect alignment, 
| and what it means to have hangers that are completely adjustable 
“me after the job is up. That is why they are specifying Grinnell hangers. 








3 Send for a copy of the Grinnell Hanger Catalog and see the great 
variety of Grinnell adjustable hangers, brackets and supports for all 
ne sizes of pipes, coils and radiators—to cope with any peculiar condition. 
“Specials” are too expensive to make ... and... are never needed, 








‘ if you use Grinnell Pipe Hangers. 







| GRINNELL 
COMPANY 


INCORPORATED 
es Executive Offices: Providence, R. I. 


Offices in all principal cities. 


ALL THESE GRINNELL PRODUCTS 






Where air dryness, adversely 
affects processes, large sav- 
ings are made by our humidi- 
fication equipment. 


This trap, with the famous 
Hydron Beilows, will operate 
a radiator for a lifetime with- 
out repairs. 





















The famous Quartz 
bulbsprinkler head. In 
most Cases sprinklers 
will reduce insurance 
expense from 50 to go 
percent. 





Pipe fittings, cast and malle- 
able, sarloerts threaded, 
accurately machined and rig- 
idly inspected. Pipe hangers 
adjustable after the pipe is 
up. Reduce installation costs 
and maintenance expense. 
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A revolutionary improvement 
in refrigeration. It replaces 
more than ten times its weight 
in pipe coils. 


This remarkable Unit Heater is a better and cheaper 
means of heating industrial and commercial buildings. 
Heating systems can usually be modernized almost 
over-night, with a tremendous saving on fuel. 
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Speed makes profits 


Tens of millions of Grinnell 
fittings have been used by in. 
dustrials, public utilities and 
contractors, because they want 
speedy installation and eter- 
nally low maintenance. The 
straight machining, clean, 
sharp threading, and rigid in- 
spection of Grinnell cast and 
malleable fittings save money 


for men who pause and reflect. 


CAST AND 
MALLEABLE 
FIT TINGS 











WILL SAVE MONEY—AND HOW! 
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Business Personals 








ROBERT FRANK BENSINGER has been elected president 
of the Brunswick-Balke-Collender Co., Chicago, to suc- 
ceed his father, B. E. BENsINGER, who has occupied the 
position since 1905. The elder Mr. Bensinger has been 
appointed chairman of the board of the company. Rob- 
ert Bensinger has been first vice president of the com- 
pany since 1926 and his election marks the fourth 
generation of the family to hold the presidency of the 
company. The younger Mr. Bensinger was educated at 
Phillips Exeter and Lake Forest academies and served 
in the navy during the war. 

WILLIAM A. MECKLING, 
whose likeness appears here- 
with, has been appointed 
executive vice president and 
general manager of sales of 
the Wolff Co., Chicago. An- 
nouncement of Mr. Meck- 
ling’s promotion, which be- 
came effective on March 11 
at a meeting of the board of 
directors of the Wolff Co., 
appeared in the last issue of 
DomeEstTic ENGINEERING. At 
this same meeting of the 
board, JOHN MAHNKEN was 
elected vice president in 
charge of the New York 
office and territory, and FrRaNK E. MosHer, assistant 
treasurer. 

Harry Suter, formerly with the Kansas City, Mo., 
branch of Kellogg-Mackay Co., has joined the sales force 
of the Maker Mfg. Co. of Kansas City. Mr. Sutter will 
make his headquarters at Salina, Kans. 


MicHaEt Warp, who for some years conducted the 
M. Ward Plumbing Supply Co., Newark, N. J., is now 
associated with The John Douglas Co., Cincinnati, Ohio. 
Mr. Ward, under the direction of Charles E. Douglas, 
manager of the New York office, represents the firm in 
the Northern New Jersey territory. 

Morris Wel, of Chicago, has joined the staff of the 
Blue Seal Chemical Co., Roselle, N. J., to undertake spe- 
cial sales work for the company with wholesalers in the 
East. 

T. S. Perkins has been appointed general manager of 
merchandising engineering for Westinghouse Electric & 
Mfg. Co., East Pittsburgh, Pa. Mr. Perkins will super- 
vise the engineering activities of the newly created mer- 
chandising department of the company. In this new 
position he will represent S. M. Kintner, assistant vice 
president, in his work with supply, appliance, refrigera- 
tion and illuminating engineering departments. Mr. 
Perkins was previously general manager of distribution 
engineering. 

Witt1aM F. Wesker, president-emeritus of the Na- 
tional Association of Plumbing and Heating Salesmen, 
has joined the Renu Mfg. Co., of Woodstock, L. I., 


William A. Meckling 








84 


N. Y. Mr. Weber is representing the company in the 
metropolitan New York territory. 


R. H. Van Buren, general manager of the Morency- 
Van Buren Division of Scovill Mfg. Co., who entered 
the Presbyterian Hospital in Chicago on February 23 
for a major operation, was able to leave the hospital on 
March 22, and is at the present time convalescing at his 
home in Sturgis, Mich. 

Aten D. Wraicut, Detroit, Mich., has been appointed 
representative for the Frank Wiedeman Company of 
Milwaukee, Wis. He will cover the states of Michigan 
and Ohio. 

Harry A. Rowe, who for several years was connected 
with the New York office of Standard Sanitary Mfg. 
Co., Pittsburgh, Pa., is now representing Bridgeport 
Brass Co., Bridgeport, Conn. Mr. Rowe has been as- 
signed territory in Connecticut, Rhode Island and a part 
of Massachusetts. 


E. W. HarwELt, formerly representative in Atlanta, 
Ga., for the Jones & Laughlin Steel Corp., Pittsburgh, 
Pa., has been transferred to the company’s office at 
Memphis, Tenn. J. S. CHETTLE, JR., has succeeded 
Mr. Harwell in the company’s Atlanta office, which is 


' located in the Healy building, in that city. 


_ W. W. Carper, representative in Atlanta, Ga., for 
the Johnson Service Co., of Milwaukee, Wis., has moved 
his offices from Room 209 Bona Allen building to Room 
702, in the same building. 


J. L. Strutsart, manufacturers’ representative, New 
York City, has been made a representative of the Charles 
A. Miller Co., Sturgis, Mich. Mr. Stulsaft will handle 
the products of that company in the metropolitan New 
York territory. 

S¢HuyYLerR Horr, formerly with the Continental 
Heater Co., Dunkirk, N. Y., is now representing Don- 
nelly Valve Co., of Malden, Mass., in western New York 
state. Mr. Hoff makes his headquarters at Buffalo, 
N. Y. 


WitiiAM E. Lawton, for many years metropolitan 
New York representative of the McShane Bell Foundry 
Co., Baltimore, Md., in addition to handling the products 
of that company, is now associated with Earl K. Wil- 
liams, manufacturers’ representative, 280 Madison ave- 
nue, New York City. Mr. Lawton is in charge of the 
New Jersey territory on the products of both The Dole 
Valve Co., Chicago, and the Milwaukee Valve Co., Mil- 
waukee, Wis. 


Paut P. Davenport on April 1 joined the sales or- 
ganization of The C. F. Church Mfg. Co., Holyoke, 
Mass., and has been assigned to the Philadelphia terri- 
tory. Mr. Davenport, since his graduation from the 
University of Pennsylvania several years ago, has been a 
member of the sales force connected with the Phila- 
delphia, Pa., office of the Trenton Potteries Co., Trenton, 
N. J. Mr. Davenport will continue to make his head- 
quarters in Philadelphia. 
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Don't take chances of being 
called out of your comfortable bed 
at night to close a relief valve that 
is spouting water all over the house. 
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This can’t happen if you install 
Watts Autotherm Relief Valves. 
For they open before temperature 
reaches 212° F. and drain enough 
of the hottest water to reduce the 
temperature 10°—then they close 


AUTOMATICALLY. 


Consequently the range boiler 
is full of hot water even after the 
operation of a 
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The temperature relief is positive as the 
valve is practically unaffected by pressure. It 
will operate in any position. 
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The pressure valve is set and sealed at the factory for 125 Ibs. and cannot be 
adjusted to a higher pressure, but adjustment permits a range of from 50 to 125 Ibs. 


To meet requirements of certain cities, a fusible plug is provided to operate at 
a higher temperature as a secondary temperature relief. 


Mail the convenient coupon for a copy of Catalog No. 40. 
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WATTS REGULATOR CO. I Waits Regulator co., 
Makers of Water and Steam Regulating Devices Since 1874 | 249 Lowell St., Lawrence, Mass. 
249 LOWELL ST. LAWRENCE, MASS. | Without any obligation, please send a free copy of your 
John G. Kelly, Inc., U. S. Sales Associates | Catalog No. 40. 
210 East 45th St., New York, N. Y. | 
W. H. Cunningham & Hill, Ltd., 269 W. Richmond St., Toronto, 2, Canada | es nh heb hsded peices bade eieedeneeenenaes 
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Night Calls 


Autotherm Relief Valve 
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The Same Strong Magnet 
Whether It’s 


Colored or Plain 
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The Burnham's long fire ose 
ee a OS rae HE Burnham’s colored steel jacket 


bill. Aad we cen prove IS a mighty attractive selling fea- 

ee © ee ture. There’s no denying that. It’s 
practical as insulation. Easy to put on, 
and ‘‘smooth as a kitten’s wrist’”’ as we 


used to say as boys. 
But what HOLDS the dollars firmly, 


both for you and for your customers, lies 
deeper than jacket thick. 

Like every Burnham Boiler, Burnham 
Jacketed in color has the Burnham long 
fire travel that makes its coal bill short. 
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P.S.—It’s that same fire travel 
that makes it the thrift- 
iest of boilers, when oil 
is the fuel. 
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Wm. B. Talbott, 
president 


M. B. TALBOTT, president of the Central 
Supply Association, referred to the one hun- 
dred sixth meeting of that body as “a business 
clinic” in the remarks with which he opened the sessions. 
“It is the exchange of ideas that enriches our knowl- 
edge,” he said, “and helps each of us to solve our prob- 
lems. All of our speakers but one will be men who are 
actively engaged in our industry. Provision has been 
made for an open discussion of some of the problems 
which today are causing us considerable worry.” The 
meeting was held in the, Palmer House, Chicago, March 
25 and 26. 

Pursuant to the idea of a “business clinic,” open dis- 
cussion was general during the two days. Competition 
from the direct-to-you houses, whether the 5 per cent 
cash discount basis or the 2 per cent basis should be 
encouraged, and the abuse of the consigned stock privi- 
lege were subjects of general discussion. A committee 
is to be appointed to study the subject of consigned stocks 
of all kinds, and feeling ran more strongly in favor of 
the 2 per cent basis than the 5 per cent. 





’ 


Distinguished Visitors 


After an absence of several years, Walter J. Kohler, 
president of Kohler Co., was again welcomed at this 
meeting. Addressing the gathering briefly, Mr. Kohler 
said, in part: “The world has been sick; the United 
States has been sick, but it has been a world condition.”’ 
Mr. Kohler then gave a swift review of the high lights 
in the more important countries of the world. “So,” he 
continued, “we are experiencing some of the ills which 
the rest of the world is experiencing, although we have 
reason to believe that our recovery will be more rapid 
and assured than some of the others. Mr. Grant has 
spoken of the extremes of prosperity and depression, 
and has said that they will continue to come about as 
long as human nature is what it is. But it is part of 
our responsibility in management to help in the future 
and to keep those heights and depths from reaching the 
extremes they have in the past.” Mr. Kohler concluded 
with the heartening thought that the building industry 
might recover more quickly than others because it began 






Discounts, consigned stocks, outside 
competition, costs and merchandising 
_ discussed at Spring meeting of the 


Central Supply 





Association 


to feel the decline in 1928, while other industries were 
still enjoying mounting volume. 

Among the interested members in attendance at every 
session was Theodore Ahrens, president of the American 
Radiator & Standard Sanitary Corp., whom President 
Talbott introduced as the oldest living past president 
of the Central Supply Association. In the part of the 
program given over to open discussion, Mr. Ahrens took 
an active interest, proposing a number of questions, aris 
ing out of an investigation he is at present making, and 
offering suggestions on various matters under discus- 
sion. 

M. J. Beirn, vice president of American Radiator 
Co., was asked by the chair to sketch the observations 
made during a tour of the United States. Mr. Beirn 
said: “I left New York on January 24th when the 
figures for 1930 were on the desks of most executives. 
It was difficult to get any man to talk of anything but 
1930. Going down the Atlantic seaboard, crossing over 
the southern tier of states and up the Pacific coast to 
Seattle, I visited not only people in our own industry, 
architects and some general contractors, but I paid a lot 
of attention to the banking fraternity, particularly those 
bankers with whom we happened to deal. 

“IT had the privilege of meeting with the chairman of 
the board, or the president, and in some cases with the 
directors, of these banking institutions. ‘The banker was 
rather inclined to be proud of the fact that his statement 
as of December 31, 1930, showed a great deal of liquid- 
ity. He wanted to be patted on the back because he 
could tell his stockholders that there was no danger 
concerning his bank. 

“T told these bankers that I did not know whether to 
conipliment them for that situation or not. Because the 
fact remains that when the financial agencies of this 
great country conceived the idea that the best way for 
them to correct business was to tighten up on their loans 
and to decrease and keep away from what I call legit 
mate borrowers the money to which they were entitled 
to bridge the gap in seasonal variations, then they were 
deliberately tearing down the basis on which business 
was built. 

“No bank can run on 75 per cent or 8O per cent 
liquidity and help general business or pay dividends, I 
told them they would suffer from the same troubles as 
business—over-inventory. Now those banks have men 
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out looking for places to use their money so they can 
get a proper return on it. 

“I want to predicate my optimism on the fact that the 
banker realizes that it is up to him to start the wheel 
of commerce in motion, and when he loosens up the 
purse strings—I do not mean for speculation—but to 
give the legitimate borrower the assistance to which he 
is entitled, then business will begin to show what we 
want it to show—a better condition. 

“I think the curve of this industry bears a distinct 
co-relation to the residential building line, and the varia- 
tions in our own curve for twenty-five or thirty years 
has been slight. When we 
see 8.9 per cent increase in 
residential building, it seems 
to me that it points the way 
to optimism, based on resi- 
dential building for 1931. 
You can project that curve 
along the line I indicated and 
satisfy yourselves that resi- 
dential building should be 25 
per cent to 30 per cent better 
in 1931 than in 1930. If that 
keeps up, then there should 
be a greater sales volume this 
year. 

“T think that in this indus- ‘Theodore Ahrens, president 
try we should take a five- of American Radiator & 

. ° Standard Sanitary Corp. 
year period for comparison 
with the preceding five years—there has been too much 
comparison with last week, or last month, or last year.” 





Mr. McCollum’s Last Session as Secretary 


Inasmuch as this meeting marked the last one at which 
Mr. McCollum would serve, W. H. Kiefaber of Dayton, 
a past president, took the floor to say: “Because this is 
the last meeting at which Mr. McCollum will be with 
us, your president appointed a committee consisting of 
Mr. Pierce, Mr. Kretschmer and myself to select a suit- 
able token of our appreciation. It is my pleasure, gen- 
tlemen, at this time to make this presentation. I don’t 
intend to use a lot of flowery language, because I am 
sure that you all know what Mr. McCollum has done 
for this association. Mr. McCollum is opening up a new 
office and we have arranged to have placed in that office 
a new desk and chair and we trust that Mr. McCollum 
will accept this token of appreciation in the spirit in 
which it is given.” 

In his acknowledgment of the presentation, Mr. Mc- 
Collum said: “I do not know of anything I would 
rather receive than a new desk, because I never had one 
in my life. When I took over the Central Supply 
Association I suggested that we use second-hand furni- 
ture and use the balance of the money for traveling 
expenses. When I go into my new office on July 1 I 
will probably have a couple of easy chairs and I hope 
that my old friends will come over and try them out. 

“My six and one-half years with the association have 
been a pleasure because I have enjoyed the work. We 
have not accomplished everything we set out to do, but 
we are proud of our record. What little success I have 
had has been directly attributable to the willing co-opera- 
tion which you men have given me. I thank you for all 
of the many favors you have shown me.” 
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General Motors Executive Speaks 


R. H. Grant, general sales manager of General Motors 
Corporation, was the speaker on the Wednesday morning 
program. His subject was: Should manufacturers of 
the principal plumbing and heating lines ascertain the 
wholesale distribution cost of their respective products 
and assist their distributors to return to a basis of profit- 
able operation. He said, in part: 


“Because I have seen the cost of distribution going up 
and the profits of distributors coming down during a 
period of prosperity, I am getting very much interested 
in this question of distributing goods at a profit. I am 
inclined to believe that the men who talk loudest about 
the cost of distribution are the men who do most to put 
it up high. I believe it will go on climbing as long as 
there is more profit in having it high than in having it 
low. But there is a point beyond which it can not go 
without calling into effect the law of diminishing returns. 


“When I look at the retail price of certain articles 
whose manufacturing costs I understand, I am appalled 
at the spread. But the problem confronting you is that, 
even though that spread is so great, the returns on the 
invested capital of the dis- 
tributor is not a satisfactory 
return in many instances, and 
it is getting less rather than 
more.” 

All business, Mr. Grant 
went on to say, is a compro- 
mise. “I think there should 
be a compromise between 
financial control and _ sales 
promotional effort,” he added. 
“I do not believe in doing 
business unless part of the 
good profit stays with the fel- 
low who makes it. I do not 
believe there is anything in- 
surmountable in the way of 
setting up some guide figures 
which will keep you from dissipating profits, as you may 
be déing at the present time.” Mr. Grant then described 
the process by which a standard bookkeeping system had 
been set up for the dealers in his organization. When a 
great mass of figures was available, Mr. Grant turned his 
force to digging out of the statements “something potent, 
which would lead to action. What you need is to get 
someone in the business who will make figures talk and 
get action. We set up in our corporation what is known 
as motor accounting. There are six hundred men in 
the field who audit these dealer statements. We get an 
average of the various items and then a dealer can take 
his statement and check it against the average statement. 
Out of that has come a wonderful, simple control sheet. 


“That is what every man distributing goods needs in 
his business, worked out in proper form to meet the 
conditions of his business. He needs to know which 
lines pay, and which lines do not and what to expect 
as an average out of all of them. The worst thing I 
find in my experience with dealers is a lack of potent, 
intelligible figures that can give us action. I think the 
manufacturers ought to help the distributors to get those 
figures wherever it is possible. I believe there is a 
mutuality of interest between the manufacturer and the 





Walter J. Kohler, president, 
Kohler Co. 
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Building owners prefer coal as a fuel because of 
its economy. With the Mastoker installed in 
steam boiler, hot water boiler or hot air furnace, 
coal becomes the clean, convenient fuel as well 
as the most economical. 


AS F*x 


THE WORLD'S GREATEST STOKER 
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GivesYoua 
Non-Competitive 


O 
10 @ Profitable Business 


With an initial investment of only 
$76.50 you can have a business 
where sales are easily made, where 
the profits are great and where you 
are the sole agent in your community! 

You can become the exclusive 
dealer in your district for Mastoker 
—the world’s greatest stoker— 
the stoker that means comfort and 
convenience for the owner of any 
type of building and lower fuel 
bills as well. 

Mastoker can easily be installed 
by any competent workman and 
each stoker will pay more profit 
than three to five competitive resi- 
dence plumbing jobs or a good sized 
heating job selling at the same price. 
Here is an opportunity for you to 
get away from competition and 
make real money. 





The Mastoker costs less to install than gas or oil 
burning equipment. Yet it practically eliminates 
smoke, soot and ashes, is automatically controlled 
by room temperature and is automatically fired 


and kindled. Write for details. Address Dept. 71. 
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Look to the SQUARE “GEE” 


Squore 

Gee Pro- 

ducts Include 

Standard Malleable 
Fittings + Extra Heavy 
Malleable Fittings - Standard 
and Ground Joint Unions 
Rail Fittings. 


Standard Cast Iron Steom Fittings - Cast 

iron Drainage Fittings + Patented Drainage 

Fittings. 

Standard Brass Fittings « Extra Heavy Brass Fittings 

Brass Unions. 

Steel Nipples + Brass Nipples 

Hongers: Floor and Ceiling Plates and Allied 








as an dentifying 
mark of MERIT... 


April 4, 1931 





on malleable, cast iron, drainage and 
brass fittings, unions, nipples and hangers. 
































HE SQUARE “GEE” line has broadened 
j fcr: grown, but the fundamental 

policy upon which this company was 
founded has never changed. It was that 
policy that made Square “Gee” leader- 
ship in the malleable field possible; that 
has made the Square “Gee” the identi- 
fying mark of unusual merit on fittings 
and hangers of every type and kind. 


From the beginning, this company has 
constantly sought ways to improve both 
manufacturing methods and products. 
Out of this planned effort has come 
advanced foundry and machining meth- 
ods that have made it possible to spend 
more for engineering brains, facilities, 
laboratory control and thorough-going 
inspection without increasing the cost 
of the product to you. Out of this policy 
hascomenewhighstandardsin materials, 
in casting, in annealing and in tapping. 


Building upon the firm foundation of a 
forward-thinking policy, Grabler swept 
into leadership in the malleable field. 


Today Square “‘Gee” malleables 
stand unchallenged. 


The same policy—the same brains, 
experience and facilities—has been 
applied to the making of other products; 
to broadening the Square “Gee” line. 
That line now includes malleable fittings 
and unions, cast iron steam fittings, cast 
iron standard and patented drainage 
fittings, brass fittings and unions, brass 
and steel nipples, floor and ceiling plates 
and many allied articles. 


To each of these products Grabler’s 
policy has brought the same fine quali- 
ties that so firmly established Square 
“Gee” malleables in your confidence. 


You will find all of your fittings problems 
solved once you make the Square “Gee” 
symbol your buying guide for fittings 
and hangers of every kind. 


THE GRABLER MANUFACTURING CO. 
6565 Broadway + Clevéland, Ohio 


Warehouses: New York, Chicago, Los Angeles, San Francisco 


YOUR FITTINGS PROBLEM IS SOLVED WHEN YOU SAY SQUARE “GEES” 


“BEE” 
Fittings 


ORAINAGE, BRASS 


SQUARE 
Pipe 








MALLEAGLE, CAST IRON 
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THE HEEL 
WAR 
EASY TO 
jREPLACE 


The re- 
movable 
Ri@aib> 
Heel Jaw 


When the heat-treated special steel heel jaw on a 
RIAD Pipe Wrench finally wears down, there’s 
no need to throw away the whole handle and hous- 
ing. Simply punch out the pin, put in a new heel 
jaw and re-pin it—a two-minute job. That’s only 
one of many RIZAID features: guaranteed un- 
breakable housing ... full-floating hook jaw that 
won’t bend or break, with accurate pipe scale 
on it... . jaw action that grips or lets go in- 
stantly and that won’t slip or lock on the pipe... 
adjusting nut that turns easily in wide open hous- 
ing . . . powerful I-beam handle with ‘hang-up 
hole. No wonder several hundred thousand pipe 
wrench users are enthusiastic about the RIZAID. 





Ask your Jobber to 
show you RImRID 


There are 


RIBGID 
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Pipe Wrenches 
Cutters. Vises 
& Threaders 


Pipe Wrenches and 
the other rimpip 
Pipe Tools. 








THE RIDGE TOOL CQO., Elyria, Ohio 


Rikzalb 


PIPE TOOLS 
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people who sell his goods. In dealing with a selling 
force, I want to feel a $10,000 loss almost as keenly as 
the man who made it. I want him to feel my sympathy. 
I want him to feel that I will do anything that is busi- 
nesslike to help him.” 

Mr. Grant indicated that the span of the individual 
business life is so short that executives do not have time 
to acquire and apply their experience to times like those 
just past. “If the span of business life,” he said, “was 
250 years, then I would have hope that men would accu- 
mulate enough experience in their early business lives 
that maybe they’d be moderate and temperate. But, re- 
member, we have only 25 or 30 years to get ours. 

“Admitting that simple control figures are good, then 
what is the next thing we need? I claim it is sales 
promotion. My definition of sales promotion is doing 


' something to get sales that the average fellow does not 
do.” Mr. Grant then drew on his own farming experi- 
ence to indicate what he meant by sales promotion. “The 





>) 


application of the thing,” he said, “is to take your busi- 
ness and after you know how much money you can 
afford to spend in that sort of thing, then devise how to 
spend it to get your salesmen into the proper contacts, 
and create more of a selling atmosphere and more of a 
do-and-die spirit in the direction of getting your goods 
sold.” 

After discussing the need for good sales management, 
Mr. Grant concluded: “What we need today is to 
project on a piece of paper the business for the next 
six months—not what we hope, but what we believe— 
so we can keep the expense under a reasonably projected 
income. And those of us who can sit tight and promote 
business with the proper appropriation—trelated prop- 
erly to the money we have to do it with—will have our 
desserts in due time when things come back on a sound 
basis.” 


Merchandising a Live Topic 


The afternoon session of the first day was given over 
to merchandising problems, with one exception—the ad- 
dress of E. L. Flentje, commissioner of the National 
Plumbing and Heating Institute. In introducing Mr. 
Flentje,, President Talbott said that there had been no 
collapse in the trade practice movement—merely a dif- 
ference of opinion between two governmental bodies on 
a matter of interpretation. 

Speaking on this subject, Mr. Flentje said: “What 
you want to know I presume is: What is the present 
status of the trade practice movement? I do not think 
any apologies are necessary for the work of last year. 
In fact, I think it is a tribute to Mr. Swanson and the 
board of directors that so much was done during his 
administration. 

“The trade practice movement is far from dead. With 
a few changes it is just as virile, just as active, as it has 
ever been. If it had not had leadership, and the active 
support of such bodies as the Central Supply Associa- 
tion, it would be dead. Our industry sincerely believed 
when it entered into the movement that the Federal 
Trade Commission meant exactly what they said. But 
the commission got weak knees and our industry was 


permeated with the idea that it was about time to bury: 


a dead horse, because the commission has not definitely 
stated what it is going to do with the rules. 
“Men close to the situation believe there is no danger 
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CAST IRON 


Screwed Drainage 


Flanged Sprinkler 


MALLEABLE 
Standard Extra Heavy 
Hydraulic Oil Country 

Railroad 300 lb, Fire Line 


ELECTRIC 
CAST STEEL 
Screwed Flanged 
STOCKHAM 
RETURN BEND 
for Cracking Stills 


STOCKHAM: 
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The Stockham superlative quality stand- 
ard has placed a new measure upon 
pipe fitting requirements. No longer will 
“any make” of fittings do for the man 
who takes pride in his work and has no 
time to waste. Today, Stockham Accu- 
racy, that makes it easy to build straight 
lines with tight joints, is the measure of 
true value. Be sure the name Stockham 
is on the fittings you buy, for then you 
may be certain of the dependability 
that you have a right to demand in the 
materials you use. 


STOCKHAM PIPE & FITTINGS CO. 
Birmingham, Alabama 


Stocks in Boston, New York, Chicago, Houston, 
Los Angeles 


FITTINGS 


for straight linesNand strength 
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SINK FIATURE 


For homes where only the best will do, or where the housewife takes a 


















1 it particular pride in dressing up her kitchen, this Capitol Sink Fixture is, we 
” believe, the handsomest and finest-built fixture anywhere obtainable. 


Chrome-plated throughout, the soap dish and handles are also of metal. 
" Or, at your option, china soap dish and china handles can be furnished. a 


Eight-inch centers with either female eccentric or male adjustable coup- 
lings. Especially suited to the new, low-backed sinks. 


| | Made in plants where precision workmanship is the only kind tolerated, 
| this fixture is as finely made as the most modern industrial methods enable. 


It is an aristocrat in its field. . 


The better plumbing supply houses throughout the country display and 
furnish Capitol fixtures. 







Bohn Aluminum & Brass Corporation 


APITOL BRASS DIVISIO 


MANUFACTURERS OF BRASS VALVES, BOILER TRIMMINGS AND PLUMBERS’ BRASS GOODS 


DETROIT ~ MICHIGAN 
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in the immediate future of any drastic revision of the 
rules. The action of the Federal Trade Commission in 
the Petroleum Institute case—the rules stricken off in 
that case—have no bearing on practices common in our 
industry and there is no ground for the belief that similar 
action will be taken with our rules. 


“This year we are attempting to decentralize the fair 
trade practice movement. We are trying to set up local 
committees to actively go after conditions in their par- 
ticular territories. We are trying to work with the vari- 
ous manufacturing groups. We are actively soliciting 
complaints. We find that it is very difficult to get com- 
plaints down on paper with all the substantiating facts. 
We believe, and I think we 
are rather sound in our be- 
lief, that as soon as two or 
three flagrant malefactors are 
hauled down to Washington 
and action taken, it will have 
a salubrious effect on the po- 
tential malefactors in our in- 
dustry.” 


Outside Competition 


J. Spillane, sales man- 
ager, James B. Clow & Sons, 
opened the section of the pro- 
gram dealing with merchan- 
dising, with a paper on 
“Merchandising Problems of 
the Industry.” Mr. Spillane 
said that he often wondered 
if the man who coined the slogan of the National 
Association of Master Plumbers—“They builded better 
than they knew’—had not been inspired. “That man 
probably knew,” said Mr. Spillane, “that there would be 
many men to follow him in the industry in its various 
branches who would not know that they were engaged 
in an industry absolutely vital to the health and comfort 
of the public. He probably knew that there would be 
unscrupulous manufacturers, wholesalers, masters and 
journeymen who would tear down rather than build up. 

“First we must consider what our function is in the 
life of this nation. We provide health, convenience and 
comfort in places of habitation. 
be to make every man and woman connected with this 
industry realize that he is an important factor in the 
life of the nation. He must be proud of the fact that 
he is affiliated with an industry that means so much to 
the health and comfort of the people. 





Ww. E. MeCollum, advisory 
secretary, C. S. A. 


Our first effort must’ 
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“We have not taken this message to the public, and | 
other industries have taken our place in the minds of the | 


people as being more essential than we are. 
it, gentlemen, the only instrument used by salesmen today 
to effect sales is low prices. They do not talk the impor- 
tance of plumbing and heating. They do not know their 
products or their values. This condition would not exist 


As I see | 


if sales managers and executives demanded that sales | 


be made on a quality basis rather than on a price basis. 


A New Quality Base 


“We know that basic fixtures differ very little in 
quality and cost. How, then, is it that we show such a 
difference in the price on a given job? It can be ac- 
counted for in the quality of the brass trim we put on 


en 
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MR. KLIE: 
“Will Copper Tubing pull away from 


its fittings?” 


MR. DILLINGHAM: 
“When a Chase Fitting is properly con- 
nected to Chase Copper Water Tube, it 
will take a pull of more than 3200 


pounds to make the joint leak.’ 





CHASE 


The mark that identifies good 
brass and copper products, 


QUICK FACTS 





FLEXIBLE—Bends and saves fittings. 

RUST-PROOF—99.9°: pure copper. 

STRONG—Tube and fitting stand 3239 Ibe pull. 

HEAT-AND FREEZE-PROOF—Stands 400° heat 
Expands instead of freeze-cracking 

SIZES; LENGTHS —AII etandard sizes, 69 ft. soft 
coils, 12 ft. half-hard lengths. 

MARK ED— Each fitting is Chase-marked. Fach tube 
every 12 in. 

TEMPER—Can be bent, but will not easily sag 


CHASE COPPER WATER TUBING 
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those fixtures to make completed installations of them. 
The reputable house spends money to advertise quality 
fixtures. Architects and owners get bids, and there is 
an enormous difference in the figures. They are called 
upon to look at fixtures. The fixtures are alike and they 
are told they are the same 
type, same quality, etc. True, 
they are the same basic fix- 
tures, but are they the same 
completed fixtures? 

“Brass goods must be the 
basis of our arguments for 
plumbing fixtures, and re- 
member that the sales argu- 
ment based on quality is not 
consistent with a low price. 

“There are two types of 
work to be considered—the 
larger operation or specified 
job, and the smaller operation. 
Let’s take the first: Since we 
believe in the manufacturer 
to wholesaler to contractor 
distribution, why should we permit the interjection of an- 
other figure in the job—the general contractor? There 
has been a tendency during the past few years for him to 
try to control not only the purchase of the piping part of 
the job, but also the installation. These general contrac- 
tors know nothing of the quality of heating and plumbing 
products or workmanship. They are not interested in the 
industry. They are only interested in what they .can 
make out of it. 

“Their method is to drive a hard bargain with the 
contractor and then want to deprive him of his right 
to buy his own material. They withhold payments due 
and impair the contractor’s credit standing with us. 
When they do settle with the contractor they demand all 
or part of the cash discount. I say they have no place 
in our picture, and in no 
case should we encourage 
them by solicitation or bid. 
We make quotations. We 
submit them—and who 
stands pat on his bid when he 
hears of a lower price? We 
have arrived at that stage 
when no contractor considers 
a bid from us as anything 
more than a rough estimate. 

“Now we come to the real 
parasite of all commercial en- 
deavor—the type of dealer 
who never contributes any- 
thing to any endeavor or in- A. R. Herske, manager, 
dustry. The policy of this 
type of man is to select from 
the merchandise of each and every industry what is most 
staple and used in volume. He selects neither variety nor 
color nor style. This simplifies his inventory and gives 
him the greatest turnover. He then looks for some pro- 
ducer of that product—usually a poor one—and flatters 
him with a large order. 


M. J. Beirn, vice president, 
American Radiator Co. 





American Radiator Co. 


Direct Competition Must Be Met 


“This merchant has quite naturally come into our busi- 
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snies promotion department, 
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ness because certain of our products have become staple. 
We, by our avowed policy, have set up the contracting 
branch of this industry as our retailer. Such being the 
case, I think we are in duty bound to educate these men 
to sell our products, sell better merchandise, and also to 
place them in a position to meet any and all competition 
which may arise in their respective territories. The 
direct-to-you dealer is today selling the most staple com- 
modities of our industry at prices that closely resemble 
our prices to the retailer. 

“Therefore, I think that we manufacturers and whole- 
salers should take a few items which we know are the 
types of merchandise that go to make up this competi- 
tion and make prices thereon to our retailer which will 
permit him to make a sale rather than the direct-to-you. 
Next, we should give him all 
the sales ammunition he, 
needs to combat arguments 
advanced by his competitor. 

“This merchandising prob- 
lem is a problem of the en- 
tire industry. I believe that 
if our method of distribution 
is right we should gather to- 
gether some of the wise 
heads of this industry to dis- 
cuss merchandising problems, 
not particularly men that are 
prominent, or members of 
any given association, but 
men in the industry who R. V. Sawhill, editorial di- 
know the situation.” _ ———————— 

Following Mr. Spillane’s 
address, there was a general discussion in which a great 
many of the members present took part. 

R. V. Sawhill, editorial director of Domestic ENGcI- 
NEERING, delivered an address, “Modernization Cam- 
paign—Its Possibilities and the Obstacles Which Retard 
Its Progress,” which will be found reported in full in 
another section of this issue. His address inaugurated 
a general discussion led by A. R. Herske, manager of 
the sales promotion department of American Radiator 
& Standard Sanitary Corporation. 

The’ merchandising methods of two wholesalers who 
are making a success of creating sales were described by 
Mr. Herske. He said that the development of any sales 
promotion plan means following a definite step-by-step 
program. 





Modernization Possibilities Proven 


One of the wholesalers described by Mr. Herske, after 
making a careful study of modernization, was convinced 
that this type of business had big possibilities. He real- 
ized, though, that some little effort would be needed to 
get his men in the same frame of mind and that it was 
up to him to show them how this business could be 
secured. To a considerable extent this wholesaler fol- 
lowed the methods employed by other industries. Work- 
ing on the theory that plumbing and heating is not 
bought but must be sold, he required that his salesmen 
make more calls. He set a definite quota for each man, 
and checked up on them daily. Realizing that his men 
would be enthusiastic one day and in the opposite frame 
of mind the next, he made it a point to do everything in 
his power to keep them pepped-up. When they made 
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The contractor who is looking into the future and viewing it in terms of better 
business is thinking about pipe,—not the pipe of the future but the pipe of 
today. For upon the service given by today’s plumbing and heating installations 
will depend his business growth. 


Republic Steel Pipe has made a name for itself. It merits the approval of 
those responsible for its use. Because of its uniform structure, strong welds, 
clean threads and tight fitting couplings it is the accepted specification on a 
high percentage of new construction. And contractors who know that the 
difference between profit and loss often lies in the cost of labor, appre- 
ciate the ease with which Republic Steel Pipe cuts, threads and goes in on the job. 


Let us tell you the names of many notable buildings 
in which Republic Steel Pipe has been installed. 





Se REPUBLIC STEEL 
YRS BMP CORPORATION 


GENERAL OFFICES: YOUNGSTOWN, OHIO 
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Dealer 


Figure 1062 
Deming "Oi 
Rite” Deep 
Well Pumping 


Unit 


Household duties cannot keep her 
indoors nor tire her out. She’s the 


modern woman who uses a vacuum _—_ come _ by energetically selling effici- 


cleaner, an electric washer, a dozen 
and one other mechanical aids, 
among which, of course, is a Deming 
Water System. She saves her time 
and strength to enjoy the company 
of her family, to make her social life 
more pleasant, to provide hours and 
energy for health-giving recreation 
—and a Deming Dealer profits be- 


cause of her progressive attitude. 


Every day you probably pass scores 
of homes, cottages or farms where 
modern women live, but where no 
water system helps to lighten labor, 
simply because no one has sold the 
lady of the house on the advan- 


tages of running water. 


Why not reap the profits that will 


THE DEMING COMPANY, Salem, Ohio y 


~ = 


WD 


ent water pumping equipment to 
these housewives? Why not capital- 
ize on this situation by selling Dem- 


ing Water Systems in your territory? 


Here is a complete line of water 
systems, ranging from the “New 
Marvel” designed for average re- 
quirements, to the “Oil-Rite” models 
built for heavier duty and greater 
capacities. All Deming Water Sys- 
tems are unusually dependable in 
operation, smooth running and quiet. 
All provide a mighty good profit 
margin for you as a dealer. 


Examine the new Deming catalog 
which completely illustrates and de- 
scribes Deming products. Just use the 
handy coupon on the opposite page. 


Established 1880 
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WATER SYSTEMS 
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SIX FEATURE POINTS 


4 SUCTION VALVES —accessi- 


ble by removing one nut 


1 HELICAL CUT GEARS—pro- 


vide quiet operation 


% SUCTION AND DISCHARGE 
OPENINGS—on end of pump 


2 TIMKEN ROLLER BEAR- 
INGS—decrease friction losses 


6 CAPACITIES — from 550 to 
4800 gallons per hour 


3 STAINLESS STEEL PISTON 
ROD —resists scoring and 
corrosion 
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1 would like to have a copy of the new Deming catalog and price lists. 


My Name 
Company Name 
Address 


City State 
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a sale he complimented them and when they lost one he 
encouraged them. 

The other wholesaler Mr. Herske described is securing 
excellent results by working directly with the local mas- 
ter plumbers’ association. In closing, the speaker re- 
peated that the building up of a sales organization to 
handle modernization work is a step-by-step process, 
requiring continuous day-to-day effort. He stated that 
during the past year his com- 
pany sold material for mod- 
ernization work on approxi- 
mately 35,000 jobs valued at 
close to $22,000,000. 


Bureau Activities Reported 
Joseph G. Hildebrand, 


secretary-manager of the 

Plumbing and Heating In- 

dustries Bureau, took the 

platform to tell, briefly, of 

the activities and services of 

the organization which he 

represents, and to request the 

financial support of the mem- |. ciate ianiatilian: 
bers of the Central Supply C. S. A. 
Association, in particular that 

of the wholesalers. The speaker explained that the 
larger manufacturers are contributing generously to the 
bureau’s program, as are the master plumbers. The 
latter, he said, are lending their support through the Na- 
tional Association of Master Plumbers, which is con- 
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tributing one-quarter of its annual income to the bureau. 
He said the wholesale branch of the industry was the 
only one not doing its part. 

Mr. Hildebrand described the purposes of the regional 
management conferences and told of the sales school that 
is to follow these conferences. He said that free pub- 
licity secured by the bureau in the past year in telling 
the public the story of modern plumbing and heating 
would cost in the neighborhood of $225,000 at regular 
space rates. The actual cost to the industry for this 
publicity, however, was only about $12,000, Mr. Hilde- 
brand said. 

Mr. Ahrens took the floor to say that in his opinion the 
publicity work of the bureau is worth a great deal more 
than it is costing. “All of us,” he said, “in spite of 
present business conditions, should contribute toward the 
bureau to the best of our ability.” He gave his unquali- 
fied endorsement to Mr. Hildebrand as secretary-man- 
ager of the organization. 

A. B. Pierce of the N. O. Nelson Mfg. Co., St. Louis, 
Mo., said: “The bureau is our only direct contact with 
the contractor. By all means we should continue this 
contact.” . 


The Credit Situation 


Referring to the credit situation in his opening state- 
ment, Mr. Talbott said: “The credit losses exacted 
severe penalties. Had it not been for the local and state 
credit bureaus, and the work of the credit secretaries, 
our credit losses would have been terrific and the losses 
in this respect would have eliminated many wholesalers. 





KENNEDY 


VALYES~PIPE FITTINGS~FIRE HYDRANTS 








S a thoroughly reliable iron body gate valve for moderate 
steam and water pressures, you can’t beat Kennedy 
Figure 57, the standby of thousands of contractors and en- 
gineers all over the country. Its simple sturdy mechanism and 
its strong well-designed body have stood the test of time in 
innumerable installations. Like all Kennedy Products, these 
valves are generously proportioned, made of carefully 
selected materials, and accurately machined to assure easy 
installation and easy operation. For your next job, be sure 
to ask your dealer for Kennedy Gate, Globe, Angle or Check 
Valves and Kennedy Malleable Iron or Brass Pipe Fittings. 
You will find them reasonably priced and thoroughly sat- 
isfactory in every respect. 


The Kennedy Valve Mfg. Co., Elmira, N. Y. 


BRANCH OFFICES AND WAREHOUSES: New York, 128-132 White St.; 
San Francisco, 448-450 Tenth St.; Chicago, 1335-1337 South Clinton St. 


SALES OFFICES: Salt Lake City, El] Paso, Philadelphia, Cleveland, Los Angeles, 
Seattle, Atlanta. 
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BUY 
FROM YOUR 
DISTRIBUTOR @, 


Supplied in two styles of fin- 
ish: chrome-plated; standard 
with orange panel in jaws. 


Two sizes:—No. 11 takes pipe 


% to 2% inches. No. 12, % to 
4% inches. 


J.H. WILLIAMS & CO. 


“The Drop-Forging People 
75 Spring St. New York 


WESTERN WAREHOUSE 
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This handle’s ON TOP 


VERYTHING above the bench! No fumbling—no groping. The 


handle’s right there—where you want it. 








The pipe worker who has never used Williams’ “Vulcan Superior” 
Vise has a new experience in convenience coming to him. 

And thisvise has other definite advantages; it takes pipe ahalfinch larger 
than corresponding sizes in other vises; the jaws are reversible, giving 
double life.““Vulean Superior” is wholly made of tough wrought steel 
drop-forged base, jaws, handle and chain-arm. Ask for literature. 








SUPERIOR 
CHAIN PIPE VISE . 


SALES OFFICE, CHICAGO wWworus K FFALO NM 1, 
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The Profitable Method 
of Pipe Installation .. . 














is the one that takes the least time to install, the least material and lasts | 
longest without further attention. 


Properly welded pipe installations are generally the quickest to install, 
take less material, which of course means a saving, and lasts longest 
because welding gives the equivalent of a practically jointless 
installation, permanently leak-free. 


As well as being the most profitable to you, they are the most satis- 
factory to your customer because they insure against further trouble, 
simplify construction and reduce his costs. 





Airco Engineering methods, Airco Oxygen, Acetylene and Airco- 
Davis-Bournonville Equipment insure these advantages. Your nearest 
Airco Office will be glad to advise you. 





Cleveland 
Deyton 


Detroit 
Jersey City 
Kanses — 
Los Ange es 
Louisville 


Minvespol AIR REDUCTION SALES 


eer COMPANY 


a Lincoln Bldg., 60 East 42nd St., New York 
Seattle 








Represented in Texas by 
Magnolie Airco Gas 


Products Co., Houston Airco Oxygen—Airco Acetylene—A irco-Davis-Bournonville 
ee Fase ond Welding & Cutting Apparatus — Supplies — National Carbide 
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The manufacturers’ credit losses would have been ten- 


fold. 


“If the automatic arrears list is a good thing for the 
wholesalers, why would it not be a good thing for the 
manufacturers? The allowance of credit by the manu- 
facturers and wholesalers indiscriminately is an injustice 
to those who discount their bills, or pay when they are 
due.” 

D. R. Thomas, secretary of the Central Western 
Credit Association, reported on the credit situation for 
the fourteen credit bureau secretaries. ‘Credit bureaus,” 
said Mr. Thomas, “decrease the cost of operating a busi- 
ness.” He pointed out that where credit bureaus are 
operating, with the co-operation of the trade, conditions 
are better than they would be otherwise. He called 
attention to the fact that just now, with volume low, 
many accounts that have been very good risks in the 
past are slipping, and it is necessary to keep a close 
check on them. He cited one case where such an account 
finally caused loss to wholesalers not in the district, who 
had failed to make inquiries, although local wholesalers 
had no bill against the firm older than January 1. Speak- 
ing for the secretaries who had attended a meeting prior 
to the opening of the regular sessions, Mr. Thomas said: 
“The secretaries appreciate the influence of the Central 
Supply Association, and the good work of Mr. McCol- 
lum in forming new bureaus and in assisting those in 
operation. The secretaries feel the need of something 
more than a spasmodic influence of that kind and they 
recommend to the association’s executive committee the 
employment later of an assistant secretary or field man 
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to call on the credit bureaus at regular intervals and act 
in an advisory capacity.” 

The secretaries also recommended that no bureau op- 
erate a collection department, especially where the list 
of arrears plan is in effect. “We are maintaining most 
of these bureaus,” he said, “as strictly credit bureaus for 
the accumulation of credit information.” 

Following Mr. Thomas’s talk, Mr. McCollum took the 
floor to say that the credit bureaus had cost the members 
less than one-tenth of one per cent of sales, and to 
express the hope that they would support the bureau 
secretaries in their work. 

Frank Collins, president of Toledo Pipe Threading 
Machine Co., who has been working for some years in 
the interest of resale price legislation, outlined the prog- 
ress made this year. He was able to report that during 
the previous ninety days the Capper-Kelly bill had been 
reported out of committee. A rule had been secured 
and the bill was.assigned to the calendar and spoken 
for by Mr. Kelly. Opposition was felt from the large 
department and chain stores, and at the same time help 
was received from some unexpected sources. 

Unfortunately, the bill passed by the House was emas- 
culated by the insertion of a clause exempting so many 
classes of merchandise from its provisions that, as Mr. 
Collins said, “it did not render the relief we wanted.” 
The bill in its original form has been introduced by 
Senator Capper in the Senate, but it was necessary to 
let it rest until the next session. Mr. Collins asked the 
members to support the bill in the fall by getting in 
touch with congressmen from their various districts. 





Nye “TRIAD” Stock 


O KIT is complete without the Nye ‘““TRIAD”’ 


THREE WAY TYPE 


Stocks. You may completely assemble or dis- 
semble them by hand. (No screws or screw driver 
necessary.) They are time and labor savers. 





Stocks are equipped with Nye solid round dies, 
held in place by two stationary pins built in the 
die heads to prevent their turning, and locked in 
by a threaded die head cap, easily removed by a 
few right hand turns. 





PATENT PENDING 


ABSOLUTELY GUARANTEED 


Dies may be reversed in die holder to thread 
close nipples, special bushings being provided with 
each stock for this purpose. 


NET PRICES 


Stock complete with #9”, 4" and 34” Dies... . .$8.40 

Stock complete with 14", 34” and 1” Dies...... 9.10 : . 

Extra Dies—3;", 14” and 3%”, each....... o- These stocks are practical and well built tools, 
a ene 2.45 carrying the unqualified Nye guarantee. 


West of Rocky Mountains, 5% additional 
Manufactured by 


THE NYE TOOL & MACHINE WORKS 
4120-30 Fullerton Avenue $3 Chicago 
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Costs Studied 


President Talbott, in his opening remarks, said: 
“Since the first of the year twenty zone meetings of 
wholesalers have been held and it is apparent that these 
meetings were most timely. Intimate knowledge was 
obtained which revealed just how badly wholesalers had 
been injured during the depression of last year. It is 
apparent that many failed to reduce operating expenses. 
Shrinkage of inventory values was also responsible for 
some of the losses, but it must be remembered that, with 
the exception of one or two commodities, the decline in 
prices by manufacturers was orderly and not as severe 
as it was in the year of 1921.” 

As usual, the wall space back of the platform was 
covered with the great charts showing the figures drawn 
from the 1930 cost survey. Secretary Macfee read over 
the various classifications, with Mr. McCollum holding 
the pointer. It is now the intention of the secretary’s 
office to prepare cost figures for the various zones, after 
which each individual company’s report will be com- 
pared with the figures for the zone in which it is located. 

During the first session two new members were ac- 
cepted by the association—Buffalo Pipe & Foundry Co., 
of Buffalo, N. Y., and General Water Softeners, Inc., 
of St. Paul, Minn. 


» 
New Ruling Cuts Oil Burner Installation Costs 


The Board of Standards and Appeals of New York 
City recently approved an amendment to the rules gov- 
erning fuel-oil tank installations for domestic oil burners. 
The amendment provides that one gravity feed tank of 
275 gallons may be installed unenclosed. Harry F. Tapp, 
executive secretary of the American Oil Burner Associa- 
tion, one of the sponsors of the amendment, states that 
the provision saves home owners from $75 to $150 on 
installations. The new ruling gives New York City a 
position similar to that of other populous centers and 
does not infringe the regulations laid down by the Na- 
tional Board of Underwriters. 

aa 
Range Burner Manufacturers Organize 


Final steps in the organization of the Distillate Burner 
Manufacturers Association were taken in Boston, Mass., 
at the Hotel Statler on March 5 by representatives of 
The Silent Glow Oil Burner Corp., Lynn Products Co., 
3unsen Oil Burner Co., Tower Manufacturing Co., Taft 
Oil Burner Co., Fowler Oil Burner Co., Inc., The 
Alaska Freezer Co., Florence Stove Co., Quaker Manu- 
facturing Co., and Automatic Burner Corp. These ten 
firms are charter members of the association. 

R. M. Sherman, president of the Silent Glow Oil 
Burner Corp., was elected president of the association. 
R. W. Drown, sales manager of Lynn Products Co., 
and F. W. Barhoff, Sr., of the Bunsen Oil Burner Co., 
are, respectively, first and second vice presidents. Mr. 
Isaacs of Tower Mfg. Co. is treasurer and H. H. Morse 
of Florence Stove Company, secretary. 

The organization comprises both range burner manu- 
facturers and manufacturers of space heating equipment 
and is designed to further the industry and insure better 
service and products for dealer and customer alike. 

At a subsequent meeting, to be held shortly, the pro- 
gram for the first year will be outlined. 
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EAT SUCCESS! 


THE 


emmy) =) RED BLAST 
> BOILER 


WITH BLOWER 
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: : RED BLAST Boiler with blower and safety control — all in 
4 one unit— has proved both its popularity and its efficiency. It enables 


the burning of the smaller sizes of anthracite with remarkable satis- 
‘ faction, little attention and a great saving in fuel costs. 

j New, colorful jacket, insulated on all sides; long flue travel, insuring - 
J complete combustion; individual tie rods make assembling easy; 
4 made in 18-in. and 28-in. sizes. Can be obtained, when desired, 
E: without blower and controls in the RED-GLO Boiler. 

. Royal RED BLAST and RED-GLO Boilers 


HART & CROUSE CO. 


UTICA, N. Y. 


Boston New York Washington Detroit Pittsburgh 
A COMPLETE LINE OF FURNACES AND BOILERS FOR EVERY TYPE OF BUILDING 


26° Red-Glo Boiler 17° Red-Glo Boiler Round Boiler 


28° Sectional Boiler Large Sectional Boiler 


Warm Air Furnace 
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Maine Salesmen Hold Annual Meeting 


The twenty-fourth annual meeting and dinner of the 
Plumbing, Steam and Metal Salesmen’s Association of 
Maine was held Monday, March 16, at Dunscroft Inn, 
Dunstan, Me. While the attendance was not equal to 
that of the last few years, more than seventy-five mem- 
bers were present for the meeting and dinner. 

Edmund Henry, of the Malleable Iron Fittings Co., 
Branford, Conn., was elected president of the association 
for the coming year. G. Homer Fraser, of R. B. Dun- 


Left to right: G. Homer Fraser, R. B. Dunning Co., 

Bangor, Me.; E. F. Hayden, former recording secretary of 

the Maine salesmen’s association; C. A. Vater, past presi- 

dent of the association; Perey A. Quimby, recording 
secretary 


ning & Co., Bangor, Me., was elected first vice president. 
Harold Knight, of Blake-Rounds Supply Co., Portland, 
was selected as second vice president. E. T. Pierce, of 
Hoffman Specialty Co., Inc., Waterbury, Conn., was 
elected third vice president. 

Other officers elected were; Treasurer, Frank S. Bill- 


ings, of Henry L. Doten Co.; financial secretary, C. H. 
Prouty, of Standard Sanitary Mfg. Co., and recording 
secretary, Percy A. Quimby, of The Smith & Abbott 
Co., Portland. 

The above officers were the choice of the nominating 


committee which was composed of E. F. Hayden, An- 
drew F. Curtin and R. C. Parker. 

The meeting was called to order by President Ralph 
D). Rich, after which the minutes of the previous meet- 
ing were read by Mr. Quimby. Mr. Quimby said that 
membership in the association was growing and that the 
organization now has 171 members. Mr. Quimby also 


Top row, left to right: C. F. Harrington, United States 
Radiator Corp., Portiand; C. H. Prouty, financial secretary 
of Maine salesmen’s association; Frank 8S. Billings, asso- 
ciation treasurer; E. L. Boehmke and W. T. Backstrom, 
both of United States Radiator Corp., Portland. Bottom 
row?! Cc. K. Possmore, Walworth Co., Boston, Mass.; 
0. L. Treat, Jenkins Bros., New York City; E. H. Murphy, 
York Oil Burner Co., York, Pa.; Ernest Moynihan, Port- 
land, Me. 
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read a number of communications, among which was one 
from Richard Young, of Bangor, a member of the asso- 
ciation who has been ill for many months. Mr. Young 
is now well on the road to recovery and in his letter he 
expressed his appreciation of the many courtesies ex- 
tended him during the period of his confinement. 

The reports of Treasurer Billings and Financial Sec- 
retary Prouty were accepted as read. 

Among the guests present were: P. W. Donoghue of 
Boston, Mass., vice pesident of the National Association 
of Master Plumbers; Joseph A. Maynard of the Boston 

}rass Co., Waltham, Mass., past president of the East- 
ern Supply Association; J. Preston Perham of West 
Roxbury, Mass., financial secretary of the Massachusetts 
Sanitary Club, and Harry G. Starr of Wm. H. Gallison 
Co., Boston, Mass., president of the National Plumbing 
and Heating Institute, Inc. 

A steak and lobster dinner was served after the busi- 
ness meeting, and the balance of the evening was devoted 
to music and dancing. 


4 


Speaks on Co-operation Between Heating and 
Anthracite Industries 


The Anthracite Club of New York held its monthly 
meeting at the McAlpin hotel, New York City, on 
March 18. President O. F. Ostby introduced the 
speaker of the evening, H. T. Richardson, vice presi- 
dent of Richardson and Boynton Co. and president 
of the Boiler and Radiator Institute, whose subject 
was “mutual co-operation between the plumbing and 
heating industry and the anthracite industry.” Mr. 
Richardson said: “The important element entering 
into the mutual interests between anthracite coal 
operators and dealers, and the manufacturers and 
distributors of heating equipment, in which coal is 
burned, is the necessity of a co-operative merchan 
dising plan which will procure for both industries 
that share of the consumer’s dollar which other in- 
dustries and activities are now procuring to our 
detriment. 

“fhe manufacturers of boilers and radiators have 
always produced equipment particularly suited to 
anthracite coal. In some few cases the manufactur- 
ers have become interested in other fuels and meth- 
ods of firing that heating equipment, but by far the 
largest majority of heating equipment supplied today 
is best adapted to the use of anthracite coal in any 
and all of its sizes. 

“The coal operator and dealer has a full and direct 
obligation to assist the manufacturer of heating 
equipment and his channels of distribution, i. e., the 
plumbing and heating contractor, in attempting to 
really merchandise the product which he sells. 

“When you consider that from 70 per cent to 80 
per cent of all the anthracite mined is sold to home 
owners burning around seven tons, and when you 
further consider that these same home owners in- 
variably have some method of heating water, it is 
surprising to note the real lack of co-operation on 
the part of the coal operator and dealer in trying 
to sell the home owner the most efficient, most easily 
installed, most easily operated water heating de- 
vice on the market, the coal burning hot water 
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URING recent months many farms and rural communi- 

ties have been suffering severely from water shortage. 
Streams, springs and other natural sources of water supply have 
disappeared, while old reliable wells have gone bone dry. 


Already, many wells have been deepened while hundreds of new 
wells have been drilled or dug to meet the emergency. 


Myers dealers find it easy to take care of the demand for pumps and 
water systerms—there is dependable Myers Pumping Equipment for 
every rural need. Our production and distributing facilities—the 
completeness of the Myers Line—the quality of Myers Pumps and 
Water Systems—offer exceptional opportunities for dealers to get 
this business. 

Our Engineering Department is ready to assist 
you in solving water problems for your customers. 
Inquiries receive prompt attention. Write or wire 
for catalog and information. 


— eal 
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SAM LO FE. MYERS & BRO. 


: ASHLAND, OHIO. 
®) PUMPS-WATER SYSTEMS -HAY TOOLS -DOOR HANGERS 
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You Can Safely 
recommend 


an OHIO 


Here’s why: 


1. There’s a suitable size for 
every job large or small. 

2. Low first cost plus low operat- 
ing costs make for customer 
satisfaction. 

3. Safety pilot control—no extra 
cost. 


. BIG plumbers’ profit. 


Several attractive models 
—$50 and up. Ample 
capacities—I165 to 1000 gal- 
lon. Write today for our 
proposition. 


WE SELL THROUGH THE PLUMBING 
TRADE EXCLUSIVELY 


THE OHIO HEATER CO. 


Columbus, Ohio, U.S. A. 


OHIO 


Automatic 
WATER HEATER 


‘‘No Finer Heater Built’’ 
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heater. Various authorities consulted agree that the 
domestic hot water heater is the one real oppor- 
tunity for the coal operator and dealer to start to 
increase the anthracite tonnage consumed, and this 
increase in consumption can only be obtained by real 
co-operation on the part of the entire anthracite 
industry. Again various authorities agree that the 
potential tonnage to be gained through the sale and 
installation of domestic hot water heaters will aggre- 
gate 10,000,000 tons per annum. This increased ton- 
nage is only obtainable through selling the plumbing 
and heating industry the idea of anthracite domestic 
hot water heaters. 

“Some boiler manufacturers have gone a step 
further in an intelligent and earnest attempt to 
market a magazine feed boiler, which without trouble 
to the consumer, will successfully burn anthracite 
in a manner highly desirable to many owners. No 
one will predict any limit for the sale of the maga- 
zine feed boiler if the co-operative effort I am so- 
liciting tonight will be put forth. Magazine feed 
boilers represent a very definite barrier against sub- 
stitute fuels of all kinds and the more of this type 
of equipment sold, the more real insurance the an- 
thracite operators and dealers have for tonnage in 
the future. 

“Every anthracite coal burning boiler and water 
heater sold and installed by the plumbing and heat- 
ing contractor means real tonnage to the anthracite 
industry. An example—the average life of a heat- 
ing boiler is from thirty to thirty-five years. If the 
plumbing and heating industry were properly sold 
on anthracite as a fuel the anthracite industry would 
be assured of the tonage for that period of time, in 
direct ratio to the effort expended to get and keep 
that tonnage and it goes without saying that the 
plumbing and heating industry can be made helpful 
in expending that effort, if the anthracite operator 
and dealer really solicit our industry’s co-operation. 
No one can predict the life of a domestic hot water 
heater, but assuming that every one sold will con- 
sume only one ton of coal per annum it is easily seen 
that this phase of the market can and will be 
developed. 

“The stoker manufacturers have exerted pressure, 
advertised and pushed the sale of their equipment 
which again is expressing at least a co-operative 
spirit. 

“This co-operative spirit on the part of the stoker 
manufacturers has been stifled by some anthracite 
operators and dealers, and yet stoker sales are 
progressing in spite of some apathy on the part 


| of the anthracite industry. The stoker is the answer 


to a very definite need for automatic firing and ash 
ejection and the plumbing and heating industry is 
co-operating with the stoker manufacturers as are 
the boiler and radiator manufacturers. 

“The one real complaint is the fact that the coal 
operator and dealer is not taking advantage of the 
help he can get from the manufacturers of heating 
equipment through the plumbing and heating con- 
tractor. He is not taking advantage of the installa- 
tions of the manufacturers’ equipment and he is not 
doing his fair share of the job to be done; namely 
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1-2-3-4-5-A BETTER JOB! 


Josam-Marsh Grease 
Interceptors Insure It 
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Points that Prove it~ 


1. No water jacket is required to solidify 
the grease. 


2. Regardless of waste water temperature, 
Josam-Marsh Interceptors remove 98% 
of the grease. 


3. Retains only clean, salable grease ...no nh E 
. ; : The illustration above . 
deteriorating foreign matter. : shows the Interceptor in : 
action and below, the } i 

4. Josam-Marsh Interceptors have no mov- a FO neat appearance. To i 
ing parts... nothing to wear out. iat yy) the left, the component 4 

. 7 parts are identified. ; ql 

5. Profits! You make more net. Cost in- . 
stalled lower even in existing buildings. i 

‘ 

i 


There is a size to fit every grease intercept- 
ing requirement from an apartment house sink 
to the largest hotel kitchen unit. 


Josam representatives are eager to give 
you complete information. Or write for de- 
scriptive literature. 





GREASE INTERCEPTOR 


(a) Inlet; (b) V-Baffle; (c) Flat Baffle; 
(d) Converging Bottom Ribs; (e) Converging » 
Side Wall Ribs; (f) Outlet; (g) Channel to Outlet; (h) Out- “ 


& let Pipe Connection; (i) Vent Connection and Cleanout; 
ns edb rs % (j) Seal Wall Separating Outlet and Body of Interceptor. 
* 
ie * 
of grease 
JOSAM MANUFACTURING COMPANY 


PrPeOmoce al fro wre 4904 EUCLID BUILDING CLEVELAND, OHIO 


FACTORY: MICHIGAN CITY, INDIANA BRANCHES IN ALL PRINCIPAL CITIES ‘ 
tf 4 
water at IT10 


Josam Manufacturing Company will exhibit at the N. A. M. P. Convention 
© at Milwaukee, Wis. (Plumbing Exhibition, Booths 54 and 55) 
Fahrenheit! 
Gmremirmettr. 























We will welcome inquiries regarding the use 
and installation of the Josam Products listed 
below from Catalog G: Josam Drains for Floors, 
Roofs, Showers, Urinals, Garages and Hospi- 
tals; Josam Swimming Pool Equipment, Josam- f 
Marsh Grease, Plaster, Dental and Surgical, * 
Sediment and Hair Interceptors; Josam-Marsh F 
Shock Absorbers for pipe lines; Josam Open 
Seat Back Water Sewer Valves; Josam Open 
Seat Swing Check Valves; Josam Adjustable 
STANDARD Closet Outlet Connections and Bends, Water 


OF AMERICA and Gas -Tight. ‘ 





JOSAM PRODUCTS ARE SOLD BY ALL PLUMB- 
ING AND HEATING SUPPLY WHOLESALERS 


THERE ARE NO SUBSTITUTES FOR JOSAM PRODUCTS 
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SUPERIOR 
GAS PRESSURE 


BARBER 


REGULATORS 





Build GOOD WILL 


by installing a Barber 


Regulator on every house service line « « 





H. C. REYNOLDS 
HOT WATER AND HOT AIR HEATING 
METAL WORK 


46 WING STREET 
PHONE: CLIFFORD 4556 


NEW BEDFORD, MASS. 
March 9, 


SANITARY PLUMBING : 


1931. 


The Barber Gas Burner Co., 

3702 Superior Ave., 

Cleveland, Ohio. 

Gentlemen: 

I purchased one of your Gas Pressure Regulators 
from my local Supply House about two months ago. 
I installed it in my house to try it out. 

My January bill was $.96 and my February bill 
$1.00. My gas bills for the last four years 
have been running about $3.50 per month on the 
average. 

To say I was surprised is putting it mildly. 

I now intend to go out and push this regulator 
as I now know it will do every bit you say it 
will, and more in my case. I enclose a cir- 
cular, one of which you sent me some time ago. 
Can I have some more of these circulars at 
your earliest convenience? 

MV Sincerely, 


3-11-31 Signed: H. C. Reynolds. 











Tre BARBER GAS PRESSURE REGULATOR 
IS A RELIABLE PRECISION DEVICE « « 


Small, neat, rugged and durable, its remarkable accuracy is built 
in for permanence. High grade bronze valve with all brass work- 
ing parts. Springs of special phosphor bronze. Diaphragms of 
highest grade sheepskin, specially treated to withstand normal 
house service gas pressures. 

Barber Pressure Regulators are built with interchangeable parts. 
They maintain uniform and constant supply of gas to the burners, 
preventing incomplete combustion sal wae of gas. Eliminates 
risk of failing pilot lights and puffing out of burners. 

WHY NOT ORDER A SAMPLE BARBER REGULATOR 
NOW TO PROVE THE MERITS OF THIS PROFITABLE 
BUSINESS BUILDER? 

Consumer literature, sales helps and DISCOUNTS WILL BE 
SENT TO YOU, UPON REQUEST. WRITE TODAY! 


Steady Profits for You and a Guarantee 
Against High Gas Bills and Service Calls 


Point out these facts to your customers 
and they'll make the small investment 
that will give them this New Barber 
economy. 

SAFETY—Provides safety from high and ir- 
regular gas pressures that produce fumes and 
poisonous unburned gases. 
ECONOMY—Prevents waste of gas, quickly 
paying for itself, thru lower gas bills. 


SERVICE—Assures more satisfactory service 
from all appliances served by the meter. 
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THE BARBER GAS BURNER CO. 


3702-3704 Superior Ave. 
CLEVELAND, OHIO 
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the merchandising of anthracite coal and anthracite 
coal burning equipment. 

“The manufacturers of heating equipment regret 
that there apparently is such a lack of real merchan- 
dising ability among coal dealers. Incident after in- 
cident can be cited where the coal dealer has had 
the opportunity of selling and co-operating with the 
home owner to that home owner’s satisfaction and 
the prevention of other than anthracite burning 
equipment being placed in that owner’s home. 

“The real job that we all have to do in our mutually 
allied interests is to get together in the large cities 
and small towns and work out a plan where the 
service we are able to render is tied in with the 
service that we believe the coal dealer should render, 
by mutually working on the proposition, develop 
greater interest, better service and a greater desire 
for anthracite burning equipment. This plan, in 
brief, is to tie up the anthracite operator and dealer 
with the boiler manufacturers and plumbing and 
heating contractors in every community. This is 
not difficult of accomplishment if everyone in the 
coal industry has an honest desire to co-operate. 
The plumbing and heating contractor will co-oper- 
ate because of the possibilities it offers him to sell 
his remodeling services to owners having heating 
plants which are obsolete, insufficient in boiler capac- 
ity or radiation, which owners are always blaming 
on the fuel rather than the system. The boiler manu- 
facturers will co-operate because of the opportunity 
it gives them to help the plumbing and heating con- 
tractor sell more heating equipment. May you give 
earnest and sincere thought to this problem.” 

In a discussion following Mr. Richardson’s speech, 
Mr. Ostby called on A. E. Bastedo, general manager 
of Burnham Boiler Corp., who said in part: “The 
boiler manufacturers and plumbing and heating con- 
tractors will co-operate with the anthracite operators 
and dealers, provided something is done by the coal 
industry to sell itself to the plumbing and heating 
industry. Burnham Boiler Corp. will give every 
assistance to any plan to make co-operative effort 
practicable and profitable to all concerned.” 

Some coal dealers present thought that the close 
co-operation between the two industries was not 
possible, due to the fact that plumbing and heating 
contractors were oil burner conscious. C. A. Connell, 
director of the Anthracite Institute, took exception 
to the remarks of the coal dealers, saying, “The 
fundamental reason that plumbing and heating con- 
tractors are oil burner conscious is the fact that 
oil burner manufacturers have solicited their good 
will, whereas the anthracite industry had never 
approached them. Therefore, the fault does not lie 
with the plumbing and heating contractor but with 
the anthracite industry. The good will of the plumb- 
ing and heating contractor is very essential to the 
success of any merchandising plan for anthracite, 
and it is an opinion the sooner the anthracite indus- 
try starts to create it, the sooner our industry will 
grow. The co-operative plan of Mr. Richardson is 
one which we should carefully study with the idea 
of helping to put it in effect at the earliest possible 
moment.” 
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4BLADE 


LARGE TEETH FOR CUTTING & SMALL TEETH FOR STARTING 
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RIGHT NOW is not too soon to begin using the 
new Self-Starting Hack Saw Blade—MIL FLEX 
DUPLEX—made especially for plumbing and heat- 
ing contractors. 


This blade is made of 24/36 pitch wavy set, and the 
ease with which the fine teeth on the forward end 
start the cut on the first stroke, is a revelation of 
metal cutting efficiency. 

A single trial will convince you that the MIL FLEX 
DU!LEX is the easiest starting, fastest cutting 
blade you ever used, and it cuts in a clean straight 
line .recisely where you want it. 

The MIL FLEX DUPLEX cuts small sections and 
squares of brass, copper and sheet metal with equal 
accuracy at any angle. It represents an entirely 
new principle in hack saw blade construction, and 
its use will show a great saving in labor costs. 


See Your Dealer or Jobber 


Made in 14/28 and 18/36 pitch straight set. 
Also in special 24/36 pitch wavy set for 


plumbing and heating contractors. The fine 
teeth start the cut like the feed screw of an 


auger bit. Ask for 


MILFLEX 
DUPLEX 


PATENTED U.S.A. 


THe HENRY G. THOMPSON & SON co. 
See SCE stablishea 1876 
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WHEREVER 
STEEL PIPE 
IS USED 


. ; . E Supplied in Black and Galvanized, 


in full Standard Weight, Extra Strong 
and Double Extra Strong. 


UNIFORM QUALITY STEEL—only soft, ductile 
steel made to a special analysis is used. 


FREE FROM DEFECTS—J & L pipe is straight 
and free from blisters, cracks and other injurious 
defects and is free from excess scale. 


THREADS AND COUPLINGS—the pipe has 
good clean-cut threads. Couplings are sound 
and correctly tapped to give a tight joint. 


GALVANIZING—the J & L process gives a 
thorough coating, which does not flake off, and 
prevents clogging with spelter. 


MANUFACTURING CONTROL—J & L exer- 
cises ownership-control over all raw materials 
and processes of manufacture, from iron ore to 


finished product. 
INSPECTION—all J & L pipe is subject to 


exacting and rigid tests and inspection. 


IDENTIFICATION—look for the name JONES 
& LAUGHLIN on every length. 


JONES & LAUGHLIN STEEL CORPORATION 


AMERICAN IRON AND STEEL WORKS 
JONES & LAUGHLIN BUILDING, PITTSBURGH, PENNSYLVANIA 


Sales Offices: Atlanta Boston Buffalo Chicago Cincinnati Cleveland Dallas Denver Detroit Erie Los Angeles 
Memphis Milwaukee Minneapolis New York Philadelphia Pittsburgh St. Louis San Francisco Washington 
Warebouses:s Chicago Cincinnati Detroit *Memphis Pittsburgh 
* Distributing Warebouse for Pipe, Wire Products, Sheets, Spikes and Bars for Concrete Reinforcement 


Canadian Representatives: JONES & LAUGHLIN STEEL PRODUCTS COMPANY, Pittsburgh, Pa., U. S. A., and Toronto, Ont., Canada 
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L B. Peeples of Los 
Angeles, vice president of 
Crane Company and new- 
ly elected president of 
the Western Supply Asso- 


Western Supply Association 
Considers Trade Problems 


Committees will be appointed 
to study trade conditions for 
separate commodities. 
for strict credit terms is stressed. 


L. B. Peeples of Crane Co. is 


Need 


ciation elected president 


RANK discussion dealing with trade-evils, with par- 

ticular reference to conditions obtaining along the 

Pacific Coast, and how best to cope with them, were 
the high lights of a two-day meeting of the Western 
Supply Association held at Del Monte, Calif., March 19 
and 20. 

It is customary for the organization to get together 
twice a year, in March and October, the spring meeting 
being featured by the choice of new officers and a new 
executive committee. At the recent meeting, L. B. 
Peeples of Los Angeles, vice president of Crane Com- 
pany and former first vice president of the supply asso- 
ciation, was elected president, succeeding Jesse C. Bowles 
of Seattle. The new first vice president is D. L. O’Hair ; 
second vice president, Frank A. Kales. The executive 
committee is now made up of Paul O. Vance, B. B. 
Starke, E. A. Neupert, F. F. Elliott, Peter P. Schubert, 
Francis J. Baker, F. B. DeLong and M. M. McElwaine. 


Two important amendments to the by-laws were voted, 
one reducing the number of executive committee mem- 
bers, exclusive of the officers, to eight, the other pro- 
viding for a reduction in the annual dues from sixty to 
twenty-five dollars. It is anticipated that a more compact 
organization and one that will function more efficiently 
should result from the first amendment, while the sec- 
ond, it is felt, will help to retain memberships. 

Being unavoidably detained on personal matters, 
President Bowles was prevented from attending and 
presiding. By virtue of his office, leadership was accord- 
ingly assumed by Vice President Peeples. Secretary 
Walter P. Baxter read Mr. Bowles’ letter of regret and 
message to the members. 


The Value of Trade Practice Rules 


E. L. Flentje of Chicago, commissioner of the Na- 
tional Plumbing and Heating Institute, Inc., was the 
principal visiting speaker, his talk having to do chiefly 
with relations with the Federal Trade Commission with 
respect to operation of the trade practice rules. 

At the outset the speaker drew a parallel between en- 


113 


forcement of these rules in the oil industry and the 
plumbing and heating field. Reviewing conditions gen- 
erally, he continued by stating that commensurate with 
the prevailing volume, the most desirable business was 
done in those sections where the greatest co-operation 
with the Federal Trade Commission was in evidence. 


Turning temporarily to the general aspects of trade 
disturbance, Mr. Flentje said “The trouble with the job- 
ber here, as it is in many other localities, is that he can- 
not say ‘No.’ We are not going to get anywhere by cut- 
ting each other’s throats, nor can anything be accom- 
plished until mutual confidence is established.” Speak- 
ing of the free interchange of ideas, round table confer- 
ences, discussions, and the like, he said in part, ‘It 1s 
significant that the most satisfactory markets are those 
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Top row, Left to right: W. F. Geddes of Los Angeles 

and BH. BB. Starke of San Diego. Bottom row: Peter P. 

Schubert, Walworth Co., San Francisco; E. bL. Fientje, 

commissioner, National Plumbing and Heating Institute, 

Inc., Chicago, and Walter P. Baxter, secretary, Weatern 
Supply Association 
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wherein the jobbers have the most frequent meetings. 
And speaking of meetings, just what arguments have 
you to persuade the disturbing elements to get into line? 
Do you make any attempt to sit in with them, point out 
to them where they are wrong, and show them that their 
quoted prices are yielding only harmful results? And 
remember this,” he continued, “the man who disturbs 
markets cannot be converted by inspirational talks; the 
argument must have more to it than that.” 

Coming to the meat of his subject—making use of the 
trade practice rules—Mr. Flentje said in part, “If you 
think these rules are dead, it is only for the very good 
reason that you have failed to use them.” Deploring 
what amounts to a let-George-do-it sentiment, he went 
on by stating that “the difficulties do not lie in Washing- 
ton nor elsewhere; but right here.” Regretting that very 
little, if any, effort has been directed toward closer co- 
ordination along the line of correcting ill-advised prac- 
tices, the speaker concluded by assuring his hearers that 
the National Plumbing and Heating Institute is willing 
and anxious to give complete co-operation at all times. 


Mr. Flentje’s frank talk was well received. When he 
finished, he answered a number of questions from the 
platform, one of which was concerned with Federal 
Trade Commission authority, to which he replied: “Not 
only has the commission jurisdiction over transactions in- 
volving material shipped in from an outside state and 
consigned directly to a job, but it is equally concerned 
in interstate shipments intended for stock, when this 
stock becomes the basis of contention.” By way of indi- 
cating the results attending the enforcement of the fair 
trade practice rules, Mr. Flentje stated that out of twelve 
investigations, eleven have been satisfactorily adjusted ; 
also, that three cease-and-desist orders have been issued 
in recent months. The Capper-Kelley Bill was touched 


Left te right: H. M. Anderson of Seattle, B. F. Biair of 
Sam Francisco, R. H. Roemer of Los Angeles, all of Stand- 
ard Sanitary Mfg. Co. 


upon by Mr. Flentje, who ended his talk by stating that 
“We have the tools to work with, so let’s use them.” 
In a short summary dealing with the pipe situation 
throughout the country, Mr. Peeples spoke of the gen- 
erally satisfactory conditions obtaining in Boston, St. 
Louis and certain other trade centers, compared with 
which conditions in California do not appear in such a 
favorable light, although there are mitigating circum- 
stances which render an actual comparison difficult. 


Offers Plan to Help Jobber 


With characteristic directness, W. F. Geddes of Los 
Angeles advanced a plan for solving many of the diffi- 
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culties with which the jobbing branch of the industry 
has to contend—a plan which met with the approval of 
his hearers. “The plumbing supply business today is 
an extremely diversified business,” he said, “due to the 
great variety of merchandise. For that reason, what may 
present a real question to one dealer who handles mainly 
two, three or four classes of goods, may not so closely 
concern another dealer who might handle as many other 
classes of goods. Both men, mind you, are in the same 
branch of the same industry, but their interests are 
dissimilar.” 

This being the case, Mr. Geddes urged that the present 


Left to right: S.J. Ball, Crane Co., Tacoma; J. T. Trenery, 
Crane Co., Spokane, and P. M. Hunt, Hoffman Specialty 
Co., San Francisco 


difficulties be solved through the effort of committees, 
each of which would be concerned with one class of 
goods—one with pipe and fittings, another with enameled 
ware, another with brass goods, and so on. In this man- 
ner, it was pointed out, various committees made up of 
members whose interests were more closely interwoven 
along certain well defined lines rather than in a general 
way only, would have a stronger bond of interest which 
should result in more thorough-going methods. 

“T think general meetings are excellent, but to achieve 
real results I think it should be done by groups, groups 
made up of those interested in the same commodities. 
. » . Take commodity items, select your group, and you 
can then get somewhere. The answers to our problems 
do not necessarily have to be arrived at with the aid of 
the Federal Trade Commission nor through the operation 
of the provisions contemplated in the Capper-Kelley Bill. 
Let’s see if we can’t help ourselves.” At the close of 
Mr. Geddes’ talk, President Peeples voiced the hearty 
approval of the plan by the members, and stated he 
would give early attention to the matter of committee 
appointments in the principal West Coast Cities. 


Urges Co-operation Between Sales and Credit 
Departments 


Credit is a subject which seldom fails to command its 
share of attention. This is particularly true at the pres- 
ent time; therefore, the remarks of B. B. Starke of San 
Diego on the subject of “Credits and Collections of To- 
day” was of timely interest. 

“Due to its importance, this subject has been gone over 
pretty thoroughly ; and all well organized companies have 
trained men who have rendered a satisfactory account of 
their responsibilities. In this department, when we were 
operating satisfactorily, the need for constant vigilance 
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ha every a iene shoul know 


we you buy, specify or install 

pipe or are in any way responsible 
for its selection, the fact that there is a 
difference in today’s pipe as compared 
with pipe of the past, should have your 
careful consideration. It will be well, also, 
for you to know that this difference is 
brought about by the methods used in 
manufacture. 


To the casual observer there is little 
difference. From the outside all pipe 
looks about the same—but don’t stop 
here. Examine it carefully. You will find 
that the inside surface of NATIONAL 
Scale Free Pipe is smooth and clean— 
free from scale. Why? Because it is 
made Scale Free. And that’s the differ- 


ence every pipe buyer should know. 


o ALTE 8 
Ee Rte 


* 
~~, . . “*% 


. - 
a. - 
-_— 
~ 





Years of study and experiment have prov- 
ed that corrosion, particularly “pitting”, 
is due to mill-scale on the inside surface 
of pipe. Scale being electronegative to 
pipe metal, sets up galvanic action 
(corrosion) around the scale areas, and 
consequently “‘pitting” follows, thereby 
shortening the life of the pipe. 


Having definitely proved this fact, 
National Tube Company set out to finda 
remedy and, after an intensive study, de- 
veloped the special and patented Scale 
Free Process (applied to NATIONAL 
Pipe, butt-weld sizes 1% to 3-inch) to 
eliminate this welding scale—thereby 
making a real difference in pipe. And 
this difference is one of the reasons 
why NATIONAL is— 


America’s Standard Wrought Pipe 


NATIONAL TUBE COMPANY - PITTSBURGH, PA. 
Subsidiary of United States Steel Corporation 


NATIONAL SCALE FREE PIPE 
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Welding On Plumbing Jobs 


Is Done With Speed, Safety and Economy Using 


THE SIGHT FEED 
ACETYLENE GENERATOR 


Welding copper 
pipes insures 
against leakage 
at joints. 


Other jobs of 
welding come 
up in construc- 
tion work on 
new and old 
buildings. Solve 
them by em- 
ploying this 
service giving 
generator which 
never fails ae 

because you know at all times just what 
is available. Send for Bulletin 31 giving all 
details and prices. 


THE SIGHT FEED SALES COMPANY 
43 Norwood Avenue Dayton, Ohio, U. S. A. 











PRIZEWINNERS OF DOLE VALVE CONTEST 


oe for a Seung, in the series of six coloring contests, conducted 

Valve Company, 1923 Carroll Ave., Chicago, were— 

the Plumbers Trade 

r. Edw. T. Grigware. 
Flora M. Mutch 


175 Center St. 
Nutley, N. J. 


Editor f D odie Engineering; Representative o 
Journal; two artists—Mr. Ellsworth Young and 
FIRST PRIZE, $50.00 Lois Eihen 

rE E. Pittsburgh, Pa. 


SECOND PRIZE, $25 


Mann 
W. Central Ave. 
Winter Haven, Fila. 


THIRD PRIZE, $15.00 
James l 

13th and 68th Avenue 
Philadelphia, Pa. 


June Fosler 
4152 Brookside Rd. 
hte ae Ohio 


otetya Gibbens Mary Raskin 
14st —_— 3531 W. Wells St. 
tae Milwaukee, Wis. 


— vires Hee ei 
ure! St . 
——— a CORES. $10 Richi ond, V Newark, N. J. 
er Elmer F. Schwenck 

311 14th &t. 821 Hillgrove Ave. 
Long Beach, Calif LaGrange, Ill. 
CONSOLATION PRIZE Se 320 leven St 

» $1.00 EACH = gan, Francisco, ; New York City, N. Y. 

Anderson Ruth Hempel 
8120 Durand 8t. 
Detroit, Michigan 
Evelyn Henchon 
1516-—15 Ave. 
Moline, Ill. 
Pauline R. Hill 
184 Whitman 8t. 
New Bedford, Maas. 


R. Jaworsky 
2161 Glebe Ave. 
N. , A 
Bertha Johnson 
1622—117th St. 
kereburg, W 
Helen F. Jones 
205 South Main 


. Va. 
Chestine Ken: 

P. O. Box 169 
Jacksonville, Il. 


234 E. Ave. 
Jacksonville, 


Sam anaes 
1245 Stratfor 


New York ony. nN. Be 
. Manning 


Bata ~*~ # 
potty B. Tholen 
Box 143 
Manchester, Mo. 


898 i Chestnut St 
. u . 


Earl wahere 
232 W. Pen 


Ivania Ave. 
Jac > 


Zella H Webster 
107 Adams St. 
Rochester, N. Y. 


hry Vigneias 
1845 So 
Lincoln, Nets 


Roberts Ave. 
New York City, N. Y. 
John Zateck 
3738—64th 
ny L. 1. N. ¥. 


Ze Jr. 
Rg ay a oo 
Westminster, Md. 
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With a good vol- 


was not nearly as vital as it is today. 


‘ ume and reasonable margins we could stand losses with- 


out seriously affecting the net result, but when sustained 
today they tend to wipe out our small profit or call for 
the use of red ink. 


“It is useless to quote figures showing fatalities in the 
business world during the past year. You have access 
to these and no doubt have been impressed by the com- 
parison between 1930 and previous years. However, you 


Top row, left to right: Eliwood Jones of Los Angeles; 

Hugh Oliphant and J. Fleming, both of San Francisco; 

A. C. Hacker, Paul 0. Vance and D. D. Updegraff, all of 

Los Angeles. Bottem row: Mrs. S. 8S. Day, Sacramento; 

Mrs. R. M. Silknitter, Oakland, and Mrs, J. I. Mcllreevy, 
San Francisco 


might be interested in one figure—the liabilities in fail- 
ures for January, 1931, were 141 per cent higher than 
for January, 1930. It is sufficient to say that we have all 
added our bit to the volume of liabilities shown in the 
records; but our chief concern lies in the question, What 
shall we do about it? 

“The sales and credit departments should work in 
absolute harmony. 


“The number of accounts to be solicited on a credit 
basis is growing smaller. The chances for volume due 
to this cause are lessening. However, the accounts not 
acceptable on a credit basis will have some business to 
offer. This should be salvaged. Business obtained on a 
cash basis is attractive. These cash customers of today 
may become good credit customers when business im- 
proves; the continued contact gives an advantage over 
the house that waits until they can sell on a credit basis. 
Reports have come from several sources that cash busi- 
ness during 1930 was very much heavier than during 
previous years. 


“It is rather a simple idea, when one stops to analyze 
it, why we cannot afford to be liberal with credit exten- 
sions now. The lack of volume has made competition 
keener than usual. Low prices have resulted in practi- 
cally no profit. Often the proper financing has not been 
completed, in which case the burden of carrying the load 
falls on the distributor, for even if the contractor had a 
surplus to draw on when present day conditions set in, 
it is now exhausted, in most cases. 

“Tt is hard enough to become reconciled to loss of vol- 
ume, but when we couple with it frozen and bad accounts, 
the condition then becomes almost intolerable. 

“If there ever Was a time when your credit manager 
needed a stiff backbone, it is now. He should scrutinize 
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FLOOR AND CRILING PIATES 








A COMPLETE 
LINE 


Perfection Floor and Ceiling 
Plates have long been estab- 
lished in the trade because of 
their undoubted superiority. 




















The line is exceedingly complete. 
In addition to the nickel plated 
and polished brass finishes, Per- 
fection Plates can also be fur- 
nished in satin, aluminum or 
grain oak finish, 


No matter what you need there 
is a particular and proper type 
Perfection Plate to fill your want. 


No. 6 
Split Cast Plate Ask your jobber to 
show you Perfection 
&, Plates the next time 


you visit him. 



















No. 16 for Angle 
Circle Cove 





No. 6-A 
Solid Cast Plate 


No. 3) eee 
Solid Cast with set screw ae 








The Original No. 
10 Perfection 
Floor and Ceiling 


Plate 
e Back View 


BEATON & CADWELL AMFG.CO. 


Géstablished 1894 
NEW BRITAIN, CONN. 


No. 17 for Double 
Connections 
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HOW much larger would your business 
be today if you had advertised con- 
sistently since the first day you opened up! 


» » » « « 4 


CAN you name any business which has 
grown out of the one-man class which hasn’t 
been vigorously and constantly advertised! 


» » » « « « 


HAS your business grown so that today 
it stands at the point you hoped it would 
—or is it developing too slowly? 


» » » « « 6 


HOW many products do you use in your 
business or in your home that aren't 
advertised? Not many, are there! 


» » » « « « 


If you will answer these questions frankly, you will 
admit that your own business needs advertising. 


Use “DOMESTIC ENGINEERING’’ Retail Advertising Service. 
12 Illustrations —three months’ service for—only $4.20. 


The copy costs you nothing—vyou take it every other week from 


DOMESTIC ENGINEERING. 


Tear out and mail this coupon— now! 
DOMESTIC ENGINEERING, 1tgoo Prairie Ave., Chicago 


Please enter my order for three months’ service of Advertising Editorials. 
Enclosed is my check for $4.20. 


MS og oS oa re a, fa le sickest i rr cee sk ee ee ee 
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his accounts closely, keep his collections well within the 
terms of sale, and when offered business—if there be any 
doubt as to its value—he should definitely decline it. We 
cannot afford even an average credit loss today.” 

Mr. Starke’s address marked the close of the meet- 
ing. The next gathering of the Western Supply Asso- 
ciation members will take place, as usual, at Del Monte, 
some time during October, the date to be announced 
later by President Peeples. 

For the first time in the history of a number of asso- 
ciation gatherings, a regular golf tournament was on 
the schedule. Early in the afternoon members, guests 
and their wives began teeing off on both the Del Monte 
and nearby Monterey courses. ‘These courses, known 
the country over, were in perfect condition, and the 
weather left nothing to be desired. Entrants took their 
regular club handicaps, and suitable prizes were awarded 
the six players on the basis of low net scores. B. B. 
Starke was in charge of the tournament. The winners 
were presented with prizes in the following order: A. C. 
Hacker, F. B. DeLong, Hugh Oliphant, Ellwood Jones, 
J. Fleming, F. F. Elliott. 


Among those who turned in cards were: 


G H. N. G. H. N. 
ES 6» sii kbc ke 95 16 79 oe 97 18 79 
0 100 26 74 Jomee, Bh. ic. ccecs 94 20 74 
CO A Se 95 24 71 Updegraff .......97 20 177 
ee 95 20 75 MS: sécacrnseccshen. 2 
A 94 14 80 SEE cwaesvswcaccnee Be aa 
o6 46.4468 ée 85 10 75 ES er 105 16 89 
Honeywell .......104 17 87 Chittenden ......111 26 85 
Cruickshank .... 92 16 76 Anderson ....... 98 20 78 
McElwain ....... 86 4 82 aaa ates ead 90 2 88 
POE “nd cccceds 91 13 79 PE Sistiveds CO OM. @& 


A Heating Contractor and His Oil 


Burner Experiences 


(Continued from Page 44) 


“We have six burners installed for Mrs. Kelly now, 
which makes her a customer well worth remembering. 
There was a near slip-up on the installation of the first 
one, which might have cost us the sale of the other five, 
but as it is they have come easy. Mrs. Kelly was most 
eager to talk about an arrangement that would give her 
an automatic even heat and would relieve her of some 
of the problems in the management of her large house- 
hold. Though she had a number of servants to look 
after her heating equipment, it was humanly impossible 
for them to keep an even temperature. There was the 
large residence, garage and servants’ quarters, studio. 
greenhouse and gardener’s cottage, each with one or more 
separate heating units, and it was a problem to keep the 
fires going. Mrs. Kelly said that she had noticed an oil 
odor in a friend’s house, and she worried more over 
that possibility in her home than she did over the safety, 
fuel cost, or other problems. I assured her that if the 
furnace was tight there would be no odor, and I checked 
it carefully and found it to be apparently in first class 
condition. She purchased a burner for this one unit, 
the sale of the others to devolve on the success of the 
first one. Something told me that I had better have 
our installation man check that furnace again before the 
burner was installed, and he did find a crack that I had 
overlooked, and had the burner been installed with it 
there an oil odor would have been possible and the sale 
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ARMSTRONG BROS. 


Better PIPE TOOLS 
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Buy improved designs, greater handiness and 
proven strength with your wrenches 


Reversible Jaw 
Chain Wrench 
. 7 


Look for the Arm-and-Hammer 
Trade Mark when you are buying 
a pipe wrench for it is your guar- 
antee of more than a wrench—of 
improved designs, of balance and 
handiness, of carefully tested 
parts, of proven strength, of a 
better pipe wrench that is certain 
to give an extra service. 










i “Two tools 
for the 
price of 

one’ 


Every flat-link chain that goes 
on an ARMSTRONG Chain 
Wrench is proof-tested to 2% cata- 
log strength (1,200 to 40,000 
pounds), jaws and handles are 
drop forged, jaws of special steel, 
heat treated, tempered and tested. 


ARMSTRONG 
Standard Chain 
Wrench 


The ARMSTRONG (Patented) 
Pipe Wrench is All Steel, has been 
greatly improved in ten ways. , 
Look one over next time you are at 
your supply house. 


ARMSTRONG 
Pipe Wrench 
The all-steel Pipe 

rench with 10 
improved features 
. (Patented) 







Write for Catalog P-10, shows 

and describes the line of 

BETTER Pipe Tools, the most 
complete line made. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People”’ 
323 N. Francisco Ave. CHICAGO, U. S. A. 









Look for the Arm-and-Hammer. 
It is the distinguishing mark of 
the ‘*Better Pipe Tools” 
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YEARS OF 
EXTRA SERVICE 


are built into every 


GLOCO 


In developing the line of Gloco Red Band Tank Heat- 
ers, we studied the tank heater question from two 
angles: (1) Maximum service to the householder. 
(2) Keen appreciation of the problems of the man 
who sells and installs them. 


The result is a line of tank 
heaters unlike any other. A 
basic design that makes for 
fuel saving — and a construc- 
tion that makes for unusual en- 
durance. Years of extra service 
are built into every Gloco. 


45 sizes to choose from—each 
tested to 300 pounds and guar- 
anteed to 125 pounds working 
pressure. Ask your Wholesaler. 


EVINS F. GLORE & SON, Inc. 
Grand Central Terminal Bidg., | 
New York City No. 40 
“LOOK FOR THE RED BAND OF QUALITY" 
*qRaA0E MARg 





RED BAND TANK HEATERS 


VVVVVVVVVVVVT 
PERFECTION in DETAILS 


is behind all PENNSYLVANIA RANGE BOILER 


PERFORMANCE 


For instance—all openings in boilers 
are reinforced by annealed malleable 
iron bushings, thoroughly tested 
against possibility of fracture and air- 
driven in to become an integral part 
of the boiler. Such attention to details 
makes Pennsylvania Range Boilers the 
logical choice where long service and 
satisfaction are the plumbers’ greatest 
selling points. 


Complete line of Boilers and 
Tanks of all descriptions and 
specifications. 





If Your Jobber Can’t Supply You 
Write Us Direct—Giving Us His Name 


PENNSYLVANIA 
RANGE BOILER CO. 


Established 1895 


24th and Washington Ave. 
Philadelphia, Pa. 
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of the other burners would at least have been delayed 
until the trouble was located and corrected. 

‘““A salesman whose only qualification is the ability 
to sell successfully can no longer walk out from behind 
a hosiery counter one day after changing his line to oil 
burners, call on Mrs. Brown the next, and get her order 
for an oil burner, simply because he is selling automatic 
heat, for Mrs. Brown knows now that there are other 
kinds of automatic heat. The gas salesman may have 
called on her yesterday, and perhaps a stoker salesman 
the day before. She has heard their good arguments, 
and we oil-burner salesmen have to show her where our 
equipment will more nearly reach her requirements 100 
per cent than those appliances of our competitors. We 
must know our product and be able to back up our 
statements with proof if necessary.” 

So said Harry to his understudy, all of which goes to 
show that whether or not oil burners are sold by heating 
contractors, they should be sold by men who know heat- 


ing. 


Factors to Consider in Rating Oil 
Burning Boilers 


(Continued from Page 74) 


for each output or selection value the hourly amount of 
oil that will be consumed—based on the average efficiency 
assumed and a calorific value of 19,000 Btu. per pound 
of oil. 

With data presented as above recommended, the heat- 
ing trade can select an oil burner boiler with due regard 
to the economy desired. ‘Oil burning boilers selected 
on the basis of a low transmission rate offer greater econ- 
omy in fuel consumption for a given boiler load than 
those selected on the basis of a relatively higher trans- 
mission rate. This economy will be indicated in the rela- 
tive values of hourly oil consumption listed. 


Determination of Selection or Rating Data— 
Steam Boilers 


The procedure recommended for determining the 
essential data for steam boilers is as follows: 


1. List the boiler heating surface, S, in Square Feet. 

2. Assume an overall boiler and burner efficiency, E, for 
each transmission rate, T, listed. 

3. Compute and list the hourly heat output (the selection 
or rating value), O, from the formula 

O323T xs 

246 
which gives the rating or selection value in E.D.R. (240 
Btu.). 

. Compute and list the hourly oil consumption, C, 
the formula 


from 


Cc — Ox 240 x 100 


19000 xk E 
which gives C in pounds of oil per hour. 
. List a chimney of size and height capable of supplying 
the required draft to handle the gases from the boiler 
outlet. 


Determination of Selection or Rating Data— 
Water Boilers 


The same procedure as above can be used for deter- 
mining the essential data for the oil burning water boiler. 
Use the value 150 in place of 240 in the above formula. 
This procedure will obtain the boiler output in E.D.R. 
(150 Btu.) and the required hourly oil consumption. 































April 6 and 7, 1931—WISCONSIN H. & P. C.—The annual 
convention of the Heating and Piping Contractors Wisconsin 
Association, to be held at Madison, with headquarters at the 
Park hotel. 


April 6 and 7, 1931—OKLAHOMA—tThe annual convention 
of the Oklahoma State Association of Master Plumbers, to be 
held at Oklahoma City, with headquarters at the Huckins 
hotel. 


April 13 to 18, 1931—A. O. B. A.—The eighth annual conven- 
tion and oil burner show of The American Oil Burner Asso- 
clation, to be held in Philadelphia, Pa., with convention 
headquarters at the Benjamin Franklin hotel. The oil burner 
show will be held on the exhibit floor of the Gimbel building. 


April 13 and 14, 1931—ARKANSAS—tThe annual convention 
of the Arkansas State Master Plumbers’ Association to be 
held at Camden, Ark., with headquarters at the Ouachita 
Hotel. 


April 14 and 15, 1931—-NEW YORK—tThe annual convention 
of the New York State Association of Master Plumbers, to 
be held at the Hotel Martin, Utica. 


April 14 and 15, 1931—MASSACHUSETTS—tThe annual con- 
vention of the Massachusetts State Association of Master 
Plumbers, Inc., to be held at Boston, with headquarters at 
the Statler hotel. 


April 14, 15 and 16, 1931—MICHIGAN—tThe annual conven- 
tion of the Michigan State Association of Plumbing and 
Heating Dealers, to be held at Muskegon, with headquarters 
at the Occidental hotel. 


April 20, 21 and 22, 1931—TEXAS—The annual convention 
of The Associated Master Plumbers of Texas, to be held at 
Houston at the Rice hotel. 

April 24 and 25, 1931—LOUISIANA-MISSISSIPPI—tThe an- 
nual convention of the Louisiana-Mississippi Association of 
Plumbing and Heating Dealers, to be held at Jackson, Miss., 
with headquarters at the Robert EB. Lee Hotel. 


Dates of Coming Conventions 


May 2 and 3, 1931—ARIZONA—tThe annual convention of 
the Arizona State Association of Master Plumbers, to be held 
at Phoenix. 

May 4 and 5, 1931—FLORIDA—tThe annual convention of 
the Florida State Association of Master Plumbers and Heating 
Dealers, Inc., to be held at West Palm Beach. 


May 4 and 5, 1931—MISSOURI—The 47th annual conven- 
tion of the Missouri State Association of Master Plumbers, 
to be held in Jefferson City. 


May 6, 7, 8 and 9, 1931—-H. & P. C. N. A.—The annual con- 
vention of the Heating and Piping Contractors National As- 
sociation, to be held at Louisville, Ky., with headquarters at 
the Kentucky hotel. 

May 8 and 9, 1931—-MONTANA—The 34th annual conven- 
tion of the Montana Master Plumbers’ Association, to be 
held at Great Falls. 


May 11 and 12, 19381—TENNESSEE—tThe annual convention 
of the Associated Master Plumbers of Tennessee, to be held 
at Nashville. 

May 11, 12 and 13, 1931—N. P. S. A.—The convention of the 
National Pipe & Supplies Association to be held at Cleveland, 
Ohio, with headquarters at the Hotel Hollenden. 


May 12 and 13, 1931—CONNECTICUT—The annual conven- 
tion of the Connecticut State Association of Master Plumbers, 
to be held at Dorfschts Hall, New Haven. Headquarters will 
be at the Taft Hotel. 

May 15 and 16, 1981—WASHINGTON—tThe annual conven- 
tion of the Washington State Master Plumbers, to be held at 
Spokane, with headquarters at the Davenport hotel. 

May 18 and 19, 1931-—-GEORGIA—tThe 39th annual conven- 
tion of the Georgia State Association of Master Plumbers, to 
be held at Brunswick, Ga., with headquarters at the Ogle- 
thorpe Hotel. 

May 18 and 19, 1931—ALABAMA—tThe annual convention of 
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: | you could see 
; through an ANDERSON Copper Tube 
Fitting when it is on-the line you 
would know at once why it is preferred. 
Completely around the tubing you 
would see a joint so tight that it 
could not possibly leak. Then too, 
you would notice the sturdy con- 
struction of the fitting, the pure metal 
of which"it is made and the perfect 
machining. 
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Write us for complete 
INSIDE details 


The CHAPMAN VALVE 
MANUFACTURING CO. 


INDIAN ORCHARD MASS. 
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the Alabama Master Plumbers’ Association, to be held at 
Birmingham, with headquarters at the Hotel Bankhead, 


May 18, 19 and 20, 1931——-KENTUCKY—tThe annual conven- 
tion of the Kentucky State Association of Master Plumbers, 
to be held at Ashland, with headquarters at the Ventura 
hotel. 

May 19 and 20, 1931—PENNSYLVANIA—The annual conven- 
tion of the Pennsylvania Master Plumbers Association, to be 
held at Allentown, with headquarters at the Americus hotel. 


May 18, 19, 20, 21 and 22, 1931—CALIFORNIA—The annual 
convention of the State Association of Master Plumbers to 
be held at San Diego, Calif., with headquarters at the U. S. 
Grant hotel. 


May 22 and 23, 1931—OREGON—tThe annual convention of 
the Oregon State Association of Master Plumbers, to be held 
at Bend. Convention headquarters will be at the Elks Tem- 
ple, and hotel accommodations at Pilot Butte Inn. 


May 26 and 27, 19: NEW JERSEY—tThe annual conven- 
tion of the New Jersey Association of Master Plumbers, to 
be held at Trenton, with headquarters at the Hotel Hilde- 
brecht. 


June 2, 3, 4 and 5, 1931—N. D. H. A.—The annual conven- 
tion of the National] District Heating Association to be held 
at Boston, Mass., with headquarters at the Hotel Statler. 


June 5, 1931—VIRGINIA—The annual convention of the 

Virginia Associated Plumbing and Heating Contractors, Inc., 
to be held at Richmond. 
23, 24 and 25, 1931-——N. A. M. P.—The 
annual convention of the National Association 
Plumbers, to be held at the Auditorium, Milwaukee, 
with headquarters at the Hotel Schroeder. 


June 23 and 25, 1931—N. A. M. P. AUXILIARY—tThe annual 
convention of the Women’s Auxiliary to the National Associa- 
tion of Master Plurnbers, to be held in the Hotel Schroeder, 
Milwaukee, Wis. 


forty-ninth 
of Master 
Wis., 


June 


September 8-11, 1931—A. S. S. E. convention 
of the American Society of Sanitary Engineering to be held 
at Richmond, Va., with headquarters at the Jefferson hotel. 
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COMING TRADE EVENTS 


April 6, 1931—The annua] dinner-dance of the Master 
Plumbers Association of the State of Maryland, to be held 
at the Lord Baltimore Hotel, Baltimore. 

April 20, 1931—Dinner to be given by the Ladies Auxillary 
to the Philadelphia Master Plumbers Association, to be held 
in Philadelphia, Pa. 

May 21 and 22, 1931—The second Midwest Bituminous Coal 
Conference, to be held at the University of Illinois, Urbana. 


June 6, 1931—The annual outing of the Brooklyn and Long 
Island Plumbing Supply Credit Association, to be held at 
Narragansett Inn, Lindenhurst, Long Island, N. Y. 


June 22, 23, 24 and 25, 1931—-Exposition of plumbing, heat- 
ing and allied products, in connection with the forty-ninth 
annual convention of the National Association of Master 
Plumbers, in the arena of the Auditorium, Milwaukee, Wis. 


November 16-21, 1931—-The Third International Conference 
on Bituminous Coal, to be held at Carnegie Institute of 
Technology, Pittsburgh, Pa. 


° 
St. Louis Chapter Entertained With Motion Picture 


The St. Louis, Mo., chapter of the American So- 
ciety of Heating and Ventilating Engineers held its 
March dinner-meeting at the Roosevelt hotel, in that 
city, on the 4th of that month. The meeting was in 
charge of President R. M. Rosebrough. 

Walter Moon, chairman of the program com- 
mittee, introduced C. L. Bailey of the Republic Steel 
Corp., who showed three reels of motion pictures 
dealing with the making of alloy steel. The pictures 
had been prepared by the U. S. Bureau of Mines, 
under the auspices of the department of commerce. 
The members showed their appreciation to Mr. 
Moon by extending him a rising vote of thanks. 
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Oil Burner Convention Attracts Master Plumbers 


A number of master plumbers are planning on at- 
tending the eighth annual convention and oil burner 
show which is to be held in Philadelphia, Pa., April 
13 to 18, under the auspices of the American Oil 
Burner Association. Convention headquarters will 
be at the Benjamin Franklin hotel, and the show will 
be in the Gimbel building, directly across the street. 

Business meetings and discussions will be held 
mornings at the hotel, enabling everyone to attend 
and profit from the program that is planned. The 
show will open Monday, April 13, at 7:00 p. m. 
Thereafter, until Saturday, April 18, inclusive, the 
show will be open daily from 1:30 to 11:00 p. m. 

This is an outstanding event for all who are en- 
gaged in the business of oil heating. Speakers’ of 
acknowledged standing will discuss the manufactur- 
ing, merchandising and engineering problems of the 
industry and point out ways and means for their so- 
lution. The number afid variety of exhibits will pro- 
vide dealers and others with an opportunity to make 
closer contacts with manufacturers of oil burners and 
oil burner accessories. 

~ 


Connecticut Changes Convention Headquarters 


The Connecticut State Master Plumbers’ Association 
having originally scheduled the headquarters of its con- 
vention at the Garde Hotel, New Haven, Conn., has ar- 
ranged for the meeting to be held May 12 and 13 at 
Dorfschts’ Hall. Headquarters for the convention will 
be at the Taft Hotel, New Haven. 


* 
Georgia Sets Convention Dates 


The Georgia State Association of Master Plumbers 
will hold its annual convention this year at Brunswick, 
Ga., on May 18 and 19. Headquarters will be at the 
Oglethorpe hotel. This year’s convention will mark the 
39th annual meeting of the Georgia state association. 
Roscoe Rouse, of Valdosta, is state president. 


® 
Washington State Convention to Be Held in May 


The annual convention of the Washington State Mas- 
ter Plumbers Association will be held at Spokane on 
May 15 and 16, according to word just received from 
B. M. Richards of Everett, state secretary. Convention 
headquarters will be at the Davenport hotel. C. G, Teg- 
enfeldt of Bellingham is president of the Washington 
State association. 
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Sales Demonstrations Will Feature H. & P. C. 
National Convention 

Sales demonstrations will be a feature of the excep- 
tional program of business and social events which is 
being planned for the 42nd annual convention of the 
Heating and Piping Contractors National Association, 
to be held at Louisville, Ky., May 6-9. One entire ses- 
sion of the convention will be given over to the trade 
promotion matters, another to technical matters, and one 
to general business, it is announced by Walter Klie, ‘of 
Cleveland, president. 

The sales demonstrations will be presented by a cast 
trained by the Plumbing and Heating Industries Bureau, 
as part of the bureau’s program of Regional Manage- 
ment Conferences. All demonstrations will be arranged 
especially for the Louisville convention. 

M. J. Chagnard, secretary of the Heating and Piping 
Contractors Louisville Association, is chairman of the 
committee in charge of convention arrangements. ‘There 
will be a “Get Together” party on the evening of May 6, 
a dinner-dance on the evening of May 7, and a sight- 
seeing trip on the afternoon of May 8. And last but 
not least there will be races. No convention in Louis- 
ville would be complete without attendance at the races 
and the Louisville committee is planning to show the 
delegates something exceptional and in line with Ken- 
tucky's best traditions. 

Joseph C. Fitts, national secretary, 1s engaged in an- 
other nation-wide survey of the heating industry and 
the results of this survey will be presented to the Louis- 
ville convention. Mr. Fitts’ survey was one of the high 
spots of the New York convention last year. 

® 
Montana Changes Convention Dates 

Word has just been received trom A. A. Pinski, 
of Great Falls, president ot the Montana Master 
Plumbers Association, that the dates tor the associa 
tion's annual convention have been changed to May 
Sand 9Y. The convention is to be held at Great Falls. 
lt was originally planned to hold the convention in 
the latter part of May. 

¢ 
June 5 Is Date for Virginia Convention 

At a recent meeting of the board of directors of the 
Virginia Associated Plumbing and Heating Contractors 
it was decided to hold this year’s annual convention of 
the organization in Richmond, Va., on June 5, 

At this same meeting the directors admitted to mem- 
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bership in the state association the Arlington County 
Master Plumbers’ Association, consisting of twenty-one 
active members and two honorary members. A decision 
was reached to continue the campaign for new members, 
and since the board meeting a number of new applica- 
tions for membership in the state association have been 
received. 
ec 


Milwaukee Invites All N. A. M. P. Members to 
Attend Convention 


An invitation to every member of the National Asso- 
ciation of Master Plumbers and his family to attend the 
49th annual convention and exposition of the organiza- 
tion in Milwaukee, Wis., June 22-25, has been extended 
by the members of the Milwaukee Master Plumbers’ As- 
sociation. The invitations have been mailed in the form of 
attractive folders describing the entertainment features 
planned for the Milwaukee convention. Enclosed with 
the invitation is another folder which gives particulars 
concerning hotel accommodations in the city, and a blank 
to be filled in by those wishing to make reservations. 


* 
H. & P. C. N. A. Offers Sales Helps 


The Heating and Piping Contractors National Asso- 
ciation has mailed to the secretary of each of its local 
organizations and to all individual members the first of 
a series of five merchandising plans prepared as a guide 
for larger sales at a profit. Having developed standards 
as an outline in making installations and the certified 
heating program as an assurance to the public of an ade- 
quate job, the work of developing the idea, which has 
been in progress for some time under the direction of 
the trade promotion committee, has materialized to give 
members a still more complete guide in getting business. 
This committee consists of Howard E. Crook of Balti- 
more, Md., chairman, Charles A. Corbit of Reading, 
Pa., B. Y. Kinzey of Cleveland, Ohio, Frank E. Moran 
of Chicago, V. L. Sheldon of St. Louis, Mo. and Her- 
bert A. Snow of Boston, Mass. 

The program, centered on the modernization field, in- 
cludes, according to Joseph C. Fitts, secretary of the 
association, only methods that have been tried success- 
fully. It has been arranged so that it is applicable to 
businesses of any volume. The first, with every step 
of the way set down, has to do with how to obtain 
twenty prospects and to systematically solicit them; the 
second centers around an inspection campaign; the third, 
getting prospects; the fourth, boilers and radiators, and 
the fifth, in November and December, an accessories 
campaign. 

@ 


Steps Taken to Re-organize Association in 
Manitowoc, Wis. 


Officers of the Fox River Valley Sanitary Club were 
re-elected at the annual meeting of that organization, 
held Tuesday, March 10, at Silver Lake resort, near 
Manitowoc, Wis. Andrew Tweet was re-elected presi- 
dent of the Association and William J. Femal, secretary 
and treasurer. 

Tentative plans for the reorganization of the Mani- 
towoc Master Plumbers’ Association were discussed at 
the meeting, which was attended by a large number of 
master plumbers from the city of Manitowoc. Repre- 
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sentatives were also present from Green Bay, Appleton, 
Fond du Lac and Sheboygan, as well as Jacob Schuh, 
Carl Marsh and Peter King from the Milwaukee asso- 
ciation. 

“The value and need of association effort” was the 
theme of the meeting, and speakers covering this sub- 
ject included Mr. Schuh, Mr. King, Mr. Marsh and 
George F. Reeke of Green Bay. 

Mr. Marsh, who is field secretary and counsel for the 
Wisconsin Master Plumbers’ Association, pointed out 
that operating losses in plumbing establishments have 
been extremely rare during “‘one of the most disastrous 
years that the plumbing industry has ever experienced.” 
“Bankruptcies and failures have been rare and profits 
have held up remarkably.” he said. “I have gone over 
the books of about thirty plumbing concerns and find 
that on an average the volume of business dropped off 
about 40 per cent from the peak, and profits have 
dropped off about 50 per cent. Credit rules have had 
a wholesome effect on the industry.” 

Mr. Marsh declared that the year 1931 shows no indi- 
cation of rapid advancement, but he indicated that 
through co-operation and organization the industry may 
expect a gradual upturn. 


Southern California Masters Hold Dinner-Meeting 


At well filled tables in the banquet room of the Bar- 
bara Worth hotel in El Centro, Calif., the regular dinner- 
meeting of the Federation of Merchant Plumbers of 
Southern California was held recently, according to a 
report from Peter W. Coffey, of Long Beach. 

The welcome to Imperial Valley was given by Mr. 
Blackman, who in turn gave the gavel to President L. E. 
Remy, of Long Beach. There were no formal addresses 
by city officials or plumbing inspectors, as has formerly 
been customary. President Remy, after a few brief re- 
marks, outlined the program of the meeting, which in- 
cluded splendid addresses by five association members. 

The first speaker was the manager of the San Gabriel 
Valley and Glendale Associations, John Denning. The 
central idea which he drove home was—that those who 
can endure and stick under present conditions are the 
otfes whom the associations need. Mr. Denning said 
that in his district they are continuing a strong publicity 
program of bonded, guaranteed plumbing to the public, 
and in this way are rapidly gaining public confidence. 
In March, 1930, when Mr. Denning took over the posi- 
tion of manager, the association members were doing 
only 18 per cent of the work in Glendale. Now, this 
has been increased to 48 per cent. Furthermore, the 
members of his association have established a credit and 
collection bureau, and from all outstanding bills handed 
to them, 34 per cent have been collected. 

In his address, State President Claude Hickman, of 
San Pedro, emphasized that it is impossible to continue 
in business under a loose and slipshod system. His 
central theme was developed from the thought that suc- 
cess comes where harmony and confidence exist. He 
put the question, “What chance has a man either to learn 
or win, if he cheats and deceives in his own ranks?” 
He pointed out that a man’s word ought to be as good 
as his bond. He mentioned as three major business evils: 
broken promises (usually caused by lack of confidence) 
unbusinesslike practices, and unprofitable business. He 
enumerated the prime essentials of any successful busi- 
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Top picture, left to right: Donald O’Hair, B. F. Blair, F. F. 

Elliott and Ross M. Clark. Second row: W. H. Rainwater, 

R. P. Olsen, W. R. Pearce and Jack Camp. Bottom row: 

E. J. Kraus, T. J. Leary, Charles Higgins and Herman 

Lawson. Photos taken at the golf tournament of the 

Plumbing and Heating Club of San Francisco, held re- 
eently at the Ingleside course 


ness man as agreed upon by a questionnaire sent out to 
several thousand Kiwanians throughout the whole coun- 
try. Returns showed that they were rated in the fol- 
lowing order as to their importance: (1) intelligence; 
(2) honesty; (3) public spirit; (4) patriotism; (5) 
religion. This last has no reference to creed or sect, 
but is the religion of the Golden Rule. Mix these all 
together and your result is of necessity harmony and 
confidence, the speaker said. 

State Secretary John M. La Dieu, of Los Angeles, 
pointed out that wholehearted co-operation is most essen- 
tial to individual and group success. Say first that you 
are going to do a thing and second—do it, he said. 

The fourth speaker was the manager of the Los An- 
geles association, Mr. Wood. His general topic was a 
common one — Sanitation—but his application was 
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unique, in that he confined his remarks to the sanitation | 


of the human mind. “One phase of this sanitation of 
mind,” he explained, “is the correction of our own mis- 
takes.” Mr. Wood foretells that right now, scores of 
fortunes are being made in buying out pessimists who 


haven’t the courage to stick; and that these same busi- | 
ness men, five years hence, will all be seeking member- | 


ship in the “wish I Had club.” 

Continuing, Mr. Wood offered the following com- 
ments : 

“Men who stay in the business must of necessity be 
thinkers. They are going to have ideas proved and tested 
before they accept them. 


Unsanitary minds are lazy | 
minds and easily fall into the snares of mistakes. Sel- | 
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fishness and greed, these attitudes of mind, when put 
into action, materialize and cause war. This is a gen- 
eral statement—war between nations, war between in- 
dustries, war among jobbers and plumbers and war be- 
tween individuals.” His closing statement was that when 
wrong thinking can be corrected, the natural sequence 
will be profitable industry. 

Charles M. Swinnerton, of Los Angeles, a director of 
the National Association of Master Plumbers, called at- 
tention to the old law of compensation—cause for effect, 
and explained the cause and effects as it has bearing on 
the plumbing industry. “When selfishness rules our 
course, sincerity is forgotten, and all intentions to fulfill 
things agreed upon are pushed aside,” he said. He re- 
minded his hearers that their big job is to co-ordinate 
their efforts in industry. Mr. Swinnerton closed with 
the statement, “Selfishness is the big root of all evil.” 


e 


Minnesota Chapter Inspects Airport 


The Minnesota Chapter, A. S. H. V. E., held its reg- 
ular February meeting at the St. Paul Athletic Club, 
February 16. There were 35 present at dinner. The 
meeting was called to order by President D. M. Forfar, 
followed by the reading of the minutes of the previous 
meeting. 

M.S. Wunderlich, as Minnesota Chapter representa- 
tive on the nominating committee, reported on the officers 
selected for 1931 at the 37th annual meeting in Pitts- 
burgh. . 

Professor F. B. Rowley gave a report on many inter- 
esting meetings held at this convention. He spoke par- 
ticularly of the excellent work being done by the research 
bureau in Pittsburgh, and how this was made possible 
by society support through membership dues. 

President Forfar expressed appreciation of the honor 
bestowed on Minnesota Chapter, in the selection of Pro- 
fessor Rowley as first vice president. He also spoke of 
the splendid work done by the Minnesota chapter in the 
membership drive which has just closed, as a result of 
which, the Minnesota chapter was awarded the banner 
for the largest percentage of new members added. 

Albert Buenger and E. F. Jones outlined briefly the 
many unique heating and ventilating problems in con- 
nection with the design of systems for the Northwest 
Airway hangars and shops and the 109th aero squadron. 
These are both located at the St. Paul municipal airport, 
and are oil fired boiler unit heater installations, auto- 
matically controlled. 

The meeting was adjourned for an inspection trip of 
the above two installations. 

The regular March meeting of the chapter was held at 
the Men’s Union building, University of Minnesota, on 
March 10. There were 30 members and guests at din- 
ner, which was followed by a short business session. 

John F. Hale of Chicago, the speaker of the evening, 
gave a brief outline of the progress made in the heating 
and ventilating industry since the early nineties. Among 
points brought out by Mr. Hale were: 

“Early engineering problems were solved by rule of 
thumb and cut and try methods. The industry is in- 
debted to the society for much of the complete engineer- 
ing data available at the present time, whereby problems 
can be approached and solved in a scientific and definite 
way. Appliances and equipment available, very crude at 
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first, have constantly improved. A great amount of 
trouble will be avoided if engineers and contractors will 
avail themselves of maufacturers’ recommendations in 
installation of equipment.” 

The discussion that followed was participated in by 
Professor Rowley, Norman Downey of LaCrosse, Ches- 
ter J. Scanlon, also of LaCrosse, and Carroll E. Lewis. 


e 


Western N. ¥Y. Chapter Holds Smoker 


The Western New York Chapter, A. S. H. & V. E., 
held its annual smoker at the Buffalo University Club, 
Buffalo, N. Y., on March 9. Under the guidance of D. 
J. Mahoney and his able entertainment committee, H. B. 
Roarke and W. E. Voisnet, an interesting program was 
arranged. Various five-man teams were made up for 
bowling and close scores were in order. Among the 
bowlers, high scores were made by Joseph Davis, Hugh 
Roarke, Myron Beman, John Nathan and George Shank. 

In the bridge tournament many new methods of bid- 
ding were inaugurated. Larry Castin, Thomas Grieves, 
Hugo Hutzel and Rodger Thornton topped the group at 
the end of hostilities. 


* 
800 in Philadelphia and Scranton See Regional 


Management Conferences 


More than 800 members of the plumbing and heating 
industry in Scranton and Philadelphia, Pa., were present 
at Regional Management Conferences on February 26 
at the Casey hotel in Scranton and on March 3 at Mc- 
Callister’s, 1811 Spring Garden street, Philadelphia. 

The conferences were sponsored by the Plumbing and 
Heating Industries Bureau in co-operation with the 
Scranton Master Plumbers Association and the Phila- 
delphia Master Plumbers Association. 


Those in charge of arrangements for the Scranton 
meeting were Carl V. Wentzel, chairman of the com- 
mittee on arrangements; William Schneider, secretary 
of the Scranton association. Maney J. Feeney, presi- 
dent of the Philadelphia Master Plumbers Association, 
was in charge of the arrangements for the showing. 
Joseph G. Hildebrand, secretary-manager of the Plumb- 
ing and Heating Industries Bureau, was master of cere- 
monies at the meetings. 

Short speeches were given at both meetings by Mr. 
Feeney on the subject of “The Conferences Recom- 
mended by the National Master Plumbers Association,” 
and by C. W. Wanger on “Supporting the Bureau.” 
E. D. Swoyer, of Allentown, president of the Pennsyl- 
vania Master Plumbers Association, and Walter C. Wil- 
liams, of Wilkes-Barre, vice president of the state asso- 
ciation, spoke at the meetings. George Hicks and Harry 
Stilwell, vice presidents of the Philadelphia association, 
spoke at the Scranton meeting. 

The cast for the Conferences was trained in Phila- 
delphia and included members representing all three 
branches of the industries. Mrs. Olivia Orth Anderson 
of the Plumbing and Heating Industries Bureau, Chi- 
cago, was in charge of training the cast. The presenta- 
tions were of such excellence that they were asked to 
show at Atlantic City on Tuesday, March 10. 

Those who took part in the presentations of the 


sketches were: Miss Madeline J. Walter, Crane Co.; 
Miss Mabelle E. Smale, Fleck Brothers Co.; A. Steven 
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Rodgers, Hajoca Corp.; Edwin F. Thies, Standard Sani- 
tary Mfg. Co.; George B. Howell, Jr., Fleck Brothers 
Co.; Frank Dykes, a Philadelphia master plumber; 
Joseph C. Melton, of the H. B. Smith Co.; George H. 
Lang, of the Josam Mfg. Co.; Mrs. Olivia Orth Ander- 
son, of the Plumbing and Heating Industries Bureau; 
James A. Dwyer, of Crane Co., Philadelphia; C. W. 
Wanger, of Woodward-Wanger Co., Philadelphia; Jule 
White, Willard Emick, Leon Fetterolf, Miss Mildred 
Miller, Miss Nettie Ganze, Robert Biscoe, Miss Edith 
Philipsen and James McLaughlin, all of the Bell Tele- 


phone Co. 
* 


New York Chapter Hears Address on Smoke 
Abatement 


Col. Elliott H. Whitlock, head of the mechanical en- 
gineering research department of Stevens Institute, Ho- 
boken, N. J., addressed the New York Chapter of the 
American Society of Heating and Ventilating Engineers 
at its monthly meeting March 16, held in the Building 
Trades’ Club, New York City, on the progress that has 
been made in the work of smoke abatement. Col. Whit- 
lock, after telling the meeting that there are now two 
hundred cities throughout the country with smoke ordi- 
nances, illustrated with the aid of lantern slides the man- 
ner in which the thirty to thirty-five pounds of air 
breathed by each person every twenty-four hours is con- 
taminated and stated that precautions should be taken 
in its purification the same as with drinking water and 
foods. The three principal features in the abatement 
problem with which cities have to contend, the speaker 
pointed out, are black smoke, fly-ash and fumes. These, 
he contended, can be regulated through proper firing and 
proper air regulation which in addition give greater 
efficiency. 

W. G. Christie, chairman of the smoke abatement com- 
mittee of Hudson County, N. J., introduced by Alfred J. 
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Top: Lee Rose of Peoria and A. L. Wargo of Eureka. Bot- 

tom: 8. J. Warnah of Inland Supply Co., Elgin and Henry 

Heister of Harrisburg. Photos taken at the recent Illinois 
atate convention 
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Offner, president of the chapter, stated that some viola- 
tions can not be cleaned up by prosecutions as well as 
they can through a program of education based on the 
saving of fuel by proper combustion. In Hudson County, 
Mr. Christie said, a permit must be obtained from his 
department to install any type of heating plant. 

A general discussion followed which brought out the _ 
fact that automatic stoker firing helps greatly in reducing 
smoke violations and that something must be done to ade- 
quately combat this situation which, with the increasing 
use of soft coal, is becoming more acute. 

Senate bills 552 and 899, which are pending before the 
New York state legislature, were both pronounced 
derogatory to the best interests of the heating and ven- 
tilating industry by the meeting. The former proposes 
to change the requirements of school building ventilating 
and, it is said, is too vague, too indifferent and does not 
provide methods in conformity with proper engineering 
standards. The second bill provides that all plans and 
specifications be checked and approved by a committee 
composed of practical steamfitters. Letters, it was re- 
ported, were addressed to each assemblyman and senator 
condemning both bills. 


. 
Will Manage Sales for Baker Mfg. Co. 


Clarence E. Gay, formerly sales manager of Kel- 
logg-Mackay Co., Kansas City, Mo., has been ap- 
pointed sales manager of Baker Mfg. Co., Kansas 
City. In making this announcement in our last 
issue, Mr. Gay’s first name was erroneously given as 
Charles. 

- 


Letter to the Editor 
Editor, Domestic ENGINEERING :—It is not often in 


| the rush and turmoil of business that we have the satis- 
| faction of receiving a token of appreciation like the let- 
_ter and poem below, which we received the other day 
_ along with a check. 


We think it will serve to restore a little needed con- 


fidence in human nature for others as it did for us. 


Rockford, II. Haeggquist &. Granath. 


Gentlemen :—Allow me to thank you sincerely for 


_your kindness in carrying my account so patiently. I 
_hope you will not be called upon to do so again but as 
this was an emergency case it could not have been im- 
| proved upon very much. 


W. A. C. 

H & G the Plumbers 
Should you need a plumber 
Call Haeggquist & Granath; 
They'll do your work so quickly 
"Twill nearly take your breath; 
Oh, that ain’t all they’re taking, 
They'll take your money too, 
But then they are not greedy, 
They'll leave you with a few— 
Dollars if you have them, 
Or whatever you have left; 
They'll give you a dandy job 
And then you’ll get your breath; 
But really without joking 
This is a dandy firm, 
And if you ever try them once 
They will not do you harm. 
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Left to right: N. M. Knudsen, Portland, 


retiring president Maine state association; 
John T. Kerrigan, Lewiston, newly elected state president, and J. E, Donovan, Winthrop, 
state secretary 


Maine Seeks Licensing Law 


T THEIR 38th annual convention, held at 
Lewiston on March 17 and 18, the members 
of the Maine State Master Plumbers Asso- 

ciation displayed an interest in the Burkett Bill, now 

pending before the state legislature, which indicated 
that this piece of legislation would have the unani- 

mous support of the state membership. This is a 

bill calling for the licensing of all master plumbers 

and journeymen plumbers in the state and also re- 
quiring that permits be issued for all plumbing work 
in the state. The Maine association gave its ap- 
proval to the establishment of a permanent national 
office in Washington, D. C. The members voted to 
hold the second annual plumbing conference at the 

University of Maine, at Orano, some time in the 

month of June. 

John T. Kerrigan of Lewiston was selected to head 
the association as president during the coming year. 
Ernest N. Cunningham of Portland was elected vice 
president and J. E. Donovan of Winthrop was re- 
elected secretary. F. A. Taylor of Freeport was 
elected treasurer. 

President Kerrigan will select the members of his 
board of directors at a later date. Due to the several 





At the left: Leon Blaisdell, Gardner, retiring state vice president. 
At the right: Iver Iverson, Portiand. Bottom row, left to right: 
George Stevens, New England manager, Trenton Potteries Co.; 
H. J. Parent, Lewiston; George T. Scribner, Portland; W. C. Flavin, 
Sloan Valwe Co., Chicago; T. P. McDermott, Central Foundry Co., 
New York City; A. F. Curtin, A. F. Curtin Valwe Co., Medford, Mass., 
and George F. Noyes, Presque Isle 


State A\ssociation backs license 
law now before Maine legisla- 
ture. Washington, D. C.,_re- 
ceives approval of delegates as 
site for permanent office. John 
T. Kerrigan of Lewiston is 
elected president 


pieces of legislation now before the state legislature, 


it was voted to retain the present legislative commit- 
tee for another year. Delegates to the national con- 
vention at Milwaukee will be selected by the incom- 
ing board. 


Vice President Donoghue Speaks 
In addressing the convention, P. W. Donoghue of 
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Top to bottom: John Goldie, 

Copper Bollers, Inc., Cam- 

bridge, Mass.; E. H. Bar- 

bour, J. A. Zurn Mfg. Co., 

and J. J. Henderson, 
Augusta 


Soston, Mass., national vice 
president, explained the tie- 
up of the national associa- 
tion with the Plumbing and 
Heating Industries Bureau. 
He described the objects of 
the regional management con- 
ferences. He said twenty- 
five of these conferences had 
been held in the Middle and 
Central West, but that until 
just recently no request for 
conferences had been made 
of the Bureau by any East- 
ern association. He feels that 
the East now realizes the 
value of the conferences. 
Mr. Donoghue said that 
Massachusetts state associa- 
tion will have a conference at 
soston, April 14, the first 
day of the Massachusetts 
convention. Later, he said, 
conferences will be presented 
at Providence, R. I., and at 
New Haven, Conn. He urged his hearers to make an 
effort to attend the conference at Boston, stating that 
it will be of great value to them as it can be ap- 
plied to their own businesses. Mr. Donoghue described 
the finding of a survey he had conducted relative to 
direct selling of plumbing and heating goods. In Massa- 
chusetts, Connecticut and Rhode Island, he found that 
85 per cent of the direct-to-vou sales were installed by 
licensed master plumbers. That the only method to 
cope with this type of business is to bring these mas- 
ter plumbers into the association. 

He discussed the national scholarship fund and its 
benefits to the industry. He said that at the present 
time there are eight young men, all sons of master 
plumbers, enrolled at Carnegie Tech. He explained 
that their tuition is paid for from this fund, with the 
intent to bring into the industry engineers with 
greater knowledge of the profession, who will ele- 
vate the plumbing and heating industry to a higher 
level. Mr. Donoghue spoke of the membership drive 
in New Hampshire, Vermont and Massachusetts. He 
said that already 36 new members from New Hamp- 
shire and Vermont alone had joined the national 
association. 


The President’s Report 


In his annual report, President N. M. Knudsen of 
Portland thanked the members of the association for 
the honor bestowed upon him, as well as the mem- 
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bers of the various committees for their loyal co- 
operation. President Knudsen described the several 
meetings of the board of directors with the Maine 
state board of health. He told of a special meeting 
between the board of directors and the state board of 
health to discuss the drafting of a bill to require the 
licensing of master plumbers and journeymen. At a 
later meeting of the legislative committee and the 
state board of health, the latter body went on record 
as being in favor of the new Burkett Bill. This bill, 
he explained, will eliminate the necessity of submit- 
ting plans to the state for approval of plumbing 
work. Instead, the new bill calls for the issuing of 
permits. 

George F. Noyes of Presque Isle, a past state presi- 
dent and chairman of the legislative committee, also 
explained the contents of the Burkett Bill. Mr. 
Noyes stated that the bill, if passed, would require 
that permits be issued for all plumbing work. He 
said that the permits would 
be issued on the payment of 
a fee of not less than fifty 
cents for each permit, and 
not more than one dollar per 
fixture. He further ex- 
plained that the state de- 


partment of health will re- 
ceive one-third of the total 
sum secured from these fees 
for the carrying out of the 


provisions of the bill. The 
remainder, he said, shall be 
paid to the treasury of the 
city or town and used ex- 
clusively for carrying out the 
local plumbing laws. 

Under this bill any city or 
town which does not have 
plumbing regulations, will be 
governed by the regulations 
of the state department of 
health, which correspond to 
the Maine state code. 

Ernest N. Cunningham, of 
Portland, chairman of the 
special committee appointed 
to draft the bill, reported on 
the several conferences that 
had been held with the at- 
torney general’s office. Mr. 
Cunningham stated that the 
Maine Water Works Asso- 


Top to bottom: P. W. Don- 
oghue, Boston, national 
vice president; Mrs. Olivia 
Orth Anderson of the 
Plumt'ng and Heating In- 
dustries Bureau; J. E. Allen, 
Presque Isle; A. E. Young, 
Fort Kent 
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ciation offered to back the bill, provided it would be 
incorporated in the bill that all master plumbers report 
to the water works group on the number of fixtures, 
faucets, etc., installed on all new and old installations 
as well as other ways water was used on the prem- 
ises. 
Convention Speakers 


Harry G. Starr of the Wm. H. Gallison Co., Bos- 
ton, Mass., president of the National Plumbing and 
Heating Institute, in addressing the convention em- 
phasized the importance of contractors making their 
personal contacts in the same manner as doctors, 
lawyers and other professional men. He said the 
contractor must be prepared to assume a high place 
in his community so as to properly elevate the 
plumbing industry. He said that the plumber must 
be a merchant as well as a consumer of labor and 
installer of material. The plumber must be a mer- 
chant from the standpoint of ability to make a profit, 
Mr. Starr said. By co-operation with the manufac- 
turer and wholesaler and eliminating poor credit 
risks, the energetic contractor who operates his busi- 
ness on a sound business basis can move onto the 
main street, have his showrooms and do a successful 
merchandising business, the speaker remarked. Mr. 
Starr is of the opinion that improper credit is the 
basis of most of the evils in the industry. 

Andrew F. Curtin, of A. F. Curtin Valve Co., Med- 
ford, Mass., chairman of the Massachusetts legisla- 
tive committee, outlined the contents of Bill No. 
261 which has been presented to the Massachusetts 
legislature for the second time. This bill prohibits 
the transfer of master plumber licenses, and speci- 
fies that only master plumbers with licenses be al- 
lowed to take out permits to do work. It also says 
that any firm or corporation operating a plumbing 
business must employ a master plumber who shall 
be required to own at least 51 per cent of the stock 
in the business. 

Mrs. Olivia Orth Anderson, representing the 
Plumbing and Heating Industries Bureau, told of 
the work being done by the bureau to assist the con- 
tractor. She described the publicity the Bureau was 
getting for the industry through newspapers and 
magazines, in an effort to make the public plumbing 
and heating conscious. She described in detail the 
various services the bureau has to offer and urged 
her hearers to take full advantage of them. 

J. Preston Perham of Boston outlined the plans for 
the regional conference to be held at Boston, April 
14. He said every master plumber doing business 
in New England is invited to attend. Mr. Perham 
also told the results of the recent M. [. T. Plumbing 
Conference. 

Joseph A. Maynard of the Boston Brass Co., Walt- 
ham, Mass., and past president of the Eastern Supply 
Association, talked on credits, trade practices and 
the importance of organization work. 

Elmer S. Stack, consulting engineer of the associa- 
tion was unable to attend the convention, but in a 
communication he stated that he stands ready to 
help the members at any time, and asked that his 
salary for the past year be reverted back into the 
association treasury as his contribution for the wel- 
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TOILET PARTITIONS 
ON YOUR JOBS 


That Means 
Extra Profit ~ 


| gpaneentedet is always attractive. When you can 
overtake and capture it without adding to 
payroll or overhead, the pleasure is all the keener. 
May we offer this suggestion: 


Have it understood, when you figure a job, that you 
may include the steel partitions necessary for 
shower and toilet installation. The profit possi- 
bilities are worth many times over the small 
amount of time you take for estimating. 





There are many good reasons why your partitions 
should be Sanymetal. Their good looks, sanitary 
qualities and substantial character will prove 
abundantly worthy of your good name. We shall 
be happy to cooperate with responsible plumbing 
houses. Catalog 30 on request. 


The Sanymetal Products Company 
1723 Urbana Road Cleveland, Ohio 


Detroit: 4612 Woodward Ave. 
Pittsburg: Standard Life Bidg. 
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OU don’t have to 
SELL ’em . . just 
TELL ’em ... they'll BUY. 


Richardson “SUPER- 
TEST” Hot Water Supply 
Boilers are double-tested to 
300 POUNDS hydrostatic 
pressure (maximum work- 
ing pressure 120 pounds), in 
sizes from 40 gallon to 4,700 
gallon capacity. They’re 
rugged, willing performers . . . made of tough, highest 
quality gray iron castings . . . priced to everybody’s 
pocketbook . . . EASY to install .. . ECONOMICAL 
to operate ... fully guaranteed ... and there’s real 
profit in them for you. 


Clip the coupon . . . mail it today . . . and get the 
complete story on this fast-selling money-maker. 


RICHARDSON & BOYNTON Co. 


Healing and Cooking Apparatus since 1837 
260 Fifth Avenue, New York, N. Y. Utica, New York 


New Haven Dover Philadelphia Boston Chicago 
Cincinnati Detroit Providence 





Cleveland Brooklyn 
uffalo Minneapolis 


Please send me, without obligation, complete details on the 
Richardson ‘“‘SUPER-TEST’”’ Boiler. 


Name___ 








Address... 
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fare and success of the organization’s work. 
Secretary John E. Donovan read the minutes of 
the previous meeting and his report for the past 
year. Following the secretary s report, the treas- 
urer, F. A. Haseltine, read his report, which was 
accepted and referred to the auditing committee. 
The following new members were elected to the 
association: Harry M. Huse, Bath; Harry D. Me- 
serve, East Hiram; Fred W. Lyons, Portland, and 
Mark C. Leighton, Waterville. 
C. H. Bischoff, secretary of Lewiston chamber of 
commerce, delivered the address of welcome. Mr. 
Bischoff traced the advancement of plumbing. He 
emphasized the importance of remodeling and re- 
placement business, and said this offered unlimited 
opportunities for the master plumber to create addi- 
tional business in country homes, city residences and 
apartments that have been erected within the last 
10 or 15 years. He stated that in his own city there 
are many apartment owners who refuse to listen to 
the plumbing contractor who is soliciting remodeling 
work. He said these same apartments have modern 
equipment, such as oil burners, electric refrigerators. 
etc., but have been unable to rent or hold their ten- 
ants due to poor plumbing and antiquated fixtures. 
At the close of the meeting, memorial services 
were held for T. W. Kerrigan and Jean Goss of 
Lewiston, members who died during the past year. 
The annual banquet was held Tuesday evening, 
followed by dancing. During the meeting a three- 
reel film was shown by the Linde Air Products Co., 
dealing with welding in industrial piping. 


° 


Baltimore Masters Attend Educational Meeting 


The Toledo Pipe Threading Machine Co., Toledo, 
Ohio, was host to more than 600 master plumbers, whole- 
salers, and others associated with the industry at an 
educational meeting in Baltimore, Md., on March 17, 
in the main ballroom of the Emerson hotel. 

Motion pictures depicting the manufacture of the 


| company’s products and the many uses of tools were 
| shown and explained. 


The complex steps in the manufacture of stocks and 


_ dies were described with particular detail as to the exact- 
_ ness required in their manufacturing, in order that they 
| produce accurate work. The care and attention, as well 


as the proper usage of these tools were outlined in detail. 
A comic reel was shown after this picture. 


e 
LaCrosse Association Elects Officers 


The Retail Plumbers’ Association of LaCrosse, Wis., 
has elected Otto W. Ratz as its president for the ensuing 
year. The other officers of the association are: George 
Kienholz, vice president; A. E. Niebuhr, secretary, and 
William Woehlke, treasurer. 


* 
Saginaw Association Elects Officers 


The Saginaw Association of Plumbing and Heating 
Dealers, Saginaw, Mich., has elected the following offi- 
cers for the 1930-31 term: James D. Ferguson, presi- 
dent ; Charles Heidger, vice president, and Alfred Mitch- 
ell, secretary-treasurer. 
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Bureau Develops Sales School Data 


HE school in consumer selling conducted jointly 

by the Lake County Sanitary and Heating Engi- 

neers Association of Lake Forest, Ill., and the 
Plumbing and Heating Industries Bureau came to a 
successful close on March 12 after a course of eight 
lessons in the theory and practice of selling plumbing 
and heating equipment. 

The class was a success from every angle, accord- 
ing to Lester V. Anderson, secretary of the Lake 
County association and director of the school. Start- 
ing with an enrollment of 21 contractors and office 
employes, the number of registrations increased to 
39 before the third meeting of the class. 

While the course was organized primarily as a con- 
structive activity of the Lake County association, the 


object of the bureau in actively participating in the 
direction of the course was to obtain from it material 
which other local associations of master plumbers 
and associations of heating contractors may use in 
similar schools of plumbing and heating salesman- 
ship. 

Thus the Lake Forest school was an experimental 
school in which the bureau had an opportunity fully 
to test and try out methods and plans for the teach- 
ing of salesmanship to contractors and their em- 
ployes. 

With the close of the eight weeks course, the bu- 
reau is rushing to completion two books based on 
material developed at Lake Forest. 

One book will be entitled “Instructors Manual for 
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SINKS to fit every PANTRY 


Don’t overlook any chance to “‘get in’’ on 
pantry renovating jobs. 


You can sell an Alberene Stone Sink and get 
it in whatever size you need. 


Probably the customer already is using an 
Alberene Laundry Tray so she will know all 
about Alberene’s cleanliness and durability. 
Watch out for pantry sink business! 


ALBERENE STONE CoO. 


153 West 23rd Street, New York 
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IN INDUSTRY. . . 


Axcurrects in planning industrial buildings realize 
the importance of modern, sanitary equipment for con- 
venience and comfort. That is why Halsey Taylor 
Drinking Fountains are the logical specification. Out- 
standing, patented features recommend them for new 
construction and replacements ee Halsey Ww. 
Taylor Co., Warren, Ohio. 


HALSEY TAYLOR 


Drinking Fountains 








Consumer Selling Schools” and will be a guide-book 
for association officers in organizing and conducting 
schools of salesmanship. 

The other book, “Handbook of Plumbing and 
Heating Salesmanship” will be for the contractors 
and office assistants who will be the students in the 
courses. , 

While the bureau will prepare the material for 
both of these books, they will be distributed only by 
the National Association of Master Plumbers and by 
the Heating and Piping Contractors National Asso- 
ciation. 

Schools of consumer selling, it is planned, will be 
one of the important follow-up activities of local as- 
sociations in cities in which Regional Management 
Conferences have been conducted by the bureau. 
They will, however, by no means be limited or con- 
fined to cities in which conferences have been held. 
National association officers as well as the bureau 
are anxious that a large number of associations avail 
themselves of this sales school material as soon as it 
is ready. The schedule calls for the completion of 
both books by May 1. Preliminary sections will be 
available earlier. | 

The subject matter for the schools as presented in 
the manual for instructors and handbook for students 
will follow closely the outline of the Lake Forest 
school. 

The course was thoroughly practical, combining 
sales demonstrations with discussions of sales pro- 
cedures. Some of the sales demonstrations were 
made by salesmen employed by wholesalers and 
wholesaler-manufacturers and others by the contrac- 
tors themselves. 

“Effective training in the selling of plumbing and 
heating merchandise through a course in the subject 
is practical,’ says Nathaniel S. Finney, of the Plumb- 
ing and Heating Industries Bureau, who conducted 
the Lake Forest school and who is writing the two 
sales text books. 

“This much has been shown by the results of the 
experimental school,’ Mr. Finney says in the intro- 
duction to the Instructor’s Manual. “If the course 
serves to do no more than to make members of the 
class sales-minded and to start them on their way of 
learning to sell—and it can hope to do little more 
than that—it will have been well worth while in 
terms of dollars and cents of profit. But even the 
accomplishment of that much means teal effort on 
the part of every person connected with the class, 
the instructor, officials of the local association, and 
members of the class. 

The list of the contractors enrolled in the Lake 
Forest school included J. T. McGrath, president of 
the local association; J. H. Moran, past president ; 
and H. T. Strenger, past president of the Illinois 
Master Plumbers Association. 


Commenting on the sales school from the point of 
view of a master plumber, Mr. Strenger said: 

“I attended all of the meetings of the class and got 
many new ideas. We are putting in a card system 
for filing names of prospects and systematically re- 
cording literature and calls made on these prospects. 

“The class was timely in that the plumbing busi- 
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ness today needs intelligent and aggressive salesman- 
ship. The old days when one could sit in the office 
and wait for business to come in are gone. Prices 
at which new construction work is being let leave 
little or no profit. The only way to make money is 
to go out and create business. This is what many a 
contractor wants to do but few know how to do it in 
a modern and up-to-date manner. A sales school 
teaches these procedures. 


A large share of the credit for the success of the 
school justly belongs to the secretary of the Lake 
County association, Mr. Anderson, who is constantly 
engaged in promotional work that will be of direct 
financial benefit to his members. He expressed him- 
self as being well pleased with the results of the class. 

“The school in salesmanship fulfilled all my ex- 
pectations,’ Mr. Anderson said. “It has stirred up 
interest in salesmanship among the members of the 
association. Hereafter at every meeting of the asso- 
ciation we will discuss sales problems. We will take 
the various points brought out at the sales school 
and elaborate on them and thresh them out fully. 
We didn’t expect the sales school to do the whole 
selling job for us. We realize that the school was 
merely to give us ideas and procedures. It is now 
up to us to go out and get the business. 

“The sales school is a sound and progressive activ- 
ity from the standpoint of the association secretary. 
It takes a school and a lot of discussion following 
the school to change the point of view and the line 
of thinking of the contractor who wants business to 
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W. <A. Steinhilber, Central Supply Co., and Norman C, 

Ascher and O. D. Waldon, both of Pacific Steel Boiler Corp., 

all of Indianapolis. Picture taken at the recent annual 

convention of the Indiana Association of Master Plumbers, 
held at Indianapolis 


come to him as it used to in the old days. The sales 
school is a cure for pessimism in our industry. It 
shows the contractor that there is business to be 
gotten, if he will exert himself and go after it.” 
Following is a complete list of the 39 contractors 
and office employes of contractors who were enrolled 
in the sales school: Mrs. L. V. Anderson, Lake For- 


est; Wm. H. Barrett, Deerfield: O. R. Cubbon. Lake 


Forest; K. W. Custis, Lake Forest; T. H. Decker, 
Highland Park; A. FE. Decker, Deerfield; William N. 
Frye, Lake Forest; J. E. Fitzgerald, Lake Forest; 
C. B. Fitzgerald, Lake Forest; Mrs. Gladys Fattic, 
Deerfield; W. E. Green, Waukegan; Miss Iris 
Gaudin, Ravinia; J. E. Hanson, Lake Forest ; Thomas 


Houlihan, Highland Park; Vic. J. Killian, Winnetka; 
Lloyd Killian, Highland Park; L. R. Killian, Lake 


Bluff; Miss Myra Litzenberg, Waukegan; Emil 
Lehti, Lake Forest; J. T. McGrath, Libertyville; J. 
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MANUFACTURED BY 


THE VITADISC CO. Rochester, N. Y. 
¢« DEALERS - 


The SCOTCH STOKER is designed expressly for the 
home, wherein the greatest market lies. This stoker is built 
to sell the home owner and render him efficient heating 
service with the minimum attention. The cost of installation 
| and operation is low and his fuel bill is cut considerably. Its 
| selling points assure all dealers quick sales in a wide market. 

Increasing sales and profit. Make your inquiries at once. 











Prospective Buyers” | 


great future market for the SCOTCH 
STOKER lies in the home. The 
primary factors sought in stokers by home 
owners are cost, efficiency and performance. 
The SCOTCH STOKER is entirely auto- 
matic, adjustable to varying degrees of heat. 
Coal is fed to base of fire by positive worm 
gear. Ash is automatically conducted by 
elevator to container. Quiet fan, standard 
motor. Stout castings throughout, positive 
and easy working. 


+ + ‘ r V, ¢ . 
2 Pa ON Ee) PS 


130 Clinton Ave., S., Rochester, N. Y. 





Gentlemen: Kindly mail dealer proposition 
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H. Moran, Highland Park; C. R. Moran, Highland 
Park; Gerard Noerenberg, Highland Park; Gust Os- 
trand, Highwood; Arnold Peterson, Ravinia; Ed- 
ward Strenger, Highland Park; H. T. Strenger, Lake 
Forest; Miss Margaret Swan, Highland Park; Miss 
Frances Siegele, Highland Park; Thomas Strenger, 
Highland Park; Miss Cecilia Simon, Lake Forest; 
Miss Dorothy Vanderwerff, Libertyville ; Miss Helen 
Wagner, Libertyville; Ernest E. West, Highland 
Park; James Salmon, Waukegan; Miss Irma Heine, 
Lake Forest; Miss Mary Bennes, Lake Forest. 


o 
Queens Association Gives Party 


The Association of Master Plumbers of the Borough 
of Queens, Long Island, N. Y., holding its first annual 
dance and entertainment on March 14 at the Triangle 
ballroom, Richmond Hill, L. L., was host to approxi- 
mately one thousand guests. Aside from the dancing 
that occupied the large gathering, singing, specialty 
dances, comedy and a review made up a program of six 
numbers which were accorded considerable applause. 

Among those guests present from other associations 
were: Joseph R. Spellman, William Thompson and 
Philip Eich, all of the Manhattan Association; Mr. and 
Mrs. M. J. Kennedy and J. B. Brady of the Brooklyn 
Association; Mr. and Mrs. S. G. Arnone and Mr. and 
Mrs. Anthony Platt of the Bronx Association; J. A. 
Burns of the Richmond Association, and J. E. Daly, 
Consolidated Gas Co., New York City. 

Joseph R. Mittasch, who is a member of the associa- 
tion’s board of governors, was executive chairman of the 
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committees on arrangements. He was assisted by the 
following members: John F. Rogers, Thomas F. Whalen 
and Joseph S. McNamara, on the reception committee ; 
Jacob Stockinger, Jr., and the district representatives, on 
the floor entertainment committee; Jacob Eck and 
George W. Harrington, on the program committee; 
Nicholas P. Donohoe and Adolf Oerter, on the printing 
committee. A thirty-six page program was arranged for 
the occasion. 
© 


Pacific Northwest Chapter Meets 


The March meeting of the Pacific Northwest Chapter, 
American Society of Heating and Ventilating Engineers 
was held in the Gold Room of the New Washington hotel, 
Seattle, Wash., with Professor E. O. Eastwood presiding. 
As usual, the business meeting was preceded by a dinner. 
L. Dudley reported on the proposed license law for en- 
gineers. R.S. Whaley of Power Plant Engineering Co., 
spoke on the subject of oil burners. In a discussion which 
followed it was brought out that the general insufficiency 
of draft was due to poor design of stacks. It was 
pointed out that this is most common in dwellings and 
poorly engineered jobs. The use of stack gases to cut 
down combustion noises by lengthening the time of com- 
bustion was recommended. The point was also made 
that steam atomization is not as economical as mechanical 
atomization unless special favorable conditions exist. 

The February meeting was also held in the New Wash- 
ington hotel, and at that meeting Professor Eastwood re- 
ported on his trip to the national convention in Pitts- 
burgh. 














The Modern Closet for 
the Modern Home 














Note these Revelation features: 
quiet operation, beautiful design, 
integral, tank bolted directly on 
bowl (bolts not exposed to 
water). Not necessary to fasten 
to wall; can be placed anywhere 
in room as the back of tank is 
highly glazed. Height, 33 ins. 
Distance from back of tank to 
front of bowl two to four inches 
less than ordinary combinations. 


No metal flush valve, rubber ball 
rests in seat ground in the bottom 
of tank. Reseal tube from ball 
cock unnecessary. Elbow or offset 
connection, coupling nuts, flush 
valve and spud in bowl dis- 
pensed with. Either tank or bow! 
can be replaced separately. Many 
other points which make the 
Revelation the ideal closet for 
remodeling or new work. 


The Revelation may be found on dis- 
play by leading Jobbers throughout the 
country and our branches listed below. 


PEERLESS SELLING Co. 


Evansville, Indiana 


Peerless-Alabama Co., Inc Peerless-Missouri Company 
3000 Avenue E., 5021 Fyler Ave. 634 W. Girard Avenue, 
Birminghem, Ale. St. Louis, Mo. Philedelphie, Penna. 
Peerless-Atlaentic Company Peerless-Northern Company Peerless-Tulse Compeny 
470 Stuart St., Charles and Vandalia Sts., 1645 E. 6th St., 

Boston, Mass. St. Paul, Minn. Tulse, Oklahome 


Peerless-Colorado Company Poortens- Otichone Compeny  Peerless-Utah Company 


785 S. Broedwey, . Bth St. 150 West 1st South St., 
Denver, Colorado Oklahoma City, Oklahome Salt Lake City, Uteh 


Peerless-Penna. Compeny 











PATENTED AND PATENTS PENDING 
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USINESS seemed more inclined to spottiness during the last 
two weeks in March and orders placed by wholesalers with their 





sources of supply, it is said, failed to total as high as during 
the preceding two-week period. But March was not unlike many 
recent months in that the first part produced a fairly good volume 
of small-sized orders for manufacturers as distributors adjusted 
their stocks for near future business, with the last two or three 
weeks of the month rather slow. 


Reports from several of the jobbing centers indicate that calls 
for roughing-in material are showing a trifle better tone, but as a 
general rule the movement of soil pipe, steel pipe, wrought iron pipe, 
fittings and other materials in this class is no better than fair. 
Contractor requirements in the way of finishing goods are of course 
seasonably light. Shipments are leaving manufacturing sources 
promptly, and manufacturers’ published prices to their distributors 
are generally firm and unchanged. 


At the recent meeting of the Central Supply Association, in 
Chicago, a general feeling of optimism seemed to prevail among the 
leading manufacturers and wholesalers in attendance. M. J. Beirn, 
vice president and general manager of sales, American Radiator Co., 
said in part concerning future business: ‘“‘I think the curve of this 
industry bears a distinct co-relation to the residential building line, 
and the variations in our own curve for twenty-five or thirty years 
has been slight. When we see an 8.9 per cent increase in residential 
building, it seems to me that it points the way to optimism, based 
on residential building for 1931. You can project that curve along 
the line I indicated and satisfy yourselves that residential building 
should be 25 per cent to 30 per cent better in 1931 than in 1930. If 
that keeps up, then there should be a greater sales volume this year.”” 


February wholesale prices of six standard plumbing fixtures for a 
six-room house, ascertained by the Bureau of the Census from reports 
of 12 representative manufacturers and wholesalers, averaged $96.49 
as compared with $99.26 in January, and $103.69 in February, 1930, 
and $98.41 in February, 1929. February shipments of solid porcelain 
plumbing fixtures as reported to the bureau by nine manufacturers, 
comprising the entire industry, were 5.388 pieces, as compared with 
6,458 pieces in January and 5,440 pieces in February, 1930. New 
orders for 516 steel boilers were placed in February, 1931, according 
to reports submitted to the bureau by 74 manufacturers, comprising 
most of the leading establishments in the industry, as compared 
with 598 boilers in January, 1931, and 873 boilers in February, 1930. 
January shipments of oil burners, according to reports made to the 
bureau by 106 manufacturers, totaled 3,816 burners, as compared 
with 5,025 burners in December, 1930, and 5,056 in January, 1930. 
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OXWELDIN 


DESIGN STANDARDS FOR 
OXWELDED PIPING 


Any welded piping system, even in its most 
complicated form, is a combination of a few 
fundamental welding design details. 


ASSURES 


SUPERIOk 
SERVICE 


UCCESSFUL and efficient operation of any 
piping system is dependent to a marked degree 
upon satisfactory performance of the pipe joints. 
For this reason the pipe joint has taken its place 


as a most important part of design. 


The oxwelded joint is permanently tight, strong 
and compact. It reduces friction, leakage, radiat- 
ing losses and maintenance and thus assures 1n- 
creased serviceability and operating efhciency. In 
addition to these inherent advantages of the 
oxwelded joint, lines constructed by oxwelding 
can be crowded into small space where necessary, 
and transmission pipes can be closely nested in 


tunnels. 


Under Procedure Control, welded piping con- 
struction may be undertaken with the same confi- 


dence in a satisfactory result as older methods. 


THE LINDE AIR PRODUCTS COMPAN 


Unit of Union Carbide and Carbon Corporation : 


126 Producing Plants UEC 627 Warehouse Stocks 
IN CANADA, DOMINION OXYGEN COMPANY, LTD., TORONTO 














LINDE OXYGEN ~- PREST-O-LITE ACETYLENE + OXWELD APPARATUS AND SUPPLIES - UNION CARBIDE 








SADDLE NOZZLE FITTINGS 


Explanation of Design: 

In piping systems under very high pres- 
sures, transverse stresses resulting from 
the fluid pressure may be highly concen- 
trated at the intersections of tee or branch 
connections. To strengthen the fitting 
against such stress concentrations, a spe- 
cial forged saddle of proper form and sha 
can be welded into the header, and the 
nozzle or branch pipe welded to it as 
illustrated. 


Uses: 
Saddle Nozzle Fittings are very desirable 
for extremely high pressure services when 
the pressure stress in the header is 7,000 
ib. per sq. in. or higher and the openings 
are 8 in. in diameter or larger. 
Specification: 
When saddle nozzles are specified, the 
following features should be included in 
the specification: 
The edge of the saddle shall be beveled 
to an angle of 45 deg. and the opening 
in the header shall also be beveled, form- 
ing a good vee for welding. 
) Edges beveled with the blowpipe shall 
“* be thoroughly cleaned of slag before 
welding. 
%. Saddle and header shall be carefully 
* fitted in order that thorough fusion at 
the bottom of the vee may be obtained. 
4 Welds shall be reinforced to a height 
* inexcess of the thickness of the saddle. 
5 Preheating while welding saddle to 
* header and subsequent annealing are 
recommended. 
6 The weld shall be of sound metal free 
* from laps, gas pockets, slag inclusions 
or other defects. 


The above is excerpted from a handbook 
on fundamental designs, titled, *‘ Design 
Standards for Oxwelded Steel and Wrought 
Iron Piping,’’ published by The Linde Air 
Products Company. 


A copy of this handbook should be in every 
plumbing and heating contractor's office. I 
is yours for the asking. 


EVERYTHING 


-heggan Oxweioine 


SiSsOi.vie acelreecs 


arraratust a8 
Surrioes 


‘UNION CARBIDE 
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LUMBING 

and heating 
business in the 
Central West territory, according 
to the majority of reports from 
wholesalers and manufacturers in 
the district, lacked, during the two 
weeks just passed, some of the ac- 
tivity that was apparent during the 
earlier part of the month. The 
past fortnight found contractors in 
need of relatively small quantities 
of plumbing and heating materials, 
and, with their turnovers light and 
fairly well proportioned stocks on 
hand, jobbers did not find it nec- 
essary to order except for replace- 
ment purposes. The first several 
days of March accounted for a fair 
volume of business for manufac- 
turers’ salesmen, as in a number of 
instances wholesalers ordered ma- 
terial to take care of their near 
future needs. 

Soil pipe manufacturers reported 
only a fair volume of business dur- 
ing the two-week period, and the 
same applies to manufacturers of 
steel pipe, wrought irén pipe, fit- 
tings and other materials com- 
monly used in the roughing-in 
stage of construction. Contrac- 
tors’ needs in the matter of finish- 
ing goods are light, and jobbers 
turnovers of enameled ware, pot- 
tery and plumbers’ brass goods 
were correspondingly slow. Range 
boiler manufacturers say that the 
market on this commodity con- 
tinues to maintain the strength 
that has prevailed for some time, 
but that volume is no better than 
fair. The warm weather that has 
prevailed in the greater part of this 
territory for so many weeks has 
retarded the demand for boiler re- 
pair parts, according to representa- 
tives of a number of manutactur- 
ers. 





No word was received from 
manufacturers during the fortnight 
of any change in their published 
prices to wholesalers. Producers 


are in possession of sufficient 
stocks to ship staple items without 
delay. 

Building permits issued in Chi- 
cago during the week ended March 


28, totaled $15,994.400, as com- 
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CENTRAL WEST 


Jobbers’ Turnovers Light 


pared with $1,215,400 for the cor- 
responding week of last year. It 
is to be noted, however, that in- 
cluded in the week's total for this 
year is the permit for the $15,000,- 
OOO Field Office building, which is 
to be started in the Fall of this 
year. 

The March issue of the Guar 
anty Survey, published by the 
Guaranty Trust Co. of New York, 
summarizes business and financial 
conditions in part as follows: 

‘Those who predicted earlier in 
the year that the business reces 
sion was gradually approaching 
bottom and that a measure of re 
covery could be expected some 
time during the subsequent few 
months have so far had no reason 
to alter their views. In fact, act- 
ual developments and reports is- 
sued during this month not only 
otfer support for these earlier opin- 
ions but also present the most en- 
couraging signs in some time. 

“Evidence accumulates that the 
way is being cleared for business 
recovery and that the necessary re- 
adjustments to assure it are under 
way, but that this will be a slow 
and uneven process seems equally 
evident. That progress cannot be 
accurately timed or measured but 
that it seems to be started is of 
real importance and carries with it 
a degree of reassurance and im- 
proved business psychology. 

“The business index of the 
Guaranty Trust Company stood 
at 64.8 for February, as against 
63.8 for January, 64.1 for Decem- 
ber, 63.9 for November, 68.1 for 


wee ATED 
on the F. W. 
Dodge Corp, re- 
ports for the metropolitan New 
York area, which continue to show 
a definite trend upward where 
construction contracts awarded 
are involved, business for the sec- 
ond quarter will be substantially 
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October, and 89.6 a year ago. Of 
course, to maintain that the slight 
increase for February following 
three months of comparative sta- 
bility is irretutable evidence that 
the low point of recession has been 
reached would constitute an imma- 
ture diagnosis; but, nevertheless, 
in the light of all past experience, 
it certainly is a strong indication 
that the business curve is at least 
scraping bottom. furthermore, 
the Guaranty Trust Company’s in- 
dex of wholesale commodity prices 
on March 15 stood at 54.0, as 
against 53.4 a month earlier, 55.5 
two months earlier, and 75.0 a year 
ago. Although the increase in 
March is small, it marks the first 
advance in this index since Sep- 
tember, 1929. 

“The slight upturn lately dem- 
onstrated by statistical indices is 
entirely supported by business re- 
ports. In general, the keynote of 
the present business situation is 
irregularity, which in itself offers 
a very hopeful sign at this particu- 
lar phase of a major business 
However, within this 
irregularity, the preponderance of 
evidence lies on the side of better- 
ment. The Department of Labor 
reported an increase of 1.4 per 
cent, in the number of employed 
last month and an increase of 7.5 


movement. 


per cent in total wages. Improve- 
ment has also been reported in 
such important industries as steel, 
pig iron, building construction, and 
automobile production, while the 
declines in cotton consumption, 
foreign trade, and copper produc- 
tion were less than seasonal. Some 
types of retail trade have shown a 
turn tor the better, and sales of de- 
partment stores during February 
were somewhat above those in the 
preceding month.” 


NEW YORK 


Construction Awards Increasing 


better than during the first quar- 
terly period of the year. This fact, 
according to a recent report re- 
viewing the situation, is made 
more emphatic because the pick-up 
continues to show a distinct pre- 
ponderance in residential construc- 
tion. In part it says, “From 
March 2 through 14 a total of $43.- 
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674,600 in contracts awarded was 
reported in this area; whereas in 
the corresponding period of 1930 
a total of $31,386,500 Was recorded. 
An exact comparison is possible, 
for the two periods match in num- 
ber of working days, both contain- 
ing 12 days.” 

Another release under date of 
March 28, prepared by L. Seth 
Shnitman, chief statistician of the 
F. W. Dodge Corp., after discuss- 
ing residential and apartment 
house economics, says: “From the 
point of view of contract values 
new apartment house building 
reached its largest expansion in re- 
cent years early in the summer of 
1926. From mid-year 1926 to the 
end of 1927, a period of about one 
and a half years, apartment house 
construction, though 
was distinctly on the downgrade. 
This trend temporarily ar- 
rested by the upturn in 1928 that 
lasted for eight months but which 


hesitating, 


Was 


failed to attain the previous high 
level. Since August of that year 
the declining trend was resumed 
and fell to a level in January, 1931, 
lower than at any time since the 
beginning of comparable data in 
1925. Preliminary figures for Feb- 
ruary indicate a turn in the trend, 
the first August, 1928, at 
which time is was 
though this rise 


since 
downward. 


may turn out to 








saler and 


ducer sources characterize the past 


two-week period as showing a 


slowing up tendency insofar as 


volumes are concerned. 


However, practically all of those 


sales 


interviewed note that inquiries are 
still plentiful. Manufacturers’ rep- 
resentatives, generally, that 
the past thirty days were similar 


Say 


to many of the recent months tn 
that the first two weeks produced 
a fair volume of small orders, but 
that the latter weeks were spotty 
and apparently volumes retarded 
to some extent. Many of the 
salesmen interviewed reported that 
February was a better month than 
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be only a false start, the retrench- 
ment has been so deep and so ex- 
tended as to give reason for the 
opinion that revival in this type of 
residential building is definitely at 
hand.” 
Jobbers notwithstanding are 
finding it difficult to perceptibly 
swell their sales volumes as 1s 1n- 
dicated in reports gathered for the 
two weeks elapsed since March 21. 
There is, however, better- 
ment in demand for roughing-in 
materials and there seems to be 
a brighter outlook for the future 
as many orders are being tempor- 
arily held in abeyance. Manufac- 
turers, too, report slightly greater 
activity, especially where rough- 
ing-in materials are involved. 


some 


The price situation has changed 
little during the days that have 
elapsed since the last report was 
prepared. New sheets from some 
of the nipple manufacturers indi- 
cate an advance in the prices of 
those pri dlucts. The copper ma4&r- 
ket during March underwent sev- 
Karly in that 
month copper was quoted at 101% 
cents a pound, advancing to 10% 
cents) and March 28 had 
dropped back to the level of 10 cents 
a pound. 

Shipments generally are prompt 
as manufacturers report adequate 


eral slight changes. 


by 


reserves. 


MIDDLE ATLANTIC 


Activity ls Some Slower 


R* ron. S&S 
from whole- 


pr )- 


re- 


:c- 


orders 
for stock 


despite the 
that time 


January 
ceived at 
placement. 

Contracts have been placed re- 
cently in this section for some of 
the larger building projects pre- 
viously started and now requiring 
finishing materials, while estimates 
on rough goods are also either be- 
ing contracted for or figured at 
this time for a few large-sized 
structures that 
started. These projects, it is felt 
by sellers, will add materially to 
volumes for the coming months. 

In the upstate section of Harris- 
burg, Lancaster and York whole- 
salers are more optimistic about 
More activ- 
itv is noticeable there among the 


are now being 


business conditions. 
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contractors, it is said, as Spring 
approaches and replacement work 
again comes to the fore. There 
are also a goodly number of small 
building operations such as sub- 
urban schools now out for esti- 
mates in that section, according to 
building reports. 

The F. W. Dodge Corporation’s 
reports for the Middle Atlantic 
District reveal the fact that resi- 
dential building continues to either 
lead or equal the amount in dol- 
lars contracted for non-residential 
construction. 

That condition, it will be remem- 
bered, was conspicuous by its absence 
during practically the whole of 1930. 

The various types of pipe are 
not showing the tonnages usually 
expected at this time although 
wrought iron pipe producers say 
that their job orders have held at 
a good level so far this year, and 
recently a quickening was notice- 
able in the commitments for mis- 
cellaneous pipe items. Pottery 
and enameled ware manufacturers 
reporting indicate that the move- 
ment of fixtures for specific jobs 
has been of a fair nature but that 
orders tor staple stock materials 
are lacking in numbers, thus re- 
ducing their total volumes. Boiler 
and radiation sales have fallen off 
slightly during the fortnight ac- 
cording to manufacturers, but 
most makers say that they are in 
receipt of a substantial number of 
inquiries for prices. The demand 
for range boilers was reported as 
slightly better and prices on this 
commodity continue firm and un- 
changed. 

The turnover of tubular brass 
goods is upward to some extent, but 
does not reach previous figures for 
the period. 

Construction contracts awarded 
in this section during the week, from 
March 2nd to 7th, according to F. W. 
Dodge Corp., show a total valuation 
of $19,055,700. Of this amount, $6,- 
$6,471,800 was granted for residen- 
tial structures and $5,756,100 for 
commercial types; the balance was 
awarded for public works and util- 
ities. During the next week a total 
of $6,379,500 was awarded of which 
$2,472,700 went to houses and apart- 
ments and $2,586,800 went to the 
non-residential type of construction in 
the period. 
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M°° ements 
into con- 
sumption of 
plumbing and heating commodi- 
ties seemed to have gathered but 
little momentum during the past 
few weeks lending to the whole 
month a somewhat dispirited busi- 
ness tone, but yet, from the aver- 
age wholesaler’s viewpoint, grant- 
ing almost as good 
might be looked for in March of 
any year. There are being pre- 
sented on the other hand more 
definite indications that the appar- 
ent state of inertia with which the 
industy has been encompassed is 
slowly but steadily giving way 
and that the building activities 
which comprise this year’s pro- 
gram are daily coming closer to 
actual commencement work by 
plumbing and heating contractors. 





volumes as 


Master plumbers are _ finding 
their idle hours being reduced 


either in attending to some of their 


DOMESTIC ENGINEERING 


NEW ENGLAND 
March Shipments Were Light 


contracts which are by no means 
numerous but which are generally 
of better nature than during earlier 
months, or in figuring some of the 
prospective work of which there 
is a substantial amount outstand- 
ing. Many local trade unions of 
find that 
ment within their ranks is begin- 
ning to show signs of 
Architects report that their work- 


journeymen unemploy- 


decrease. 


ing staffs are complete and con 
tinue to be actively engaged, there 
being obtained from their clients 
a better proportion of the propos- 
als submitted. Wholesalers as vet 
do not experience a heavy tax on 
their facilities. Manufacturers are 
in much the same position but 


despite comparatively light  for- 
wardings are upholding the pro- 
duction end towards the accumu- 
lation of good reserves which they 
them in 


distant 


are confident will 
stead in the not 


serve 
good 


— 
future. 
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\ccording to F. W. Dodge 
Corp., such cities as Boston, Lynn, 
lowell, Fall Portland, 
Bridgeport and New Haven were 
among the important ones in New 
boosted 


River. 


England territory which 
Kebruary construction awards to 
a level above that of February of 
Total for this 
this month 
amounted to $21,418,300 which was 
one ot two out of 13 Dodge terrt- 
states east of the 
Rockies to show such a gain. This 


last year. awards 


area for second 


tories in the 3/7 


increase was due to advancement 
in non-residential building and 
public works and utilities and in 
spite of the fact that residential 
contract New 
england contracts awarded for the 
week ending March 10 amounted 
to $3,490,100 as compared with 
$4,499 900 for the corresponding 
1930. A surprising gain 
was registered for the week end- 
ing March 17 in that 
talled $20,851,500 as compared 
with $7,865,400 for the similar 


hngures 


awards were off. 


week of 


<i VA ards to- 


week of last year. ‘These 
illustrate the progress which is be- 
ing made and account for the op- 
timistic views held by many that 
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Range for Week Ending March 28, 1931T 


Par 1931 Weekly 1 Par 1931 Week] 
Value High Low ° High Low Close 1 Value Higt Low a H Low Close 
NP 109% 92% Air Reluction Sales Co.. sh 4 10014 9334 94% 100 «120 118 National Lead Co., pfd. “B” 4 110% 18 119% 
NP 21% =15% American Rad. & Stand. San. Corp,com...A 21 185% [8%@ NP 1% National Radiator Corp., con \ bf Li le 
NP 145% 141 American Rad. & Stand. San. Corp., rfd...A 14534 1453q¢ 145% 5 17 13 Herman Nelson Corp B 14% 4% «14% 
25 37% #=%26% American Rolling Milis Co. A 32% £29 29 NP 6814 62 Ohio Brass Co., “B" B&G 644 f,2 6414 
50 464344 29%4 Anaconda Copper Mining Co A 38 32% 32% a 734 Revere Copper & Brass, In: A 42! 24 «12% 
NP 2 20 Bastian-Blessing Co... . C 21% 21% 21% NP 83% 70 Revere Copper & Braas, In: 4” 4 70 70 70 
NP 70% 15°4 Bethlehem Steel Co., com. A 64%, 5638 574 NP 5 4 Richmond Radiator Co., pfd KB F, 5 5 
100 123% 114% Bethlehem Steel Co., pfd 4 123% 123 123 NP 33 21 Ruud Mfg. Co ( 24 234 24 
NP 15 10% Brunswick-Balke-Collender Co 1 Ws ii 11% NP 27% 25 Spang, Chalfant & Co., com ” , 27% 27 27 
NP 69% 3754 A. M. Byers Co., com.. 1&E 58 504, 50% 100 «—92%~—COO81 Spang, Chalfant & Co., pfd 1 01% «91 9] 
100 106% #$=97% A. M. Byers Co., pfd L&E 100 97'4 100 NP 26% 1654 Time-O-Stat Controls Co., “A” ( 25%, 25% 25% 
2> 6 40 3534 Crane Co., com... C 46 353, 353% | NP 72 5544 Union Carbide & Carbon Cor; A 6934 63%, 64 
100 «119 115 Crane Co., pfd C 116 11544 116 20 37% #=%.}27% U.S. Cast Iron P. & F. Ce \ ’ 321 3354 
20 5\%4 5 Eagle-Picher Lead Co H 5% 5 5 NP 20% 18% U.S. Cast Iron P. & F. Co., Ist pid 1 2% £20 20% 
NP 11% 5'4 Fairbanks Co., pfd.... A gl4 74 7% NP 21% #£«°18% U.S. Cast Iron P. & F. Co., 2nd pfd ‘ ab 4 2% 
NP 29% 22 Fairbanks, Morse & Co., com 1-3 2214, 23 NP 55 20 U. 8. Radiator Corp., com B&D 20 () 20 
100 109% 100% Fairbanks, Morse & Co., pfd 4 100% 100% 100% 100 100 100 U.S Radiator Corp., pf D 106 104 100 
NP 20 6 Greenfield Tap & Die Corp B 6 6 6 NP 20% 11% U.S. Rubber Co., con , 10% 16% 16% 
NP 2234 15% Iron Fireman Mfg. Co.... C 19% 17 17 100) 61~4 2034 U.S. Rubber Co., pfd \ 5% 30 30 
NP 80% 52% Johns-Manville Corp., com 4 79% 7% 70% 100 152% 137 U. 8. Steel Corp., cor 147% «141 141% 
109 «6125 118 Johns-Manville Corp., pfd. A 12234 12234 122% 100 «150 143 U. 8. Steel Corp., A 150 148 1485¢ 
109 123% 119% Jones & Laughlin, pfd..... A&E 123 121'4 121% NP { I sal Pipe & | t 3 
NP 58% 38% Minneapolis-Honeywell Rez. Co., com A 55 544% 54% NP 15 i] Walworth ¢ ! i 
ra 35 Modine Mfg. Co....... &C 35 35 35 NP 19% 54 Wayne Ce Bd f hu 
NP 19% 14% Motor Wheel Corp... A 18% 18 18 NP 22% 21 Wayne Co., } B&C 22% 224% =.%22% 
NP 41% 40 F. E. Myers & Bro. Co., com G 40 40 40 100 «110 93 Wheeling Stee! Cory BR 110 108 110 
100 105 105 F, E. Myers & Bro. Co., pfd G 105 105 105 100 «109 109 Wheeling Steel Corp., pfd. B 109 109 109 
100 132 118% National Lead Co., com.. A 124%, 120 120 NP 23% if Williams O)L-O-Matie Hee. ¢ if; 1 16 
100 «141 136 National Lead Co., pfd. “A” 4 140% 140% 140% NP 78 69 } Sheet 4 ' 74 49 
*Where listed — 
A—New York Stock Exchange C—Chicago Stock Exchange E—Pittaburgh Stock Excha Cleveland Stock Exchange 
B—New York Curb Exchange D—Detroit Stock Exchange F—St. Louis Stock Exchange H-—-Cincinnati Stock Exchange 
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activities in this industry will soon 
be extended, in that the two weeks 
of March alone noted above con- 
tain a larger volume of contract 
awards than all of February. 

Distributors continue to buy 
mostly for replacement purposes, 
for demand from their trade has 
not as yet presented the occasion 
for large quantity purchases. 
Then too the price situation, from 
producers’ standpoints, has re- 
mained unaltered and its firm na- 
ture permits a buy-as-needed atti- 
tude on wholesalers’ parts. There 
still obtains no marked predomi- 
nance in demand for one commod- 
ity over another. Brass goods, as 
is usual in the early Spring season, 
are moving from sources and 
through jobbers into contractors’ 
Move- 
ments of plumbing fixtures and 
boilers and radiators show 
betterment when compared 
roughing-in goods which are mov- 


Makers effected a 


hands in fair quantities. 


Some 
with 


ing but slowly. 








HILE sales 

were re 
ported as rather 
spotty in this territory during the 
past two weeks, business as a 
whole showed improvement 
toward the close of March. Most 
sellers are of the opinion that the 
business trend is moving slightly 
upward with a better market tone 
apparent with the approach of 
April. jobbers report a 
moderate increase in turnover, but 
in general the movement is not 
Wholesalers are still 
small 


Some 


widespread. 
adhering to the policy of 
stocks, but of good assortment. 
Building and engineering work 
in the Southeast 
mentum and reports are that quite 


is gaining mo 
a considerable amount of work is 
looming for the near future. Resi- 
dential construction work is_ in- 
creasing, though at a slow rate. 
Government construction is prov- 
ing of great value at this time, and 
several millions of dollars is being 
spent by the various departments 
in this section. 

Wholesalers 


that their 


report 
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The Metal Market 


Average Average Average 
PIG IRON— March 31 Feb., 1931 Dec., 1930 1929 
No. 2 foundry, Chicago................ $17.50 $17.50 $17.50 $20.00 
PLATES AND SHEETS— 
Steel boiler plates, Pittsburgh, per lb. 1.65c 1.65c 1.60c 1.93¢ 
Blue annealed sheets, No. 13, Pitts- 

Is a i aa lee eens 2.05¢ 2.05¢ 2.05c 2.17¢c 
slack sheets, No. 24, Pittsburgh, per lb. 2.35c 2.35¢c 2.35¢ 2.85¢c 
Galvanized sheets, No. 24, Pittsburgh, 

a ah bbw been tee dhiees 6b6s ood teary 2.85« 2.90¢ 2.90c 3.57¢c 

TIN— 
Straits tin (spot) New York.......... 26.50c 
LEA D— 
a: es ucbetwet sees cena 4.25c 
The Old Metal Market 
Dealers’ Buying Prices 
Per lb. Per lb. 
Aluminum CLIPPINGS. «ccc vceseves 13%c Pe eee eee ee 6%Cc 
EE NS ais oe ee Ee bl wud 20 Cc Heavy copper and wire........... 7%e 
SS 0 a Bi es ee 4\4« 0 a ee ee ra 2 en ee 2 Cc 
Brass, heavy yellow.............. 4*%e NE on Ca ied ana we 6 ee ee 38¥%c 
No. 1 comp. red brass............. 6%4c Solder joints (close cut) 54%c 
Heavy crucible copper........... 7%0 
NOTE: Prices are those quoted on Tuesday of this week. 


slight decline in their brass pipe 
prices during the fortnight past. 
Producers continue to make early 
forwardings of jobbers’ commit- 
ments, 


SOUTHEAST 
Trend Is Upward 


rate ot stock-turn for the past two 


weeks showed a slight increase 
over the preceding period. Manu- 
facturers' representatives state 


that jobber orders while rather fre- 
quent, are not of large proportions. 


USINESS 

continues at 
about the same 
has maintained for 
several months past, but with 
some indications of a slight up- 
ward trend in certain parts of this 
territory. There appears to be a 
fair amount of new _ residential 
work going forward, more for the 
individual home owner than for 
speculative purposes. In the apart- 
ment house and smaller hotel field 
little activity is found at present. 
The campaign of educating the 
public toward remodeling its 
homes, as well as owners of other 


that it 


level 





Jobbers report some increase in in- 
quiries for future delivery. There 
has been no report of any change 
in manufacturers’ price’ sheets 
since our last fortnightly review ap- 
peared. 

There was no particular increase 
in demand for any commodity dur- 
ing the past fortnight, and save 
with the slight lead held by the 
heating lines, the rest of the mate- 
rial items held closely to the rate 
established with the opening of 
March. Range boiler sales were 
light and soil pipe moved at a fair 
rate. 

Manufacturers are making quick 
shipments on all staple items. 


, PACIFIC COAST 


Some Territories Improve 


old buildings, particularly apart- 
ments and hotels, is said to be 
progressing satisfactorily. 

Jobbers, generally, have their 
stocks at the lowest minimum con- 
sistent with present demands, and, 
while in a position to fill orders 
promptly, are depending more and 
more on replacing shipments from 
manufacturers for all classes of 
material should the need arise. 
There appears to be little if any 
surplus of material in distributors’ 
hands. 

Coast manufacturers of enam- 
eled ware, pottery and plumbers’ 
brass goods are operating on part 
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350 Pounds 


Branford Unions, both the Light and 
Heavy Models known as the Junior 
and Senior, have long been popular 
with discriminating Plumbing and 
Heating Contractors because of their q 
consistent and high standard of quality. ‘| 


The Brass to Iron Seats of Branford 
Unions assure their making-up TIGHT, 
the first time. 


‘ ty 


Ask your Jobber to carry a sufficient 
supply of Branford Unions on hand to 
meet your demands. Write directly to 
us for any further information you 
may desire. 
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Branford Junior 
250 Pounds 
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MALLEABLE IRON FITTINGS COMPANY,"BRANFORD, CONN. ree 
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time schedules but are 1n a position 
to furnish all classes of material 
on short notice. The demand for 
material such as enameled ware 
pottery and plumbers’ brass goods 
continues to be at a low level, with 


Gain in Home Building Emphasized in Report of 


N submitting the report of The 

American Radiator and Stand- 
ard Sanitary Corp., New York 
City, and subsidiaries for the year 
ended December 31 to stockhold- 
ers Clarence M. Woolley, chairman 
of the board. and Theodore Ahrens, 
president, pointed out that in Feb- 
ruary of this year residential build- 
ing showed an increase over the 
like month of a previous year tor 
the first time in_ twenty-eight 
months. The increase was 89 per 
cent as the chart shows. 

Since residential building is_ the 
main source of demand for prod- 
ucts of the company, this _in- 


crease leads to expectations of a 
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the trade purchasing only as mate- 
rial is required and little if any for- 
ward buying being done by any- 
one. Rough material such as steel 
pipe, wrought iron pipe, soil pipe, 
and cast and malleable fittings are 
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moving in small lots for immediate 
needs. 

Distributors’ prices on all classes 
of material are generally following 
replacement costs and as a whole 
are holding quite firm. 


American Radiator and Standard Sanitary Corp. 


gain in profits during the current 
year. “This increase of residential 
building activity in February,” the 
report states, “must be confirmed 
by like activity for several months 
before we shall be justified in con- 
cluding that the long period of re- 
cession has come to an end, but it 
presents a fair basis for favorable 
expectations.” 

‘The success ot a highly organized 
campaign for the modernization of 
old buildings with heating and plumb- 
ing materials was the outstanding 
achievement of the year,” the report 
said. 

The net profit for the year 1930 
was reported as $6,461,/97, equiv- 


alent, after preferred dividend re- 
quirements, to 60 cents a share on 
the average number of common 
shares outstanding during the 
year. This compares with profits 
of $2.02 a share in 1929. The con- 
solidated balance sheet as of De- 
cember 31 showed cash and bonds 
of $25,260,419. 

During the year property and 
assets of the Murray Radiator 
Corp. were purchased. American 
Radiator and Standard Sanitary 
Corp. operates subsidiaries in the 
United States, Canada, England, 
Belgium, France, Germany, Aus- 
tria, Italy, Spain, Holland, Switz- 
erland and Sweden. 





TOTAL SQUARE FEET OF RESIDENTIAL FLOOR SPACE 
AWARDED EACH MONTH » » 37 STATES 
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As reported by F. W. Dodge Corp. 
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At the right: J. E. 
Lansdowne of Wichita, 
newly elected state 
president, and Harry 
L. Stevens of Hutchin- 
son, state treasurer 





left: Carl Me- 
Gregor of Winfield, 
state secretary, and 
Oscar C. Robertson of 
Wichita, new state 
vice president 


At the 


~ New Kansas Law Prohibits Sale of 
Merchandise by Utilities 


HE forty-third annual convention of the Kansas 

Master Plumbers’ Association took on something of 

the nature of a celebration when it became known 
that the bill prohibiting the manufacture and sale of 
merchandise by public utilities had become,a law. Even 
the news of the failure of the “Plumbing Code Bill,” 
providing for the appointment of state plumbing in- 
spectors could not dampen the enthusiasm. The con- 
vention went on record as favoring the establishment 
of a permanent national office in Washington, D. C. 

J. E. Lansdowne of Wichita was elected president of 
the association for the coming year. Oscar Robertson 
of Wichita will fill the office of vice president, and 
Harry L. Stevens of Hutchinson was again chosen as 
treasurer. It was the unanimous decision of the group 


Some of those attending 
the convention 
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Favorable legislation stimulates 
merchandising plans of Kansas 
master plumbers. Convention 
approves Washington, D. C., as per- 
manent office site. J.E. Lansdowne 
of Wichita is new president. 
that Carl McGregor, Winfield, be re-appointed secretary. 


The zone work, it was decided, has proven its value 
and all were highly in favor of continuing this program. 
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The Utilities Bill 
Harry L. Stevens informed the 
convention that the utilities merchan- 
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Top row, left to right: C. B. Bennett, 
Wichita; L. B. Jeffries, Eagle-Picher 
Lead Co., Joplin, Mo.; 0. M. Cheese- 
man, Coffeyville; Fred Brune, Inde- 
pendence; J. H. Beasley, Pittsburg; 
J. C. Gray, state field secretary; J. S. 
Merriman and Nemo Merriman, both 
of Oakley. Bottom row, left: Harry 
Vance, William Ball, G. I. Gilhaus and 
Paul Neale, all of Kansas City. Bot- 
tom row, right: M. Sumey, J. L. 
Headlee, G. W. Sutherin and G. W. 
Hamilton, all of Topeka 
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adjudged guilty of a misdemeanor, and 
shall be fined not less than $100.00, nor 


dising bill had been passed by both 
houses and finally signed by the governor. The text of 
the new law is as follows: 

“An act providing for the protection of the public 
as consumers of electricity, gas, and water, from unjust 
charges in rates; preventing unfair discrimination in 
wholesale, retail, and manufacturing business of public 
utilities; preventing misuse of merchandising by public 
utilities, by making unlawful the manufacturing, leasing, 
distributing, and selling of merchandise by public utili- 
ties; and relating thereto. 

Be it enacted by the Legislature of the State of 
Kansas: 


Section I. From and after the first day of August, 
1931, it shall be unlawful for any individual, firm or 
corporation engaged in the manufacture, transporting, 
distributing or selling of heat, gas, water, electricity or 
electrical current to engage in the manufacture, whole- 
sale or retail, by sale or lease, of any chattel, article, 
commodity or manufactured product, except those arti- 
cles which have been owned by such utility company in 
manutacturing, distributing or selling utility services, or 
those articles which are the direct product of the busi- 
ness of manufacturing or distributing said utility service. 

Section II. The public service commission of the 
state of Kansas shall have the same powers in investi- 
gating complaints of the violation of Section I hereof as 
is provided for in chapter 66 of the Revised Statutes for 
1923, and all amendments thereto. 


Section III. Any individual, firm or corporation 
guilty of violating any of the terms of this act shall be 


more than $500.00 for every offense, 
and the manufacturing, wholesaling, 
retailing or leasing of each article shall be held a separate 
and distinct offense ; and, in addition to the penalty here- 
in provided, any such individual, firm or corporation may 
be enjoined in the district court of any county in which 
such act is being committed by an action brought by the 
public service commission, or by the state of Kansas, by 
and through the attorney-general, or the county attorney, 
or by any interested person, from violating further the 
terms of this act. 

Section IV. This act shall be in force and take effect 
from and after its publication in the official state paper.” 


Reaction of Members to Bill 


’ 


“Clean up your shop and become salesmen,’ was the 
advice of W. R. Threlfall of Wichita. He pointed out 
that the new act was valueless unless Kansas plumbers 
were ready and willing to adopt aggressive methods of 
merchandising. 

A prediction that the new scheme of things would 
be bitterly fought by public utility companies was made 
by Guy Pettitt of Lawrence. F. Hull of Pittsburg, 
Kansas, agreed that there would doubtless be plenty of 
opposition, but he was certain that if plumbing and heat- 
ing contractors throughout the state would co-operate 
in successfully taking the place of the utilities in the 
merchandising field, there was slight chance that the 
opposition would meet with much success. 

James Simmons of Wichita requested that serious 
consideration be given the possible results of this piece 
of legislation. 

“It’s going to be a job of selling,” he said. “It means 


Other delegates and visitors 
at the convention 
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Some of the visitors from Oklahoma, left to right: N. G. 
Watt of Tulsa, vice president of the Oklahoma association; 


EK. L. Freeman, president of the Tulsa association, and 


H. O. Green, also of Tulsa, national treasurer 


you men must learn to sell, and concentrate on success- 
ful sales methods. You must get people into your shops, 
and educate them to turn to you for the articles which 
they have formerly been buying from utility companies. 
Profit by suggestions which are always available in the 
trade papers, and by examples of good merchandising 
methods which you see around you,” he concluded. 

The necessity of making active sales efforts was em- 
phasized by Fred Brune of Independence. He cautioned 
the delegates that they must duplicate the position pre- 
viously held by the utilities. 

H. O. Green of Tulsa, Okla., national treasurer, con- 
gratulated the association on its splendid work, not only 
from the standpoint of accomplishment, but from the 
angle of efficient methods employed. This movement, 
he pointed out, was national in its scope. He informed 
them that a similar bill has passed both houses in Okla- 
homa, and is waiting the governor’s signature. 

Every effort will be made to secure the passage of a 
bill providing for state plumbing inspectors at the next 
session of the legislature. President Hamilton pleaded 
for co-operation in this work, saying that the recess of 
the legislative body provided time for re-organization. 
On the recommendation of Mr. Green, a motion was 
made by O. C. Robertson of Wichita to the effect that 
a permanent national office be established, with Wash- 
ington, D. C., as its location. Mr. Robertson explained 
that he had always more or less opposed the idea of 
establishing a permanent office, but had been won over 
by the sincerity displayed by the national officers in fur- 
thering this movement. The motion was carried without 
debate by a unanimous vote. 


The President’s Report 


In the report of his office, President C. B. Hamilton 
of Winfield expressed the belief that the association was 





Left to right: W. O. Stevenson and A. F. Deister, both of 
Dodge City; J. W. Pickard, of Baker Mfg. Co., Hutchinson; 
E. L. Wolf, McPherson, and W. P, O'Malley, Hutchinson 
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THIS iw your window 


brings in the business 





HAT’S what selling T/N amounts to. 

T/N is quiet, low in cost...sells on sight. 
No ugly wall tank... tank and bowl are com- 
bined in one beautiful piece of twice-fired 
vitreous china, in white or color. Installs in 
minimum space, under stairs, under windows, 
in corners, with just two simple connections. 
Trouble-proof, T/N does not overflow. T/N 
is low in cost, modern in design and appeal- 
ing to the home owner. Demonstration easily 
convinces prospects. Won't you let us send 


(eam 


Patented Pat. Pend 





you your jobber’s name and-ad- 


dress? No obligation, of course. 


Better plan now to attend the Master Plumbers’ Convention 


in Milwaukee, June 22, 23, 24 and 25! Yes, we'll be repr: 
sented with an exhibit. You're invited to come in and see us 
W. A. CASE & SON MANUFACTURING CO. 
Founded 1433 
Dept. 614, 220 Delaware Avenuc, Buffalo, New York 
UN 
ONE PIECE WATER CLOSET 
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more firmly established than 
any time in its history. He 
expressed himself as being 
highly in favor of the good 
will trips which were made 
during the past year. These 
trips permit members to come 
in contact with perplexing 
problems peculiar to certain 
portions of the state and, 
through a better understand- 
ing gained by these contacts, 
they may arrive at a thor- 
ough co-operation with each 
other. 

He asked that association 
members refrain from being 
lax about paying dues, and 
recommended that the an- 
nual amount be reduced to 
$15. 

He praised the achieve- 
ments of James Gray, the 
association field man, whose 
efforts were instrumental in 
gaining ten new members for 
the association. He expressed 
a hope that sufficient funds 
would be available to permit 
Mr. Gray to continue his 
work. 

“The future of the asso- 
ciation,” he continued, “lies 
within each member himself. 
If he fails, the association 
fails, but he cannot fail if he 
will remember that in the 
welfare of this group lie his 
best interests.” 


W. R. Threlfall moved 
that the report be placed in 
the hands of the resolutions 
committee, and later, on the 
advice of this body, it was 
decided to accept it as read, 
and follow all recommenda- 
tions. 





Rending from top to bot- 
tom: Finley Hall, Pitts- 
burg: C. B. Hamilton, Win- 
field; H. Pe Dunaway, N 
Wichita, and Carl H, An- 
derson, Lindsborg 


Educational Lectures 

Featured 
most interesting talk 
was given by Joseph I. Con- 
nolly, city sanitary engineer 
of Chicago, Ill. He discussed the health aspects of 
plumbing and the problem of cross-connection in plumb- 
ing installations. 

He pointed out that water, which is pure when leaving 
the water treatment plant, is often contaminated before 
reaching the faucet. One of the most common causes of 
such pollution is ill-planned cross-connections, he said. 
Where two or more sources of supply are cross-con- 
nected, this danger always exists, if one of the sources 
is not pure. 


Another cause, which is often overlooked, and much 
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more difficult to eliminate, is back-siphonage from sub- 
merged inlet fixtures, according to the speaker. 

This condition is common in large cities, he explained, 
where enormous water consumption lowers water pres- 





Left to right: H. D. Ullom and L. W. Millis, both of Se- 

curity Stove & Mfg. Co., Kansas City, Mo.; Prof. A. H. 

Sluss, University of Kansas, and A. J. Bell, John Wood 
Mfg. Co., Conshohocken, Pa. 


sure in mains, and quite often results in a total failure 
of the supply in the upper floor of a building. 

Filters directly connected with sewer drains permit 
sewage to get directly into the water supply, he said, 
adding that particular care must be taken in hospitals 
where therapeutic baths and sterilizers are almost always 
fed from a submerged inlet. 

Mr. Connolly emphasized the fact that it is the plumb- 
er’s job to sell the public on the vital importance of 
proper plumbing installation to public health. 

Another discussion of paramount interest to the in- 
dustry was given by L. W. Millis, secretary of the Se- 
curity Stove and Mfg. Co., Kansas City, Mo. Mr. Millis 
gave an illustrated lecture dealing with the technical 
phases of combustion in domestic heaters. He per- 
formed several interesting experiments which showed the 
variable ignition points of the wide assortment of com- 
bustibles which go to make up any one type of fuel. 

“Fundamentals of Air Conditioning,” was the title 
of the paper read by E. R. Miller of the Pneumatic 
Process Co. of Kansas City, Mo. He pointed out that 
good air conditioning involves the control of both tem- 
perature and heat. 

W. A. Dill, associate professor of journalism at the 
University of Kansas delivered an interesting talk on 
the value of advertising. ‘People have been trained to 
read and use advertising,” he said, ‘‘and they buy adver- 
tised commodities. The public goes where it is invited, 





Top row, teft to right: Eugene Goodson, sales manager, 

A. Y¥. MeDomald Mfg. Co., Kansas City, Mo., and W. W. 

Trego, Natkin Mfg. Co., Wichita. Bottom row: F. F. Dodds, 

American Radiator Co., Kansas City, Mo.; Ben Natkin, 

president, Natkin Engineering Co., Kansas City, Mo.; J. 8. 

Merriman, Oakley, and C. E. Gay, sales manager, Baker 
Mfg. Co., Kansas City, Mo, 
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Left to right: Robert Shelton, Kohler Co., Oklahoma City, 
Okka.; J. A. Anderson, Crane Co., Kansas City, Mo., and! 
Joseph Herbert, Central Foundry Co., Chicago 


and stays where it is well treated.” He strongly advo- 
cated the use of advertising by the master plumber. 

The business sessions of the convention were held in 
memorial hall, where State President C. B. Hamilton 
was introduced by C. M. Jewett, local master plumber, 
and president of the Iola Chamber of Commerce. Mayor 
A. H. Hecox delivered the address of welcome to the 
men, and Mrs. E. G. Sutton the one to the women. In 
the absence of J. E. Lansdowne of Wichita, the state 
vice president, responses were made by W. R. Threlfall, 
past president of the association, and Mrs. Bert Eber- 
sole, Hutchinson, president of the auxiliary. 

An interesting event in the afternoon session of Mon- 
day was a debate between the University of Kansas and 





At the top: J. B. Graham of Ridge Tool Co., Elyria, Ohio. 
Bottom row: N. F. Skelley, United States Radiator Corp., 
Salina; John Cooper, of Harry Cooper Supply Co. Spring- 


and W. O. Stevenson, Baker Mfg. Co., Kansas 


City, Mo. 


field, Mo., 


Missouri University. The question was, “Resolved that 
chain stores are detrimental to the best interests of the 
American public.” 

The entertainment features of the two-day meeting 
included a stag buffet supper, followed by a boxing 
match on Monday night; music by the Iola Junior Col- 
lege glee club, and band, and a banquet and ball held on 
Tuesday evening. 

¢ 
Contracts Are Awarded on Big Prison Job 


The plumbing contract on the new Attica, N. Y., state 
prison, now under construction, has been awarded to the 
Chippewa Plumbing Company, of Buffalo, on a low bid 
of $88,770. The heating and ventilating contract for 
the.same project has been awarded to the firm of Barr 


and Creelman, of Rochester, on a low bid of $189,990. 
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and a raft of roof flashing re- 
placements. Take off those 
trailer ones and consign them 
to the junk heap. Put on 
Oateys for complete protec- 
tion against moisture. 


It only takes a few minutes 
on any roof and it only takes 
a small amount of your cus- 
tomers’ money but leaves you 
a mighty attractive profit. 


Make April an Oatey Flash- 
ing month. Order them from 
your jobber. 


L. R. OATEY CO. 


5500 Walworth Ave. Cleveland, Ohio 
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PHOENIX 








FITTINGS 


























Brass Fittings of Quality. 
Every one air tested under 
water for your protection. 


Phoenix Brass Fittings Corp. 


Irvington, N. J. 
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Service Training Studied by Fox River Valley 
Masters 


Many master plumbers in the Fox River Valley in 
Wisconsin are attending a service training course in- 
augurated by the local master plumbers’ association with 
the co-operation of the vocational schools of Green Bay, 
Appleton, Oshkosh and Fond du Lac. M. M. Hanson, 
itinerant plumbing instructor, is conducting the classes, 
which have been held weekly in each of the four above 
mentioned cities during the past several months. 

Explaining the program before the master plumbers of 
Milwaukee, Mr. Hanson declared that while marked 
improvements have been made in plumbing and heating 
goods, many master plumbers have overlooked the oppor- 
tunity to call these changes to the attention of the home 
owner, thus overlooking much business. He cited a 
number of examples of increased sales by master plumb- 
ers whose men have been trained in proper selling to 
prove that the public is ready and willing to buy added 
plumbing conveniences of quality. 

The service training course includes such matters as 
the personal appearance of the journeymen plumber, 
courtesy, cleanliness on the job, presentation of repair 
material, proper method of approaching the customer at 
his home and following up prospects. 


® 


Names Board of Governors 


Henry H. Bockholt, president of the Salt Lake City 
Association of Plumbing and Heating Contractors, 
has appointed the following to serve on the board of 
governors of the association during the ensuing year : 
Will Rees, George M. Whitely, George W. Bruerton, 
Edmond G. Harris, John H. Reeve, Marshall Erick- 


son. Mr. Bockholt is an ex-officio member. 
> 


Death of Philip H. Bolger 


Philip H. Bolger, president of Paul S. Bolger, Inc., 
New York City, and a member of the Manhattan Plumb- 
ers’ Association, died recently at his home in Chappaqua, 
N. Y., after an illness of more than a year. During the 
war Mr. Bolger was a lieutenant in the United States 
Army Aviation Corps and during maneuvers his plane 
crashed and he sustained injuries from which he never 
fully recovered. A student at Columbia University at 
the time of the war, he left to join the air service, return- 
ing when evacuated from the hospital to graduate as a 
mechanical engineer. He was an expert on sewage dis- 
posal and when his father died in 1927 was made presi- 
dent of his company. His wife, two children, and two 
brothers survive. One of the latter, S. L. Bolger, now 
heads the business. 


: . | 
Death of John Stoehr 


John Stoehr, father of George J. Stoehr, president 
and treasurer of Stoehr & Laudon, Inc., plumbing and 
heating contracting firm of Milwaukee, Wis., died in 
that city on February 23, in his 71st year. Mr. Stoehr 
was a native of Austria. He had been a resident of 
Milwaukee for 47 years. Besides George, he leaves a 
son, Joseph, and a daughter, Anna. Fifteen grandchil- 
dren survive. Funeral services were held at St. Ann’s 
Catholic church, with burial in Holy Cross cemetery. 
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UeESTIONS 


ASKED BY READERS AND 
ANSWERED BY EXPERT 












How to Thread Brass Pipe 


Editor, Domestic ENGINEERING:—I would like to 
know how I can overcome leaks in brass pipe. I have 
special dies for cutting brass pipe and have made up the 
fittings with white lead. Also, I have been very careful 
not to split them but still they leak. Can you give me 
some information on what makes joints leak where they 
would not leak in iron pipe work? 


Ohio. J. T. M. 


Threads must be correct in length and depth to insure 
strong, permanent, watertight joints. With the dies prop- 
erly adjusted, the threading operation should stop when 
the end of the pipe is flush with or projects one-half 
thread beyond the space of the die. 

Pipe so threaded should enter the fitting evenly enough 
to run up three or four full threads by hand. Then a 
friction wrench should be used to screw the threads up 
the remainder of the way. 

Standard ring gauges for checking pipe threads may 
be obtained readily. This type of gauge screws over the 
threads of the pipe and turns, by hand, until the end of 
the pipe is flush with the face of the gauge. By oc- 
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casionally checking die fittings in this manner, the fit- 
ters can be sure of obtaining accurate threads. 

If the face of the die is run up beyond the end of the 
pipe for any distance, a thread such as that shown in Fig. 
1 is formed. Note that the full threads over which the 
die has completely passed do not taper—while a pro- 
nounced space still remains between the imperfect threads 
and those of the fitting. A perfect joint requires close 
contact at every thread. 

The thread shown in Fig. 2 was cut too shallow and 
therefore cannot be made up in the fitting to form a 
strong connection. It will be noticed that only three 
threads are holding the joint together. As a result, any 
undue strain is likely to cause failure at any point such 
as this in a plumbing system. 

Brass pipe does not require “strong-arm methods” 
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either in working or in assembling it with fittings. If 
the pipe and fittings are correctly threaded, water-tight 
joints can be made with a minimum of effort. Excessive 
force may strain fittings or impair or crush threaded end 
of the pipe. 

If the pipe is correctly threaded and the fittings per- 
fectly tapped, not more than one or two threads should 
show after the joint is made up. Often, when a fitting 
is not tapped neatly enough, fitters are tempted to set the 
dies a little closer and cut the thread on the pipe deep 
enough to fit the defectively tapped fitting. This prac- 
tice should be discouraged as it weakens the pipe at a 
vital spot. It is better to run a tap die into the fittings 
to remove the excess metal than to reduce the wall thick- 
ness of the pipe. 

In actual practice, variations of threads must be ex- 
pected and a filler is sometimes needed to assure the 
water tightness of a joint. Boiled linseed oil mixed with 
red lead is very satisfactory for this purpose, or graphite 
and oil may be combined to form an excellent paste. In 
either case, the mixture should be applied to the outside 
of the pipe and never to the inside of the fitting. The 
latter method is apt to impart a disagreeable taste and 
color to the water. An even more serious consequence, 
where the filler is applied to the fitting, is the possibility 
of an irregular ring formation on the inside of the pipe 
joint where the assembly is made. If the compound 
should harden this obstruction will seriously interfere 
with the flow of water. 


* 
Wants to Work as a Plumber in a Foreign Country 


Editor, Domestic ENGINEERING:—I would like to 
know how I might connect with a company which does 
foreign work. I am in earnest and would appreciate it 
very much if you could help me in any way. I am a 
journeyman plumber at present but have been a master 
plumber. 

It is seldom that I miss an issue of your magazine 
and enjoy it more than the other periodicals of its kind. 
Thought you might be able to make some suggestions. 


Colorado. B. C. E. 


It is not customary for companies to send plumbers or 
steamfitters out from America on foreign work. In 
nearly every foreign country there is a surplus of me- 
chanics who—while not of the best—can turn out a rea- 
sonably satisfactory job, if properly shown and super- 
vised. 

Occasionally a man is sent out to act as a superin- 
tendent for one of the big construction companies or one 
of the import and export organizations, but such a man 
is hand-picked and must be a sort of combination fore- 
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man, draftsman, estimator, engineer and supervisor. He 
must be able to handle foreign workmen who do not 
speak his language, to conduct himself properly in strange 
surroundings, stay sober, mix with the foreigners, exhibit 
a broad-minded attitude and to make a general good fel- 
low out of himself. 

He also must be able to modify American practice so 
as to be suitable for the locality, climate and civiliza- 
tion where the job may be located. For example, the 
ordinary water closet is not used in the Orient; instead a 
so-called “squat” closet is used, these setting flush with 
the floor. The ordinary kitchen stove with a water-back 
or coil for heating a hot water boiler is useless owing to 
the fact that a new fire is kindled for each meal and 1s 
allowed to go out immediately after the meal is eaten. 
Consequently the fire is never on long enough to heat 
the tank and no hot water ever accumulates. 

You must be prepared for poor quality gas—if any— 
and water which requires to be boiled before it is safe to 
drink; water closets vented from the vent horn; terrazzo 
lavatories, bathtubs, urinals and kitchen sinks ; untrapped 
fixtures spilling onto the sidewalks or into the street 
gutters, electricity which is “off” for hours at a time; 
“candle” water filters on every faucet, pipe joints made 
with cement on cast iron soil pipe and string wrapped 
threads on screwed pipe joints! 

You may land in a place where there are no possibilities 
of recreation or amusement; this is accentuated by lack 
of acquaintances and inability to understand the language. 
While you will see many strange sights you also will eat 
a lot of strange things some of which will not stand in- 
vestigation by any one with a particular stomach. 

On top of this you have the fact that you will be tied 
up with a contract for a period of years—usually 3 or 
5—and that you will be entirely dependent on the com- 
pany by which you are employed for fair treatment, 
salary and, to a great extent, your very living accom- 
modations, 

On the other hand the company which sends a man out 
assumes an obligation of $500 to $1,000 for transporta- 
tion and return besides paying a salary somewhat higher 
than the rate in this country. Consequently such com- 
panies will not experiment in employees but insist on a 
man being most highly recommended both as to character 
and ability and usually desire that the applicant have 
had some previous experience in all the branches which 
may fall to his share during his time abroad. So you 
see it takes an exceptional man to qualify. 

If, after reading the above, you still feel positive that 
you would like foreign work and that you could qualify 
for same, please advise us and we will suggest two or 
three organizations which carry on contracting in foreign 
countries. 

Personally, we believe it is better to remain in America 
than to get a somewhat larger salary in Timbuctoo where 
you can’t enjoy it. 

+ 


An Unusual Rural Water Supply Problem 


Editor, Domestic ENGINEERING :—I have a problem 
on which I need some help. I live directly between two 
lakes 2,000 feet apart, one three feet above the other. 
What I want to do is run a pipe from one lake to the 
other, using the syphon principle in order to get water 
to flow through the pipe. I am quite sure this will work. 
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Here is the question: Suppose we use one-inch pipe. 
Is there any way I can tap this pipe as it goes through 
my house so as to get a supply of water out of it? If 
so, how can it be done, and how much water could be 
diverted ? 

Michigan. B. O. 


The prospects of your getting an adequate supply are 
rather poor. For example, if the house tap were one 
foot below the upper lake level you would get only 
about one-half gallon a minute, and if the tap were two 
feet lower than the lake level you would get only about 
two-thirds gallon per minute. This is such a small flow 
that there would be danger of the accumulated air in 
the highest part of the system cutting off the flow en- 
tirely. It is, of course, impossible to get any flow at all 
if the tap is higher than the lake level. Usually the 
best way to get a good water supply is by the use of 
a pump, a pressure tank, and a well, especially if elec- 
tricity is available. Water from a good well is quite 
likely to be purer than from a lake. 


Questions Answered and Discussed 


by Readers 





How the Question Was Answered 


The following question was asked in the 
issue of March 7, and the accompanying 
answers are by readers: 


Editor, Domestic ENGINEERING:—Il have seen your 
problem of heating a garage below the level of the house 
in the February 21 issue and would be interested to know 
if any of your readers have a way of heating a garage 
from the heater in an ordinary home, where the water 
line in the steam boiler is only 18 in. below the surface 
of the ground outside. The problem would be to heat 
the garage with a single pipe steam line. 

I would be pleased to know if this could be done. 
Framingham, Mass. C. W. F. 


How Would You Answer This 
Question? 


How would you install an ordinary indirect water 
heater in connection with an oil burning house heating 
steam boiler to furnish ample hot water supply to the 
plumbing fixtures during the entire year? 


Answers based upon your experience, 
and suitable, will be paid for and pub- 
lished in the May 2 issue. 











I 


> running a one pipe steam line from a steam boiler 
to a radiator in a garage where the water line of the 
steam boiler is 18 in. below grade, the difficulty is not 
so much from the steam end as it is from the fact of 
having to run the line so near the surface of the ground 
that it would be subject to freezing. 

If the steam line is installed with the low end at the 
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MONARCH 


‘boiler about 6 in. above the water line and is pitched 
up from this point at about 1/10 in. per foot a con- 
siderable length of horizontal run may be installed 
without having the pipe actually come above the sur- 
face. This is illustrated in Fig. 1 and, if 6 in. is kept 
between the center line of the pipe and finished grade 
at the high end, it is easy to see that the amount of 

















horizontal run permissible at 1/10 in. per foot grade 
will be 
18 in. —6 in. (below grade) —6 in. (above water line) 


0.1 in. 
6 in./0.1 in. = 60 ft. 


This assumes of course that the garage floor is exactly 
at grade. If it is 6 in. above grade, such as often occurs 
to keep water from collecting inside, the run could be 
increased another 60 ft. and so on. From this a simple 
rule can be developed that, for every inch pitch possible 
to allow the pipe, the pipe can be carried 10 ft. hori- 
zontally. 

This pipe should be of ample size to feed the garage 
radiator for two reasons: First, the garage radiator may 
at times set in a garage temperature of 35 deg. under 
which condition the efficiency of the radiation will be 
increased and the heat emitted will be that equivalent to 
a somewhat larger radiator setting in a 70 deg. Fahr. 
temperature. Second, the length of runout is longer than 
usual and nothing should be done which might result in 
the steam flowing toward the garage with sufficient 
velocity to hold back the return condensation in the line. 
A good formula for this is that the diameter of the pipe 
line should be 

1/9\/radiator surface in sq. ft. + two pipe sizes. 

For a short run this could be made “plus one pipe 

size” instead of two. This gives the following schedule: 








Radiation Short Run Long Run 
Square Feet Approximately 25 Feet Over 25 Feet 
25 ie: 1% In. 
50 1% In. 1% In. 
75 1% In. 1% In. 
100 1% In. 2 In. 


The pipe should be covered with at least 1 in. thick 
on nh ln 
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Fig. 2 


waterproofed covering and should be placed in a wooden 
box with a removable cover or may be installed inside 
of a steel pipe of sufficient diameter to include the cov- 
ering and to protect it from dampness and ground water. 

Some of our readers may wonder how a one-pipe 
branch line can be started off from a steam boiler only 
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Deep Well Head 





The Monarch Deep Well Head is an item that 
will satisfy the price hunter, and yet permit an 
attractive profit. It is built according to the 
well known Monarch standard of excellence, and 
is priced to meet all competition. Built in four 
sizes, covering a capacity range of from 74 to 
375 gallons. Runs at slow speed, is automatically 
oiled and unusually quiet in operation. Plunger 
may be withdrawn without removing head. 


New All-Bronze 
Cellar Drainer 


This improved cellar or sump 
pump is of the submerged 
centrifugal. type. Always 
primed. Impeller shaft is of 
stainless steel, and is equipped 
with Parock bearing. Let us 
tell you more about these and 
other items on the Monarch 
line. Write for latest catalog 
and price sheets. 





A Complete Line of Shallow 
and Deep Well Pumps and 
Cellar Drainers 





The Monarch Engineering Co. 


Dayton, Ohio 
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6 in. above the water line. This may be explained by 
noting that the 18 in. usually recommended as being 
kept between the lowest portion of the steam main and 
the boiler water line always applies to the far end of 
the main and is necessary on account of the drop in 
pressure due to the long steam travel before the end of 
the main is reached. In the present case the drop in 
steam pressure, at the point where the wet return is 
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Fig. 3 


connected close to the boiler, is practically nothing, so 
that the rise of water in this wet return would not 
endanger flooding the steam branch. The reason that the 
distance of 6 in. is held consists of the fact that the 
water line of the boiler may be slightly above or below 
the proper level at various times and the 6 in. will allow 
for any reasonable variation which might be expected. 
Another scheme which sometimes is used and which 
brings the piping farther underground is that shown in 
Fig. 2. Here a small indirect heater is installed on the 
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side of the boiler below the water line and this heater 
transfers the heat of the boiler water into the water 
surrounding the coil contained in the indirect heater, 
which in turn circulates the water to and from the garage 
radiator. With this arrangement the pipes to the garage 
could be kept between 6 in. and 12 in. deeper in the 
ground. The garage radiator would be figured the same 
as any hot water radiator, no valve would be put on the 
radiator, and the circulation lines would be sized the 
same as any gravity hot water installation. 

There also is a third method consisting of carrying 
an overhead steam main to the garage with a wet return 
placed as far undergrade as desired, but it is rather 
unsightly and our correspondent probably would prefer 
one of the other methods. This scheme, however, is 
illustrated in Fig. 3 in case it should prove to be the 
solution desired. 


2 


N reply to C. W. F. of Framingham, Mass., in the 

issue of March 7, I submit the following solution. 
First of all, I would make the assertion that his 
garage can easily be heated with a single pipe steam 
line if he so desires. 

The installation is readily seen in the accompany- 
ing illustration, Fig. 1. The horizontal pipe to the 
garage should not be less than 2 in. in diameter. 
This underground pipe must have certain pitch and 
should be encased in air-cell asbestos and then boxed 
in wood soaked with creosote. 

The line can be dropped to the desired level and, 





Pittsburgh likes the 
Sarco Heating System 


In Pittsburgh, as in most cities, you'll find the Sarco Heating System in buildings 


of all types where quality was of first importance. 


Some men ate occasionally restrained from installing Sarco Products by a seemingly 
small difference in price. But after they have made careful comparisons, they realize 
that, quality considered, the Sarco is the lowest priced of all heating systems. 

Measured by actual costs over years of service, a Sarco yields greater returns on 


the investment than other heating systems. 


Quality in a thing is not always easy to see, but lack of quality can't fool time. 
In the Sarco Heating System you get proven ability to meet and satisfy every condi- 


tion of long, hard service. 


Send for a copy of our new Heating Specialties Catalog M-40. 


SARCO COMPANY, INC. 
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with a 45-degree connection, can be run directly to 
the garage. However, care must be taken that the 
lowest point of the 2-in. garage line is as high above 
the water level of the boiler as possible. From the 
garage end of the 2-in. line should be taken a re- 
duced size pipe, suitable in size for the radiator used, 
with a reduced elbow fitting at the end of the hori- 
zontal line. I would suggest using a packless radi- 
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ator valve at the radiator. This valve insures a 
complete vacuum in the line. For the radiator vent 
I would suggest using a vacuum valve to insure the 
longest lasting heat from the radiator. 

At the lowest point of the horizontal garage line 
in the cellar of the house, drop a return pipe in the 
manner shown in the diagram. In this return pipe, 
near the lower connection of the boiler, place a 45- 
degree check valve, arranged so that the check valve 
is horizontal, as shown, and placed so it will close 
when increased pressure causes the water to back 
up in the return line. 

For the relief of air which will collect at the low- 
est point of the horizontal garage line a vent valve 
must be used. The valve for this purpose may be 
placed on the upright drip pipe or on the horizontal 
garage line, as illustrated. The reason for placing 
the vent on the horizontal garage line is to keep the 
vent as far as possible above the static head of the 
boiler. 

I am confident that satisfactory results will be 
obtained from this installation because I have placed 
them and also have seen them in operation. 
Wilkes Barre, Pa. M. L. Kaiser. 


Collections 


(Continued from Page 66) 


Collections for fiscal period 
Per cent of accounts re- 


Outstanding accounts re- — ceivable collected during 
ceivable at beginning of the current period 
fiscal period 





In the first illustration the initial balance of accounts 
receivable is $30,000, the collections for that period be- 
ing $15,000.00. 

15,000 


30,000 

This discloses that 50 per cent of the previous period’s 
accounts receivable have been collected during the cur- 
rent period. | 

To obtain results of value, sight must not be lost of 
uniformity. In computing the percentage of collections 
you are seeking information for comparison. The com- 
parative figures will not serve that purpose unless the 





== 50 per cent. 





HAVE YOU 
IDEA 
PATENT 


on a 


PLUMBING or HEATING 
DEVICE? 


If so, we will be glad to 
consider its purchase or 
manufacture and sale on 
a royalty or other basis. 


™ RICHMOND | 


FOUNDRY £: MANUFACTURING CO 
RICHMOND, VIRGINIA 


‘‘A DEPENDABLE SOURCE OF SUPPLY” 





























No. 756 
20 Gauge 114” 


ALSO MADE IN 
114” Sizes 17 Gauge 
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SEMI - CAST 
“P” & "S” TRAPS 


Polished Nickel Finish... Cast Body... 
Equipped with Polished Nickel Cast Brass 
Hexagon Nuts, Gaskets, “Ideal’’ Connec- 
tions and Sure Grip Flanges. 

THE M. S. LITTLE MFG. COMPANY 


HARTFORD . CONN. 


















= 
> 
. 











e 
6 ta 


NEW 
AAALLLON 


torour line 


P 


ata LOweR PRICE 


give 
and 
wide 
all 
Drip 


piece 








plum 





DOMESTIC ENGINEERING April 4, 1931 





lumbers! 


Just the 
furnace 
you’ve been 
waiting for! 


A sturdy furnace that will 


years of satisfaction 
service. Substantial 
base, welded bottom, 
connections brazed. 
cup combined with 


overflow saucer and one 


pressed steel hood. 


A new low price—just the 
furnace for the busy 


ber. 


This new addition to our line is built to standard Dread- 
naught specifications. The burner (patented) is especially 
designed for fast pre-heating and generating purposes. 


Constructed for “service with safety. 


P. WALL MFG. SUPPLY COMPANY 
3126 Preble Ave., Pittsburgh, Pa. 
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fresh and clean as if it were coming from __ 
nature's own rock springs. Thereis never | 
; any contamination. It lasts longer, too 
'_~| in many places Cement Lined Pipe has 
ke in service for over half a century. 
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entire membership of a group contributive to such a 
study adopts the same method of computation. 

The information for preparing these statements must, 
of course, be taken from the accounting records. 


The Modernizing Campaign 


(Continued from Page 48) 


surprise some of you. One of the strongest arguments 
for remodeling or modernization is that the volume of 
business you can secure is of secondary importance. 
That statement sounds unreasonable, but I know you 
will agree with the growing list of wholesalers and 


manufacturers who put the volume of orders second, 


and give first place to the fact that selling the moderniza- 
tion market is making better salesmen out of their own 
men. 

The last several years we have all heard much of the 
shortcomings of the jobbers’ salesmen. These men have 
heen blanketed with the label of order takers but in 
their defense it should be recalled that they must reflect 
to a considerable degree the training they have received 
from you and your sales manager. And selling a re- 
modeling job is the finest kind of training to give any 
salesman a better knowledge of the products he handles, 
of the contractor and how to work helpfully with him, 
of the customer and how to overcome those obstacles 
which a salesman must hurdle in a buyer’s market. 

One of your own members expressed it in this way a 
few days ago. “Getting an order for remodeling is a 
tough job. It means revamping your sales methods to 
forget a few orders for big jobs and go after a lot of 
orders for small jobs.” 

But this same wholesaler went on to say that he would 
rather get out of this business than give up remodeling. 
The orders he is getting amount to little so far but for 
that matter contracts for new work have not been keep- 
ing him or you working overtime. The one fact which 
has stirred him into enthusiasm, more than anything 
else, is the effect on his own sales staff. His men are 
now using sales arguments to arouse the contractor and 
convince the customer. They have sifted one by one 
from their list of contractor accounts, those retailers 
who would not try to sell remodeling, until today they 
have a cordial and co-operative relationship with a grow- 
ing nucleus of contractors who in turn are helping to 
sell the modernization idea. 

This wholesaler, about whom I have been telling you, 
is thus finding that while at the beginning he had only 
his own salesmen to rely upon and for some time found 
it a problem to get them enthused and keep them so, 
today he has not only his own sales staff alert and active 
but they in turn have resold the remodeling idea to se- 
lected contractors so that in effect the wholesaler has 
considerably more than doubled his sales staff. In- 
cidentally as a further suggestion to you and your sales 
manager, this wholesaler breaks down the inertia and 
discouragement of his sales staff by calling their atten- 
tion to the examples of success in getting remodeling 
which Domestic ENGINEERING reports, on the theory 
that a sales plan used successfully by a contractor, no 
matter where he is located, can be used just as success- 
fully by another contractor in another territory. 

In conclusion, don’t condemn plumbing and heating 
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contractors in general, because as a whole they are not 
merchandising, or compare them unfavorably with the 
retailers in other fields. You only see the highlights in 
those other fields. There are probably just as many in- 
competents in any other field as in our own. 


The graduate pharmacist who starts a drug store, the 
electrical contractor who opens up an electrical shop, the 
radio repair man who embarks in radio selling, were 
not merchandisers when they went into business. But 
the manufacturers and wholesalers in those industries 
have been able to make live merchandisers out of a cer- 
tain percentage of them. Probably an equally large per- 
centage of plumbing and heating contractors are poten- 
tial merchandisers. And an equal number have already 
made themselves successful sales outlets largely without 
saler. 

Pick out the live ones and help make merchandisers 
out of them and in a few years you will have as many 
good retail outlets as any other industry. 

This question of remodeling needs more than your 
friendship. It needs your vigorous support. We should 
all get in the habit of growing enthusiastic about these 
orders for remodeling. Quite likely such an order means 
a profit; it means a better trained salesman; it means 
an enthusiastic contractor and it means a customer whose 
house will advertise our plumbing and heating goods 
day and night to everyone entering that home. 

It’s time to do more than agree with remodeling in 
principle. It’s time to put it into practice. 


« 
Milwaukee Masters Study Selling Methods 


More than 250 plumbers in Milwaukee, Wis., are 
attending the series of ‘sales talks being given at the 
Milwaukee Vocational School under the auspices of the 
local master plumbers’ association. At a meeting on 
February 27 in the school auditorium, Carl Runge gave 
an interesting talk on selling methods and repair work. 
A similar meeting was held on March 20. A third one 
will be held on April 10, according to Peter King, assist- 
ant secretary of the Milwaukee Master Plumbers’ Asso- 
ciation. 

S 
Elwood City Association Elects Officers 


The Ellwood City Association of Master Plumbers has 
elected Frank B. Cole as its president for the ensuing 
year. The other officers of the Association are C. E. 
Humphrey, vice president, and A. W. Richards, secre- 


tary-treasurer. 
+ 


Portland, Ore., Masters Elect Officers 


The Portland Master Plumbers’ Association met re- 
cently and elected the following officers to serve during 
the ensuing year: Fred Van Hoomissen, president; 
L. F. Chess, vice president; Walter Widmer, secretary ; 
R. D. Rennie, treasurer. 

* 
Wichita, Kans., Association Chooses Officers 


The Wichita Master Plumbers Association recently 
elected the following officers for the 1931 term: H. R. 
Dunaway, president; G. F. Long, vice president, and 
O. C. Robertson, secretary-treasurer, 
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AN 





INVITATION 


and an 
Opportunity 


... You are cordially invited to attend 
the Annual Convention and Oil Burner 
Show of the American Oil Burner 
Association in Philadelphia the week 
of April 13th. 


... This event, affording, as it does, 
a common meeting ground for manu- 
facturer, dealer and consumer, is of 
utmost importance to those in the oil 
burner industry. Similarly, it offers 
those in kindred lines an unusual op- 
portunity to study this active, rapidly 
developing industry at close range. 


... Attendance at open business meet- 
ings and various functions will help 
you appraise the value of selling oil 
heat as a means of broadening your 
market. 





yer" 7 in See 
| 13 | 14] 15 | 16 | 17 | 18 | 








An important week 
on your business calendar 


Decide NOW to go—it will prove a worth- 
while investment from every angle. 


Convention Hdgtrs: BEN FRANKLIN HOTEL 
9th & Chestnut Sts. 


Show Hdatrs: GIMBEL BUILDING 
(just across the street) 


AMERICAN OIL BURNER 


ASSOCIATION 


342 Madison Avenue, New York 
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In these modern days, it is quite essential to 
have a lovely basement. Do you realize what 
a delightful room you have in which to enter- 
tain your auxiliary members if your basement 
has had a few alterations? I am sure the mem- 
bers of your auxiliary would enjoy tt and would 
tell their friends about it. In this way, the 
advantages of a new jacketed boiler, new laun- 
dry trays, water heaters, etc., will be discussed 
by many people who are prospective customers 
of your husbands. Now is an ideal time to 
remind our plumbing and heating contractors 
that many women are taking a keen interest in 
their basements and are wondering just what 
they can do to improve them. 


ORM ey ee i i 
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Kansas Holds Annual Convention 


The Kansas State Women’s Auxiliary held their con- 
vention at Iola, Kans., on March 17. Mrs. J. M. Simmons 
of Wichita was elected president; Mrs. C. E. Wilkie, 
Hutchinson, first vice-president; Mrs. B. A. Sutton, Iola, 
second vice-president; Mrs. C. A. Powell, Manhattan, 
third vice-president; Mrs. K. P. Sawyer, Hutchinson, 
treasurer; Mrs. B. R. Fairchild, Burlington, recording 





Left to right: Mrs. C. E. Wilkie, Hutchinson, first vice 

president of the Kansas state auxiliary; Mrs. J. M. Sim- 

mons, Wichita, new state president; Mrs. K. Sawyer, 

Hutchinson, state trensurer, and Mrs. A. T. Olson and 
Mrs. Arthur Olson, both of Lawrence 


secretary; Mrs. H. P. Dunaway, Wichita, corresponding 
secretary; Mrs. J. S. Merriman, Oakley, historian. The 
auxiliary was entertained with a luncheon and bridge 
and a theater party. 


Albany, N. Y., Women Contribute to Scholarship 
Fund 


The Ladies Auxiliary to the Master Plumbers Associa- 
tion of Albany, N. Y., met at the home of Mrs. C. 5S. 
Keeshan on Thursday evening, March 19. Plans were 
made to alternate meetings between the homes of mem- 
bers and the meeting rooms in order to determine which 
attracts the larger attendance. It was found that twice 
as Many women attended the home meetings. 

The committee in charge of the dinner-dance, to be 
held April 11, consists of Mrs. Joseph Stapf, Mrs. H. 
Noord, Mrs. A. Ryan, Mrs. M. Farrell, Mrs. William 
Cassidy, Mrs. William Ryan, Mrs. Broadbeck and Mrs. 
C. S. Keeshan. 

It was voted at a previous meeting to contribute $25 
toward the fund for the Carnegie scholarship. As this 
was also the meeting night for the men, many called for 
their wives and joined the gathering. 





Indiana Auxiliary Donates to Scholarship Fund 


The members of the Indiana State Auxiliary held their 
17th annual meeting at the Claypool hotel, Indianapolis, 
on March 11. The meeting was presided over by Mrs. 
Earl L. Clevenger of Muncie, president, who was assisted 
by Mrs. W. Max Baker, secretary-treasurer, also of Muncie 
and Mrs. J. M. Freitag of Terre Haute, a former secretary 
of the auxiliary. A goodly number responded to the roll 
call after which the minutes of the previous meeting, 
which was held in Fort Wayne, were read. The treas- 
urer’s report showed a substantial balance and it was 
voted that $100 should be given to the national scholar- 
ship fund. National President Mrs. W. E. McAndrew of 
Tampa, Fla., was immediately notified to this effect. 

Mrs. Earl L. Clevenger was re-elected state president, 
as were all the other state officers as well. They are as 
follows: Mrs. Edward Kanney, LaPorte, vice president; 
Mrs. W. Max Baker, Muncie, secretary-treasurer. 

A dime container was given each member with the 
request that she save a dime a week and place it in the 
container to bring to the next convention, the sum to be 
added to the amount in the treasury. 

Memorial services were held for two former presidents 
of the state auxiliary, Mrs. A. J. Weinhardt of Terre 
Haute and Mrs. George A. Geis, Indianapolis. The read- 
ing of correspondence received by the officers during the 
past year concluded the business meeting. 

At 3:00 p. m. a joint memorial service was held in the 





Top picture: Mrs. W. Max Baker, secretary-treasurer of 

the Indiana state auxiliary, and Mrs. Earl Clevenger, pres- 

ident, both of Muncie. Bottom picture: Mrs. Edward 

Kanney, La Porte, state vice president; Mrs. H. R. Meyer, 

Mre. Joseph Sanber and Mrs. Richard Bardy, all of 
Indianapolis 
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attending the state 


Some of the Indianapolis women 

auxiliary convention at Indianapolis. Left to right: 

Mrs. A. C. Backemeyer; Mrs. H. S. Bauer, local vice presi- 

dent; Mrs. G. T. Watson, local president, and Mrs. T. S. 
Collins 


assembly hall by the members of the auxiliary and the 
master plumbers in honor of their departed members. A 
brief eulogy was read by Mrs. James A. Diggie for each 
of the two former presidents. 


A number of ladies attended the opening session of the 
master plumbers convention on March 9. An address of 
welcome was delivered by Mrs. G. T. Watson, president of 
the Indianapolis auxiliary to which Mrs. Earl L. Clevenger 
responded. The ladies then left to attend a vaudeville 
performance at a local theater. 

On Monday evening the members of the auxiliary and 
their husbands were entertained with an instructive play, 
sponsored by Indianapolis and produced under the direc- 
tion of the Plumbing and Heating Industries Bureau, after 
which the floor was cleared for dancing. 


Shopping tours took up most of Tuesday morning, and 
at noon a delightful luncheon was served to approxi- 
mately 40 members. The tables were decorated in shades 
of purple and lavender and bouquets of fresh violets. 
After the luncheon, cards and bunco were enjoyed by 
everyone present. 


The annual banquet was held Tuesday evening. The 
tables were beautifully decorated with tulips and candles 
in massive silver candlesticks. Each of the 160 guests 
wore gay colored paper caps, making the scene even more 
colorful. Several musical numbers, alternated with vocal 
selections were beautifully delivered. 


The last evening’s entertainment consisted of a vaude- 
ville show at the Lyric theater, followed by a Dutch 
lunch at the Indianapolis Liederkranz hall. Music was 
furnished by a lively band and the crowd dispersed at a 
late hour. 


St. Louis Women Plan Party for Poor 


The St. Louis, Mo., Women’s Auxiliary held its March 
meeting on the 12th of that month. After the meeting, 
the ladies played cards and bunco and spent a pleasant 
afternoon. Because of the success of the entertainment 
given by the auxiliary for the ladies at the “City In- 
firmary,’’ the auxiliary has decided to entertain the men 
sometime in April. 


Cleveland Women Meet 


The monthly meeting of the Cleveland, Ohio, Women’s 
Auxiliary was held in the Builders Exchange building 
on March 11. The new officers at this meeting were Mrs. 
George Sullivan, president; Mrs. Fred Berkowitz, vice 
president; Mrs. William Richmond, secretary, and Mrs. 
Fred Miller, treasurer. These officers were installed on 


March 2 at a dinner at the Sovereign hotel, which was | 


followed by a card party. The master plumbers were 


guests at this latter event. 
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... A COMPLETE LINE 
OF SEVEN VALVES 


that fills every 
air valve need! 


The achievement of over thirty- 
eight years of experience in 
the designing and manufac- 
turing a air valves, Kelly 
automatic non-adjustable 
steam, air or vacuum valves 
stand out above all others as 
the most reliable quality valve. 
Kelly Valves are fool-proof— 
operate under all pressures 
up to ten pounds, venting the 
radiators of accumulated air 
and closing against steam or 
water—and are guaranteed for 


FIVE YEARS. 


it will pay 
you to rec- 
ommend 
and install 
KELLY 
VALVES 


KELLY BRASS WORKS 





Write today for descriptive 
price list. 





226-232 W. Ontario St. 
CHICAGO, ILLINOIS 








Hot Water Heaters 


for 
Swimming Pools 


No quantity of hot water is too large for 
Patterson Heaters to supply. 


A half century of experience enables us to 
design heaters, for any job, that can be 
depended upon to supply all the hot water 
required, as hot as required and as quickly as 


required. 


That’s why Patterson Hot Water Heaters 
and Patterson Pool Heaters are used for the 
Pools and Showers in Colleges, Y. M. C. A.’s, 
Y. W. C. A.’s, Y. M. H. A.’s, Beach Clubs, 


Country Clubs, 


Athletic 


Clubs, private 


residences, etc., throughout the country. 


Let us send you our catalog 


THE PATTERSON-KELLEY CO. 


106 East 40th St. 


Makers of Hot Water Heaters for 50 Years 
NEW YORK, N. Y. 


Branches in Principal Cities 
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SEWER AND DRAIN 
CLEANING DEVICES 


Manufactured by 


«COLEMAN » 








All Coleman 
Rods are equip- 
ped with spear 
point on one 
end. Roller ball 
on other. Use 
either end. 

All sizes. All lengths. 











. STEEL CONDUIT AND SEWER RODS | 


These Steel Rods are made of 1%" steel tube, 
coupled together with 1° malleable iron coupling, 
threaded on end of pipe and riveted. This makes a 
very STRONG, LIGHT and easily handled Sewer 
Rod. All parts are plated which makes them 
NON-CORROSIVE. 
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Send for New Catalog, Describing and IMustrating our many 
kinds of Drain Cleaning Tools, and other Plumbers’ Specialties. 


ALLAN J. COLEMAN 


208 N. Wabash Ave. $3 Chicago, Illinois 


























NATIONAL 


hed hiead) 
STORAGE HEATERS 


For Industrial Plants, Laundries, Apart- 
ments, Schools, Clubs, Hotels, etc. 














A well built heater, economical in operation, equip- 
ped with U-Bend heating element of Anaconda Cop- 
per, Steel Tank. Improved flanged T cover gives un- 
restricted flow area for entering steam. Tested to 
100 Ib. working pressure, 150 Ib. hydrostatic pres- 
sure. Just consult the chart in Bulletin 61. We do 
the engineering. Write for Bulletin 61 and prices. 
Immediate delivery. 


Makers of Heat Exchangers, Coolers, 
Oil Separators, Coils and Bends 


THE NATIONAL PIPE BENDING CO. 


Est. 1883 
174-D River St., New Haven, Conn. 
BOSTON NEW YORE PHILADELPHIA 
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Rock Island and Moline Women Meet 


The Womens Auxiliary to the Rock Island and Moline 
Master Plumbers’ Association held its March meeting at 
the Y. W. C. A. in Moline, Ill., on March 9, with Mrs. 
Walter Forssman as hostess. One guest was present, Mrs. 
W. A. Barnard of Moline, in addition to the good attend- 
ance of members. Routine business was transacted and 
later, during the social hour, the women were pleased to 
have W. L. Stange, president of the Tri-City Plumbing 
and Heating Trade Development League, visit them. He 
spoke a few words relative to a dinner and conference 
which was to be held later in the month. The March 
meeting was brought to a close when refreshments were 
served in the dining room. Mrs. Charles C. Rosenfield, 
of Rock Island, will be hostess at the next meeting on 
April 13. The meeting place will be announced later. 


Milwaukee Women Plan Card Party 


The Ladies’ Auxiliary to the Milwaukee Master 
Plumbers’ Association will sponsor another of its famous 
card parties at the Hotel Schroeder on April 24, it was 
announced at the March meeting of the organization, held 
Monday, March 2, in the Roanoke Room of the New Hotel 
Randolph at Milwaukee. Forty-nine members of the 
organization attended the March meeting, at which all 
due honor was given to St. Patrick. -Tables were deco- 
rated with green ribbons, clay pipes, shamrocks, etc., and 
several of the ladies of Irish descent were resplendent in 
green accessories. 

Mrs. G. C. Zachow, past president of the Wisconsin 
Parent-Teachers’ Association, addressed the members on 
parliamentary law. The regular business meeting had 





Mrs. William Schoenrock, first vice president of Milwaukee 

auxiliary; Mrs. Walter W. Dusold, second vice president; 

Mrs. 0. A. Waskow, and Mrs. L. R. Schmaus, assistant 

trensurer, all of Milwaukee, at the recent convention of 
the Wisconsin Auxiliary, held in Milwaukee 


been held prior to her talk, and she complimented the 
officers on the manner in which they conducted their 
meetings. She made a few suggestions, however, which 
the ladies plan to carry out at future business meetings. 

Recently, several trips have been made through Mil- 
waukee business concerns by the ladies. On February 11 
they went through Frank’s sausage plant, where they wit- 
nessed the making of the sausages and wieners manufac- 
tured by the concern. A luncheon was served at the 
piant at 12 o’clock, and on leaving each lady was given 
a sample of cream cheese and one pound of wieners. It 
is estimated that at least fifty master plumbers’ families 
had wieners for dinner that evening. 

The ladies also made a trip through the Plankinton 
Packing Co.’s plant on March 12, and on March 26 visited 
the Boys’ Technical high school in Milwaukee. 

In the meantime preparations are under way for the 
mammoth card party to be held on April 24, at which 200 
tables are to be provided, and for the national conven- 
tion, to be held in Milwaukee during the month of June. 
The local ladies’ group is planning an extensive enter- 
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tainment program for the women who attend the conven- 
tion. 


Kansas City Women Hold|Luncheon 


The members of the Kansas City, Mo., Women’s Auxil- 
iary enjoyed a lovely luncheon at the Ambassador hotel, 
on March 12, at twelve o’clock. Delicious food was served, 
the table decorations being carried out in green, pink and 
yellow. Each lady present was given a corsage of sweet 
peas and roses. Mrs. I. E. Henderson, retiring president, 
was presented with a lovely gift and the incoming presi- 
dent, Mrs. Ervin Spaeth, received a beautiful bouquet of 
roses. The remainder of the afternoon was spent playing 
bunco. Twenty-seven members and guests attended. 


Maine Auxiliary Holds Successful Convention 


The Ladies’ Auxiliary to the Maine Master Plumbers’ 
Association opened its annual convention on Wednesday 
morning, March 25, at the Littleton hotel in Lewiston, 
with Mrs. Leon Blaisdell, president, presiding. The 
minutes of the previous meeting were read by Mrs. C. 
Madsen, secretary. 

Mrs. Olivia Orth Anderson, of the Plumbing and Heat- 
ing Industries Bureau, addressed the gathering, out- 
lining in her talk the good work the many auxiliaries 
throughout the country are doing. 

Mrs. A. E. Young and Mrs. William Ryan, new mem- 
bers, were accepted into the auxiliary. It was voted to 
donate $25 to the national scholarship fund. <A com- 
mittee is to be appointed to determine ways and means 
of raising additional funds for special needs at the next 
state convention. 

The Maine State Master Plumbers’ Association had 
previously decided that it would allow the ladies to name 
the date and place for the annual summer frolic. The 
women selected June 28 as the date, the place to be 
determined later. 


Mrs. Neil Knudsen of Portland was elected president 
of the auxiliary, while Mrs. H. J. Parent of Lewiston 
was elected vice-president. Mrs. C. Madsen of Portland 


Meisge 
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Left to right: Mrs. C. Madsen, Portland, secretary Maine 
state auxiliary; Mrs. Elmer Bracket, Freeberg, and Mrs. 
N. M. Knudsen, Portland, president 


will’serve as secretary, and Mrs. Ralph Butts of South 
Paris, as treasurer. 

Mrs. Ernest Cunningham and Mrs. Iver Iverson, both 
of Portland, and Mrs. Leon Blaisdell of Gardner com- 
prised the auditing committee. The nominating com- 
mittee consisted of Mrs. John Kerrigan of Lewiston, Mrs. 
E. Brackett of Fryeburg and Mrs. George Scribner of 
Portland. Mrs. Herbert Parent of Lewiston, Mrs. Ralph 
Butts of South Paris, Mrs. Lincoln Hatch and Mrs. F. A. 
Taylor of Freeport are the members of the picnic com- 
mittee. 

On Wednesday the ladies made a trip to Poland Springs, 
where a special luncheon was served and entertainment 
furnished. 
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DEHN’S ACME GREASE TRAPS 
DOUBLE TRAPPED WATER COOLING CATCH BASINS 
Water Cooling Grease Catch Basins are the only «tuo 
practical, economical and satisfactory to install. 
Water Cooling Grease Catch Basins positively 
congeal the grease in the Basin. Furnished in 
sizes that will meet every requirement. 

Cur more than thirty years’ experience originat- 
ing and designing Modern Sanitary Appliances 
is your assurance of satisfaction. ‘‘Beware’’ of 
the so-called ‘‘Just as Good.”’ 

Sold by Responsible Wholesalers Everywhere 


WRITE FOR CATALOG No. 30 


You are Invited to Visit Our Exhibit, Booth 119. 
N. A. M. P. Convention o« June 22-25, 1931 


Milwaukee, Wisconsin 


Water Cooling 





Fig 113—Patented. 
Acme Double Trap- 
ped Water Cooling 
Grease Catch Basin. 


COMPOUND INJECTOR & SPECIALTY CO. 
George J. Dehn, S.E., Pres. 419-421 DN. Laramie Ave., Chicago, Il. 








The Plumber's JOB-the Plumbers PROFIT 
Shower Bath 


Compartments 
and Shower Doors 















ld 


Whether building or remodeling . , 
FIAT Shower Bath Compartments and 
Shower Doors mean double profits for 
you. Profit on the sale and Profit on the 
installation. 


FIAT Shower Compartments are made in 
many sizes and designs... are of knock- 
down construction and can be installed 
on rough or finished floors. Permanent 
absolutely leak-proof. Easy to 








install. 





Write for full particulare. 


FIAT METAL MFG. COMPANY 
1211 Roscoe St. Dept. 64A Chicago, Ill. 


The aumiral with 
extended receptor 
and curtuin 















OVERTON 


Roof 
Flashings 


It just takes a 
few moments 
to install an 
Overton Roof 
F'ashing. There is no 
cutting to be done, no 
time-consuming adjust- 
y ments. Fits extra heavy 
Your jobber has Or standard pipe and 
Overton Roof |] any pitch roof. 


Flashings or can 
: BUTLER MFG. CO. 


get immediate 
Minneapolis Mina. 


% PITCH 




















delivery. 


MOORE 


Radiator Hangers 


“Why must radiators always be so 
in the way?’ asks a housewife. 
You can tell her that they need 
not be if they are hung with Moore 
Hangers. Housewives will appre- 
ciate this convenience. Why not 
sell it to them? Ask your jobber 
for details. 











Carty & Moore Eng.Co. 
Inc. 


611 W. Lerned  - 





Detroit, Mich 
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Check Dart Unions for 


WORKMANSHIP 


Stack Dart workmanship up, point 
for point with the inferior grade 
you re accustomed to from cheap 
unions. You'll agree they excel 
on every point. 

See one at your jobber’s today or 
write for full details. 


E.M. DART MFG. CO. 
Providence, R. 1. FR 


The Fairbanks Co., Sales Agents 


Canedian Factory, Dart Union Co., 
Ltd., Toronto, Canada 




















extra years ‘ 
They offer long satisfaction to your customer 
and a fair profit to you. 


Write for details. 


.D.WESSELS &S0nS CO. 


oeTRoIT, MICHIGAN 





THIS IS THE OPEN SEASON 


—for the Heating Man who is hunting for business, and he will find that 
he can easily bag the orders with the COLUMBIA Conversion Burner. 


The COLUMBIA Gas Burner with its automatic thermostatic control 
and Safety Pilot and Lighter, is fool- and trouble-proof, and assures 
clean, economical heat. These features, to say nothing of COLUM- 
BIA's lack of service difficulties, make instant appeal and sales are 
easily made. 


The COLUMBIA will convert any type furnace into an up-to-date 
heating plant and the installation is easily and quickly made with 
more profit to you than is frequently earned on a complete installation 
of new heating equipment. 


Write today to the Columbia Burner Company, 1645 Dorr St., Toledo, 
Ohio, regarding COLUMBIA Distributorship in your territory. 
Sales helps and merchandising information furnished you. 


a RADIATOR 
HANGERS 


for ALL Radiators 


Install radiators this modern way — hang them 
from the wall with E-Z RADIATOR HANGERS. 
3 styles meet any and all conditions. Fully ad- 
justable both horizontally and vertically. Easily 
and quickly installed in any kind of wall material. 
Leading architects and contractors recommend 
and use them. Write for complete information. 


HEALY-RUFF CO. 
770 Hampden Ave. St. Paul, Minn. 


Also Manufacturers of E-Z INSERTS 
and E-Z LAVATORY HANGERS 
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Entertains Indianapolis Auxiliary 

On March 6, Mrs. James A. Kreglo entertained the 
members of the Women’s Auxiliary to the Merchant 
Plumbers’ Association of Indianapolis, Ind. After the 
meeting was called to order by President Mrs. G. T. 
Watson, the regular routine business was transacted. A 
social hour was then enjoyed, after which Mrs. Kreglo, 
assisted by Mrs. A. C. Backemeyer and Mrs. Tyra Collins, 
served ices, cakes and sandwiches, which were in the form 
of shamrocks and the decorations in green and white, 
suggestive of St. Patrick’s Day. 


Chicago Group Holds Regular Meeting 

The regular meeting of the Women’s Auxiliary to the 
Mid-West Sanitary Club, Chicago, was held on Tuesday, 
March 10, at the Graemere hotel. After a delicious lunch- 
eon a business meeting took place, at which time officers 
were re-elected for the ensuing year. Cards were enjoyed 
following the meeting, honors going to Mrs. A. Petersen, 
Mrs. J. I. Riordan and Mrs. F. Kveton. 

The officers re-elected are: Mrs. F. Kveton, president; 
Mrs. H. Swade, vice-president; Mrs. J. C. Happ, treasurer; 
Mrs. A. G. Petersen, corresponding secretary; Mrs. H. M. 
Lynam, press correspondent. 

The next meeting will be held at the Graemere Hotel 
on April 14 at one o’clock. All members are urged to be 
present as plans for a spring luncheon will be arranged. 


North Hudson Women to Give Party 


A Dutch supper has been planned by the Women’s 
Auxiliary of North Hudson, N. J., for April 14 at the 
meeting rooms of the organization, 501 Palisade avenue, 
West New York, N. J., in celebration of its eighth anni- 
versary. Card games will follow the supper, at which a 
birthday cake will be cut and favors that are being made 
by Mrs. F. Baker will be placed at each place. Prizes 
have been secured for each table. Mrs. William Jacob 
heads the committee making the plans and besides Mrs. 
Baker is being aided by the following: Mrs. D. Thurnau, 
Mrs. N. Markel, Mrs. N. Triani, Mrs. Henry Bunker, Jr., 
Mrs. E. Wittreich, and Mrs. Chris Werner. 


New Orleans Women Give Dance 

The Women’s Auxiliary of the Association of Master 
Plumbers of New Orleans, La., held a dinner-dance on 
March: 7 at the Club Forest. Mrs. W. Powell and Mrs. 
E. Hagardorn were on the committee in charge. Those 
present at this social affair were Mr. and Mrs. S. Antoine, 
Miss A. Christina, Mr. and Mrs. A. Bayard, Miss V. 
Bayard, Mrs. L. H. Faivre, Miss K. Faivre, Mr. and Mrs. 
E. Hagardorn, Mr. and Mrs. A. Kussmann, Mrs. W. Powell, 
Mr. and Mrs. J. O’Neil, Miss A. Messmer, Mr. and Mrs. 
W. C. Maher, Mrs. J. Reynolds, Mr. P. Reynolds, and 
Mr. and Mrs. R. Schwarz. 


Allentown Auxiliary Gives Party 

The Women’s Auxiliary of the Master Plumbers’ Asso- 
ciation of Allentown, Pa., giving a banquet and card party 
in the grill of Hotel Allen, that city, had as guests of honor 
Elwood D. Swoyer, president of the Pennsylvania state 
association, and Preston C. Lobach, secretary and treas- 
urer of that organization. Both are from Allentown. Fol- 
lowing dinner, the members of the Auxiliary and their 
guests withdrew to one of the adjoining lounges for bridge. 
Among those present besides the state president with Mrs. 
Swoyer and the secretary with Mrs. Lobach were Mr. and 
Mrs. Harry Scholl, Mr. and Mrs. Fred Fehl, Mr. and Mrs. 
Harold Siegfried, Mr. and Mrs. Robert Kleckner, Mr. and 
Mrs. Charles Kramer, Mr. and Mrs. Harry Saeger, Mr. and 
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Mrs. Harvey Saeger, Mrs. Ellen Stevens and Mr. and Mrs. 
E. P. Saeger. 


Jersey City Auxiliary Gives St. Patrick's Party 

The Jersey City, N. J., auxiliary held a St. Patrick’s 
party and card medley on Tuesday, March 17 at Masonic 
Temple. Approximately one hundred members, master 
plumbers and friends, as well as a large delegation from 
North Hudson, sat down to play. The decorations and 
favors were white and green in keeping with the spirit of 
the day. The chairman of the entertainment committee, 
Mrs. John T. Edge, was assisted by the members in 
serving a delicious supper. 


South Shore Auxiliary Holds Regular Meeting 


The South Shore Women’s Auxiliary of Racine, Wis., 
held its monthly meeting on March 14 at the Hotel Ra- 
cine. Those in attendance were Mesdames: J. Feiner, 
F. DeLonge, O. Beetcher, A. Ernst, L. C. Pugh, A. Sander- 
hoff, L. Norup and J. A. Murphy. Following the meeting, 
bridge was played, honors going to Mrs. DeLonge and 
Mrs. Norup. A turkey dinner was served at 6 p. m. and 
the decorations of pipes, shamrocks and green candles 
were in keeping with St. Patricks Day. Mrs. J. Feiner was 
hostess at this very lovely meeting. The next regular 
meeting will take place at the Hotel Racine on April 18, 
but a card party will be held on April 9 at the Breakers 
Lodge. 


Wilmington Holds Many Parties 


Members of the Wilmington, Del., Women’s Auxiliary 
entertained their husbands on March 16 at Brown’s Tea 
Room, with a covered-dish dinner. The decorations were 
in green, symbolic of St. Patrick’s Day. Later bingo was 
enjoyed with Albert Hayman getting highest honors. Mrs. 
George Barnett and Mrs. Edward McLean were in charge 
of this delightful affair.. The next meeting will be held 
at the home of Mrs. Frank Escott. 


A 500-bridge and bingo party was held on March 7 by 
the auxiliary at the home of Mrs. Angelo Julian. This 
was a benefit affair with Mrs. Barnett and Mrs. Escott 
assisting Mrs. Julian. Dancing followed, and the eve- 
ning was a financial as well as a social success. On Feb- 
ruary 20 the auxiliary played 500 and bingo at the home 
of Mrs. Walter Smith. This was also a benefit affair. 
There was a large attendance and before the games com- 
menced Miss Dorothy Smith entertained with whistling. 

The regular monthly meeting of the Wilmington aux- 
iliary was held on February 16 at the home of Mrs. George 
Barnett. There were about 30 persons present, including 
the husbands of members. Refreshments of home-made 
cakes, candy, ice cream and coffee were served. Gay hats 
in assorted colors and valentine favors added much to 
make this a genuinely happy party. 


Newton Auxiliary to Elect Officers 


On March 11, Mrs. Richard Leahy entertained the New- 
ton, Mass., Women’s Auxiliary at her home. There was 
a large attendance at this meeting at which time a nomi- 
nating committee was chosen. Mrs. F. S. Warren was 
selected to act as chairman, and will be assisted by Mrs. 
L. J. Hickman and Mrs. A. G. Kerr. The election of 
officers will take place in April. After the regular routine 
of business, bridge was played, honors being awarded to 
Mrs. J. T. Ryan, Mrs. Landers and Mrs. J. H. MceGourty. 
A delicious luncheon was served. 


DOMESTIC ENGINEERING 







~: 





wee rye 


Oe he oe 
Pe oat eet e (Me er ‘ 











What's back of 


your business? 


Most of the big manufacturers in every 
industry maintain extensive libraries of 
books and data relative to their industry 
and its problems. 


Complete files of the leading business 
papers are kept; books which contain time 
and labor saving information are also kept. 
These libraries save their owners hundreds 
and often thousands of dollars each year. 


The plumbing and heating contractor 
would do well to follow the example of the 
manufacturers. Write to Domestic Encr- 
NEERING for full information on how you 
can build a business library, inexpensively 
and yet effectively. 


Write today! 
Address the Book Department 
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° | 1900 Prairie Ave. Chicago, Ill. 


Alameda, Calif.——aA. J. Silver has engaged in the plumb- | 
ing and heating business at 1602 Webster street. 
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G 1805 
A Real Quality Art Fixture at a Surprisingly Low Price 
Sold by leading Jobbers 


Milwaukee Flush Valve Co., Milwaukee, Wis. 








AUTOMATIC... 
without servicing ! 


Automatic is one thing . .. and auto- 
matic without servicing is another. 


The positive automatic operation of 
Taber Sump mee is unattended by 
cee servicing. Install it... then 
orget about it. You have provided Dry 
Cellar Insurance. 


Low prices on Taber Sump Pumps 
make them still more desirable. Write 
for descriptive literature and prices. 
See Page 923 Domestic Engineering 
Plumbing and Heating§jCatalog. 


ITA BER 


TABER. PUMP CO. &st 1859 


290 Elm Street, Buffalo, New York 








You'll find Add-a-Showers one of the 
best quick-profit items you ever sold. 
They fit all tubs. Hundreds of pros- 
ts in your city .. Order one to-day. 
isplay it in your showroom. .Dem- 
onstrate it to owners of homes, apart- 
ments, hotels, etc.. Spring and Sum- 
mer are Add-a-Shower seasons, 80 
don’t delay, write today. 


THE CHICAGO FAUCET COMPANY 
2700-22 N. Crawford Ave., Chicago 





EXP UB 


SOIL PIPE 


Here, at last, is a soil pipe that gives you 
something to talk about. For this better 
— its specially designed gasket—— 

as been accepted by Owners, Engineers and 
Architects as the real solution of expan- 
sion and contraction difficulties in soil, 
waste and vent lines. Mentioning it by 
name in your bid helps get contracts. 


Manufectured to uniform specifications and sold by 


ALABAMA PIPE COMPANY = STRINGER BROS. CO.., Inc. 
ANNISTON FOUNDRY CO. THE WETTER PIPE CO. 
INTERSTATE FOUNDRY COMPANY 
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New Trade Literature 


Folder of United States Sanitary Mfg. Co. 

United States Sanitary Mfg. Co., Pittsburgh, Pa., has 
issued a folder in which are pictured several new designs 
in lavatories of its manufacture. The fixtures are de- 
scribed as distinctly modern and unique in design. Dimen- 
sions and the twelve colors in which they are obtainable 
are also given. 

Catalog of Frank Bros. Mfg. Co., Inc. 

Frank Bros. Mfg. Co., Inc., New York City, has issued a 
new loose leaf eighty-page catalog in which are illustrated 
the various plumbing and heating specialties it distributes. 
The catalog cover, in orange, black and blue, binds pages 
of enameled coated, heavy stock which show to advantage 
the half-tone illustrations of the products, all of which 
are fully described. List prices are given and the book 
is thoroughly indexed. 

Booklet of Atlas Valve Co. 

Atlas Valve Co., Newark, N. J., has issued a bound 
loose-leaf insert of twelve pages giving salient facts con- 
cerning the damper regulators of its manufacture. The 
bulletin, illustrated with line drawings showing the appli- 
cations of the products, describes fully the various types 


‘and sizes along with operation data. List prices are also 


given. 
Engineering Guide of Richardson & Boynton Co. 

Richardson & Boynton Co., New York City, has issued 
a new pocket size, loose leaf engineering guide. Following 
the preface and index of the book is a page devoted to gen- 
eral information on the products of its manufacture and 
from there on is found descriptive matter, boiler ratings, 
recommended loads, boiler sizes, chimney sizes, chimney 
heights, ete. In addition to black and white half tone 
illustrations a number are shown in blue. Diagrams on 
blue backgrounds of sectional boilers for both steam and 
hot water appear at intervals through the book as do 
details relative to the accessories handled by the company. 


& 





Top: R. C. W. Olson and E. A. Orpurt, both of Bryan Steam 

Boller Corp., Peru, Ind. Bottom: C. H. Eichinger of Stover 

Water Softener Co., St. Charles, Ill; Otte G. Jentsch of 

Wolverine Brass Works, Grand Rapids, Mich. Photos taken 
at recent Illinois state convention 
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The engineering section of the book, a compilation by 
Walter L. Fleisher, contains in addition to numerous 


tables, steam and hot water system layouts, data on 
swimming pool heating, transmission factors, chimneys, 
boiler ratings, greenhouse heating, etc. 
Booklet of Lincoln Electric Co. 
The Lincoln Electric Co., Cleveland, Ohio, has just 


released a twenty-page booklet in which is given full 
details and descriptions of the company’s line of welding 
equipment and supplies. 


Booklet of Summit Mfg. Co. 

Summit Manufacturing Co., Davenport, Iowa, describes 
the various types and sizes of electric water heaters of 
its manufacture in a recently issued loose-leaf booklet. 
In a number of cases, cross-sectional views are shown of 
the heaters. Various parts and construction details are 
pictured. 

Folder of Abingdon Engineering Corp. 

Abingdon Engineering Corp., Abingdon, IIl., has issued 
a six-page folder printed in three colors, describing domes- 
tic and industrial water softening equipment of its manu- 
facture. On the front cover is a cut-away view showing 
technical details. On the second page is told the advan- 
tages of soft water, and the balance of the folder is de- 
voted to technical information, such as roughing-in meas- 
urements, etc. 


“Designing Heating and Ventilating Systems" 

A third and revised edition of the book “Designing 
Heating and Ventilating Systems,’ by Charles A. Fuller, 
consulting engineer, has just been released. The latest 
edition of the book contains close to 250 pages and is con- 
siderably larger than either of the two previous editions. 
It is a practical treatise on the design of heating and 
ventilating equipment for buildings of all kinds, based 
upon the engineering rules and formulae in every day use 
It is designed for use as a text in colleges and schools and 
as a reference book for engineers and architects. The 
Scientific Book Corp., 15 East 26th Street, New York City, 
is the publisher. 

Oster Mfg. Co.’s Booklet 

An attractive booklet bound in loose-leaf form has been 
released by the Oster Mfg. Co., Cleveland, Ohio. The cover 
is of modernistic design and the contents are printed in 
several colors. Something of the company’s history and 
the methods pursued in the manufacture of its line of pipe 
tools and machines is told in the fore part of the booklet. 
The balance is devoted to a description of its various prod- 
ucts, largely by means of illustrations. List prices and 
specifications are included. 


The John ©. Kupferle Foundry Co.’s New Catalog 
Catalog No. 26 has been released by The John C. 
Kupferle Foundry Co., of St. Louis, Mo., manufacturer of 
plumbers’ and waterworks supplies. The new catalog con- 
tains more than 100 pages and is bound in a strong cloth 
cover. Changes have been made in the list prices on a 
number of items. 


New Catalog of Pittsburgh Valve & Fittings Co. 

A new catalog, No. 31, is being distributed by the Pitts- 
burgh Valve & Fittings Co., of Barberton, Ohio, which 
supersedes all previous issues of the company’s catalog. 
The new catalog, which is illustrated throughout, is bound 
in a heavy blue cloth cover and is of convenient size for 
handling. It contains complete data on the company’s line 
of valves and fittings, presented in a way to be most useful 
te users of the products. 

& 

Klamath Falls, Ore.——C. D. Clarke has retired from the 
Modern Plumbing & Construction Co., and William A. 
Walters will continue the business under the same name. 
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BALANCED 


HEATING UNIT 


Write today for copy of new free book, “A New Principle of Generating 
Heat at Low Cost." 


Responsible organizations now distributing through the heating trade should 
henadiiete an Gar-Wood franchise. Write the fectory for details. 


GAR-WOOD ENGINEERING CO. 
4196 Bellevue Ave. Dept. D431 Detroit, Michigan 














Stop pipe thread leaks 
with SmoorTH-ON No. 1 in a 


SMOOTH-ON CLAMP 


Sizes for 1-in. to 12-in. pipe. 


UICK, easy. cheap 

Holds for the life: of 
the line—any pressure, any 
temperature, iron, brass, or 
copper pipe. Get Smooth-On Clamps and Smooth-On 
No. 1 from nearest supply house or from us. 


















Write for the free Smooth-On Handbook. 


SMOOTH-ON MFG. CO. 
Jersey City, N. J. 


Dept.12, 574 prereset Ave., 


























Have You 
Tried It? 


Have you tried displaying this 
carton of DUR-A-BALS* in 
your store and show win- 
dow? If you havent, 
you re passing up 4 
lot of easy money. 
Order two from 
jobber today. 


S. Patent Office 





your 
* Reg. U. 


LAVELLE RUBBER COMPANY 
320 West Illinois Street, Chicago, Illinois 
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How do You Spend Yours? 


‘Two contractors were handed $100 each to install 
valves on two identical jobs. Any remaining surplus 

would be theirs. 

One decided to save money on materials. So he spent 

$36 for valves which cost him $60 to install. This left 

him a profit of $4. 

The other decided that good materials would cost less to 

install so he spent $40 for O-B valves and they cost only 

$51 to install. Thisleft him a profit of $9. How do you 

spend yours? 

Ohio Brass valves are so designed and machined as to 

give ‘an extra profit in the make-up’”’. 


OhigSrass Co. 


1189-V Mansfield, Ohio 

















- 2, ae 
CHALLENGE BRAND 
PIPE NIPPLES 


v 


CHALLENGE BRAND NIPPLES will save your time on the 
oq They make-up quickly because they are accurately threaded. 

o burrs, broken threads or improper lengths. Every CHAL- 
LENGE BRAND NIPPLE is coated with high grade rust 
resisting oil. Insist on your jobber furnishing them. 


A 


FRICK-REID SUPPLY CORPORATION 
Nipple Division 


Sendusky and Robinson Sts. N. S. Pittsburgh, Pa. 


= 

















MOOTH ball- 
action. Patente 
**Samson’’ Lock, 
which makes Paragog 
to 


without special tools. 
Longer wear — better 
action. A wide 

bodies and handles. Write 
for folder on the complete 


Through your Wholesaler 





The Federal Float will do 
unusually well for those 
installations in factories, 
stores, etc., where service 
is of the kind demanding 
special construction of all 
parts. 





The Federal’s stronger 
spud end expansive rub- 
ber washer are two ex- 
clusive Federal features. 


From Your Jobber 


THE REICHERT FLOAT 
& MFG. COMPANY 
2238 Smead Ave., Toledo, Ohio 


Note the 
Different 
Shape 
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New Business Ventures 


Oakland, Calif.—Servente’s Plumbing Service has en- 
gaged in business at 1457 Webster street. 

Bridgeport, Conn.—The Park City Plumbing & Heat- 
ing Co., Inc., has been chartered with an authorized capi- 
tal of $50,000. The incorporators are: Peter DiMenno, 
Antonio DiMenno and Peter Sachione. The place of busi- 
ness is located at 617 Ogden street. 

Jamaica, N. Y.—The W-C-W Plumbers, Inc., has been 
organized and incorporated, with a capital of $20,000, to 
establish and operate a plumbing engineering and con- 
tracting business. W. H. Hinrichs, local attorney, repre- 
sents the new concern. 

Rye, N. Y.—Thomas S. Harvey and associates have 
organized the firm of Thomas S. Harvey, Inc., with a 
capital of $10,000, to establish and operate a plumbing 
engineering and contracting business. The new concern 
is represented by A. Sherman, 80 Maiden lane, New York 
City. 

Brooklyn, N. Y.—The firm of William Greenberg, Inc., 
has been chartered, with a capital of $100,000, to estab- 
lish and operate a plumbing engineering and contracting 
business. Representing the new concern is I. B. Schieber, 
51 Chambers street, New York City. 

Louisville, Ky.—The Crescent Plumbing & Heating 
Co., 821 East Jefferson street, has increased its capital 
stock to $20.000. 

Winslow, Ariz.—W. O. Sutherland has opened a plumb- 
ing and heating shop at 218 Williamson street. 

Detroit, Mich.—The Heating Service, Inc., 12544 Liver- 
nois street, has been incorporated to conduct a plumbing, 
heating and hardware business, with a capital of $2.000. 


Rochester, N. Y.—-With a capital of $20,000, the firm 
of Broadman and Markwitz, Inc., has been chartered, to 
establish and operate a plumbing engineering and con- 
tracting business. The new company is represented by 
David A. Cohen, local attorney. 

New York City—-The Harold Plumbing and Heating 
Corp. has been organized and incorporated, with a capital 
of $5,000, to establish and operate a plumbing and heat- 
ing engineering and contracting business in the Bronx. 
P. Fliashnick, 1440 Broadway, represents the new concern. 


White Plains, N. Y.—Henry F. Raab and associates, 
have organized the firm of H. F. Raab, Inc., with a capital 
of $25,000. It is planned to establish and operate a 
plumbing engineering and contracting business. The new 
company is represented by J. J. Hughes, local attorney. 


New York City—The Brodon Heating and Plumbing 
Corp. has been chartered, with a capital of $10,000, to 
establish and operate a plumbing and heating contract- 
ing and engineering business. The new concern is repre- 
sented by C. J. Kemins, 51 Chambers Street. 

Brooklyn, N. Y.—The Nass Plumbing and Heating Com- 
pany has been organized and incorporated. The new con- 
cern, capitalized at $1,000, plans to establish and operate 
a plumbing and heating engineering and contracting busi- 
ness in South Brooklyn. G. J. Rudnick, 358 Stone avenue, 
represents the firm. 


Brooklyn, N. ¥Y.—-The firm of S. Brumer and Company, 
Inc., has been chartered, with a capital of $20,000, by 
Sol Brumer and associates, to establish and operate a 
plumbing engineering and contracting business. J. S. 
Zvirin, 350 Stone avenue, represents the new concern. 


New York City—-The Sun Light Plumbing and Heating 
Engineers, Inc., has been organized and incorporated, with 
a capital of $5,000, to establish and operate a plumbing 
and heating contracting business. The new firm is repre- 
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sented by D. H. Dantonio, 339 Graham avenue, Brooklyn, 
ae A 

Buffalo, N. Y.—The Buffalo Heating Service, specializ- 
ing in heating contracting and engineering, has been estab- 
lished at 442 Normal avenue, under the management of 
Alfred Cunningham. 

New York City—The Weber Plumbing Company has 
been organized and incorporated, with a capital of $20,- 
000, to establish and operate a plumbing engineering and 
contracting business. The new concern is represented by 
M. B. Sein, 305 Broadway. 

Long Beach, N. Y.—The Held Plumbing Company has 
been organized and incorporated, to establish and operate 
a plumbing engineering and contracting business. The 
new firm is represented by J. I. Sharlot, 233 Broadway, 
New York City. 

Brooklyn, N. Y.—The Jay-Smith Plumbing and Heat- 
ing Corp. has been chartered, with a capital of $5,000, to 
establish and operate a plumbing and heating engineering 
and contracting business. The law firm of Jacob and 
Nadell, 1305 Forty-sixth street, represents the company. 


Great Neck, N. Y¥Y.—The firm of William Ring, Inc., has 
been chartered, with a capital of $2,000, by William 
Ring, L. W. Wolf and associates, to establish and operate 
a plumbing engineering and contracting business. 

Glen Cove, N. Y.—With a capital of $5,000, the firm of 
Carl and Phillips, Inc., has been organized and incor- 
porated, to establish and operate a plumbing engineering 
and contracting business. The new concern is represented 
by W. Cocks, Jr., local attorney. 

Albany, N. Y.—With a capital of $20,000, the Albany 
Heating Company has been organized and incorporated. 
It is planned to establish and operate a heating contract- 
ing and engineering business. The new concern is repre- 
sented by C. L. Drake, local attorney. 


Hoboken, N. J.—The Jefferson Plumbing and Heating 
Company has been organized and incorporated, with a 
capital of $10,000, to establish and operate a plumbing 
and heating engineering and contracting business. The 
new firm is represented by John J. Hoffman, attorney, 
Jersey City, N. J. 


Naugatuck, Conn.—George Wigglesworth & Son, Inc., 
has been granted a state charter to engage in the plumb- 
ing, heating, sheet metal and electrical contracting busi- 
ness with a capital of $50,000. The incorporators are 
George Wigglesworth, G. L. Wigglesworth and Mary A. 
Roche, all of this city. 





Mrs. and Mr. Alvin W. Bahn of Chicago. Bottom: 
Rupert J. Weber, past president of the Chicago association 


Top: 
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WISECO TUB FILLER 








Extra Heavy 
Red Metal 
Valves 


Cast Brass 
Assembly 


8’’ Centers 


Ask your 
Jobber for 
No. 8211 








A Quality Fixture at a Competitive Price 
ow J. B. WISE, Inc., Watertown, N. Y. ~» 











Protection without Compromise 


HERE are no “‘if’s”’ and “‘but’s” 

about the new McDonnell Self- 
Cleaning Duplex Feeder. It keeps the 
boiler water line where it belongs at all 
times, under all conditions. The self- 
cleaning valves stay new even in the 
hardest water. It makes good 
your guaranty on every installation. 
Write today for complete descriptive 
literature, 


MCDONNELL & MILLER 
400 N. Michigan Ave. Chicago 


Eastern Office: 
Grand Central Terminal, New York 


MCDONNELL & MILLER 
Self-Cleaning 
DUPLEX FEEDER 


MODERN HEATING 


EQUIPMENT 
for all types of Buildings 























HOFFMAN VALVES 
HOFFMAN CONTROLLED HEAT 
HOFFMAN -ECONOMY PUMPS 





Write for Catalog 








HOFFMAN SPECIALTY CO., INC. 


No.2 Vacuum Valve DEPT. RX-60 WATERBURY, CONN. 


CUTS PIPE 
THREADING f 
COosTs! 


A full-fledged Portable 
Pipe Machine for Ream- 
ing, Chamfering, Thread- 
ing and Cutting Off Pipe 
from 4" to 2’. 


Uses any standard make 
of solid square right or left 
hand pipe or bolt dies. 


srg pret Par 


circuits. + sufficiently ao 
ered to drive geared heads on 
the larger pipe, up to 6 inches. 
A real pipe machine at a 












—_ THREADS RAPIDLY 
you can afford. Ask us pe hoe it today. Give us the name of your supply dealer. 


PEERLESS MACHINE CO., Racine, Wisconsin 
Eastern Canedian Representative 
J. Edwin Newsome, 161 Castiefield Ave., | ol Ont., Canede 
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COPPER 


ts pow recognized as the last 
word in - 


Nibeo Fittings. 
of Nibco 


NORTHERN INDIANA 
BRASS COMPANY 
Elkhart, Indiana 








ann EVERNU 


QUALITY TOILET SEATS 


Sheet Covered — Hard Rubber —Varnished — Sprayed — All Models 
All Colors — All Hinges— Patented and Guaranteed 
Rctbe) Toe we coprered Uy lection, exbttecn, beligen end doctor 


every Get prices from your jobber. Write us for new " 
cross sections ead seles helps. 


NEVER-SPLIT SEAT CO., Evansville, Ind., U. S.A. 

















COPPER 
NO-SOL rioars 
No-Sol Floats incorporate all 
«x8 Oval Fleet features necessary to the sat- 
isfactory perform- 

ance of a tank float. 


Each float ia individually tested and guaranteed. 
INCORPORATED 1907 


TheAYLING &REICHERT CO. 
3047 N. Erle St. Toledo, Ohio ss" Reund Fieat 























Hindley Specialties 


The Hindley Assortment is 
complete. Whatever the 
specialty you need, it will be 
found in this complete line. 





wh IAA 


A 






C 








Write usa for 

















our complete = 
catalog. = 
HINDLEY MEG. = 
‘ia COMPANY 
Valley Falls, R.I. 
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Connected by Ly 


Pipe 


THE “LITTLE THINGS IN LIFE” 
Big people—the six-footers—must be a bit discouraged at 
the way things are going. It looks as if we’re headed for 
a miniature world in which they will have no place. 





If there’s anything in the theory of the evolutionists 
that the human being alters to fit environment, we'll soon 
have a race with folding limbs especially adapted to 
miniature motor cars, and near-sightedness from squint- 
ing at two-inch pipes on miniature golf courses will soon 
be an established thing. 





A broken arm is a great handicap in the good old Scotch 
game—but as miniature golf grows more and more popular, 
a broken finger nail will probably become a heartbreaking 
incident. Imagine a tense newspaper story of the world’s 
championship open miniature tournament, getting all excited 
about things: 

“New York, Jan. 11.—Playing in the world’s 

most beautiful indoor miniature golf course, two 
stout-hearted sportsmen entered the finals today. 
A nation hung breathless over radio receiving sets 
as these finalists, braving the rigors of a winter 
day in order to reach the course in the big build- 
ing especially erected to house three miniature 
courses, proved their indomitable courage time 
and again as they faced the tricky and soul- 
trying problems of No. 1. 

“Thirty-six holes on No. 1 would be sufficient to 
prove the fibre of any man. But when, at the 
commencement of the second round, it became 
necessary to transfer the match to Course No. 2, 
despair seized the supporters of each man. For 
the artist, in painting the scenery for the room 
which holds No. 2, it is admitted by the best art 
critics, did fail to provide those heartening, 
happy overtones of color, so important in steady- 
ing a man for an important match. Instead of 
soft blues, and greens, there are raw reds, violent 
purples—an entirely disturbing atmosphere. 

“The two men did their best; but it was really 

a contest of endurance from this time forward. 
Both men were bearing up quite well under the 
strain when Johnny Jones had the misfortune 
to break a finger nail. From then on, the match 
was all in his opponent’s favor. When, at the 
thirty-first hole, Mr. Charles clinched the match, 
Jones gave one wild look at the scenic painting, 
‘uttered a loud sob, and raced for the rocker 
room, where the contestants rest themselves. 
Altogether, it was a heart-breaking scene.” 





MUTUAL ADMIRATION 
Mose: “Man, if Ah didn’ have no mo’ brain dan what yo’ 
got, Ah’d—”’ 
Bost: “Hes up, boy. Ef yo’ brains was dynamite, an’ 
doubled ev’y second fo’ a hunnerd yeahs, an’ dn ‘sploded, 
dey wouldn’ blow yo’ hat off on a windy day.” 





Waiter: “Mr. Brown’s left his umbrella again. I believe 
he'd leave his head if it were loose.”’ 

Manager: “I dare say you're right. I heard him say only 
yesterday he was going to Switzerland for his lungs.” 





“Faith, ‘tis curious,” said a traveled Irishman, “how these 
little disease insects are called in different places! In Ger- 
many they call them germs, in Paris they call them parasites, 
and in Ireland we call them Mikerobes.” 

LEIGHTON’S GLOOM CHASER. 





“Hey!” cried Satan to the new arrival, “you act as if you 
owned this dump.” 
“I do. My wife gave it to me.” 


In which case the gentleman's title was certainly not 
perfectly clear. The gift has been made to a lot of others. 
i = 
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Bath a Day Movement 


One of the greatest business forces today—second only to adver- 
tising—1s publicity. In some instances, publicity may be even 
stronger than advertising, where the 
subject matter is of itself of great 
value. That is why the Bath a Day 
idea, properly used, can become the 
most powerful of helps in putting 
over the message of the plumber’s 
service. It deals with health—and it 
deals with health and comfort in a most interesting way. 





Realizing these facts, a number of contractors have 
written to ask for a copy of ‘‘The Story of the Bath” and 
of the twenty-minute program we have worked up for 
use before such clubs as the Rotary, Kiwanis, Lions, etc. 
This program is a complete merchandising message—yet 
there is nothing but educational material in it. 

Properly used and followed up, the presentation of this 
program at a “plumber’s day”’ meeting of the civic club 
can be used as the starting point for a strong selling effort. 

There remains, also, the more familiar use of ‘‘The 
Story of the Bath” for distribution in the schools, and 
as the basis of an essay contest which will also be pro- 
ductive of a nice volume of favorable publicity. 

Write for particulars. 


Little Sentences That Sell 


Write one of these BLACK BOARD EPIGRAMS on your 
window or bulletin board each day. Many master plumbers 
and heating contractors find them real business getters. 


A lost opportunity seldom finds its way back. 
s , w * 

The best talkers are usually the poorest quitters. 
a 2 — 


If you are going to sea, ship with a wreckless captain. 
. . * 


Proof of one’s temper is the loss thereof. 
* ca * 
The less work a man does, the more he tires other 
people. 
+ * * 


Don’t judge the judge by the jury. 
a. * ¢ 


An auction store is always a forbidding place. 
= - * 


Many mean men are men of means. 
* * a 


Smiles are merely little noiseless laughs. 
* « + 
The lawyer deals in brains and disposes of them by 
the case. 
a 7 e 


Cruel words seldom cut a lazy person to the quick. 
a” oJ * 


Filing a will sometimes rasps the feeling of the heirs. 


* 

Los Angeles, Cal.——The Sanitary Plumbing Co. has en- 
gaged in the plumbing and heating business at 733 North 
Orange Drive, under the management of Joseph J. Hengen. 

Los Angeles, Cal.—The Modern Plumbing & Heating 
Co. has been formed at 5014 West Adams street by Her- 
man L. Stevens and Mac Green. 

Sioux Falls, S. D.—The Stokke Plumbing & Heating Co., 
Inc., has been chartered, with a capital stock of $25,000, 
by Iver Stokke, Lillian Stokke and C. J. Delbridge. 
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MIXER 


Trade Mark Reg. U. S. Pat. Office 


The Newest 
and Best 


The Niedecken Mixer—for 
shower and tub—is far in 
advance of any on the mar- 
ket: a patented control 
which furnishes the desired 
water temperature for the 
bath instantly. By permit- 
ting a predetermined maxi- 
mum temperature scald- 
ing is prevented. The Nie- 
decken Mixer control is op- 
erated by a single valve—a 
saving in cost and a great 
convenience over the ordi- 
nary two-valve fixture. Get 
full details of all the ex- 
clusive, patented Niedecken 
features for tub or shower. 














Write Now to 
Department D. E. 


HOFFMANN & BILLINGS MFG.CO. 











C&S 


Shower Doors 


<> 


, a 


Show home and apart- 
ment owners how they 
can bring their bath- 
rooms up to date and 
more desirable by in- 


stalling C & S Shower 
Doors. 

They will give a life- 
time of service, are easy 
to keep clean and best of 
all, they are profitable to 
sell 

Check up the build- 
ings in your neighbor- 
hood in which remodel- 
ing is contemplated or 
under way. [hen write 
us for details about C&S 


Shower Doors. 





“ s 
g - 

SA go Eg ee aes St a 
“ oe PE SS ne ge 
e ® wee 


PATENTED 





<-> 


Crist & Schilken Co., Inc. 


Established 1903 


500-508 37th Street Pittsburgh, Penn. 





_= a. = 





my 
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THREE-IN-ONE SYSTEM 


makes you low bidder on Vapor Jobs 
Patented 





Ball check return valve 
forms water seal inside 
of radiator. 


Two THREE-IN-ONE fittings on radiators, one 


fitting on return line makes complete installation. 











Standard for 17 years. Formerly sold by RICHARDSON & BOYNTON CO. 


CONTINENTAL BRASS & FDRS. CO. 
2700-6 So. 7th ~ -sti(isé‘éT. INS, KO 














Sensible gre “= " _* a 
Rates me <i fen 


ye eo 


Che Preakers 


Atlantic City — we we 


Modern in construction, luxurious in appointments and 
convenient to all piers and amusements. 

















rae PARE OF ARICA = 
NEW ORLEANS 


New St. Charles 


One of America’s Leading Hotels 
ACCOMMODATING 1000 ESTS 
ALFRED S. AMER & CO., LTD. 

NEW ORLEAN 


Send for descriptive folder, iuscraved Mardi Gras Program 


Valorization offices for all cransportation lines in lebby 
not 
H 





4 


OME OF WINTER RAGIN? 











Domestic ENGINEERING’S Retail Adver- 
tising Service makes advertising easy for 
you—all you do is clip the copy from 
your copy of the paper and hand it, with 
the cut we send you, to your newspaper. 
Only $4.20 for 12 illustration cuts. Clip 
this, attach your check for $4.20 and 
mail today. 


DOMESTIC ENGINEERING 


1900 PRAIRIE AVENUE, CHICAGO, ILLINOIS 
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PATENTS 


Heating Department 

1,791,816. Humidifier and Smoke-Consumer System. 
Edgar Beaumont Jarvis, Toronto, Ontario, Canada, as- 
signor to Mary Jane Josephine Jarvis, Toronto, Canada, 

1,791,902. Reamer. Walter A. Neller, Woodland, Calif. 

1,791,915. Radiator Support. Loring Washburn, Green- 
wich, Conn., assignor to §. H. Pomeroy Company, Inc., 
New York, N. Y., a Corporation of New York. 

1,792,213. Thermostatically-Controlled Reducing Valve. 
Clayton A. Dunham, Glencoe, IIll., assignor to C. A. Dun- 
ham Company, Marshalltown, Iowa., a Corporation of 
Iowa. 


























1,793,123. Radiator. Thomas E. Murray, Jr., Brook- 
lyn, N. Y., assignor to Murray Radiator Corporation, a 
Corporation of New York. 

1,792,509. Check Valve for Heating Apparatus. Leslie 
E. Peters, San Francisco, Calif. 

1,793,326. Liquid-Fuel Burner. Maurice Knupffer, 
London, England. 

1,791,981. Overall Housing for Radiators. Clarence C. 
Shipp, Indianapolis, Ind. 

1,792,402. Chain Tongs. Sam Sorensen, Houston, Tex., 
assignor, by mesne assignments, to Gearench Manufactur- 
ing Company, Houston, Tex., a Corporation of Texas. 

1,793,292. Pressure-Regulating Valve. Halsey W. Tay- 
lor, Warren, Ohio. 






































1,791,970. Electric Steam Boiler. John B. Odell, River- 
side, Calif. 

1,792,230. Accelerator for Temperature Control. John 
M. Larson, Chicago, Ml., assignor to National Regulator 
Co., Chicago, Ill., a Corporation of Illinois. 

1,792,514. Ventilating Fan. Walter Arthur Spear, Cin- 
cinnati, Ohio, assignor to The Cincinnati Victor Company, 
Cincinnati, Ohio. 
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1,792,401. Chain Tongs. Sam Sorensen and Joseph 
Arvid Peterson, Houston, Tex., assignors, by direct and 
mesne assignments to Gearench Manufacturing Company, 
Houston, Tex., a Corporation of Texas. 

1,793,244. Radiator. George H. Phelps, Floral Park, 
N. Y., assignor, by mesne assignments, to Murray Radi- 
ator Corporation, New York City, a Corporation of New 
York. 


A Favorite Among 
Plumbers! 





Plumbers look for quality in 
tools and they insist upon the 








best. 
| , The “ALWAYS RELIABLE” 
ne sn enares brand of torches and furnaces 
' Ghtieieeaeiinaiies, have been a favorite with 
Covered by Patents plumbers for years, because 


they have proven to be better 
in every way. 





They are foremost in quality, 
price and value, you'll never 
regret having them as a part of 
your daily equipment. 


Order through your distributor, 
who will give you prompt ser- 
vice and satisfactory prices. 














No. 40 Furnace (64" shield) 


No. 42 Furnace (9(" shield) if for “ALW 
1,791,854. Oil Burner. Joseph S. String, East Orange, Gasoline Also specify . AYS 


Covere atents ve ’ . 
N. J., assignor to J. S. & J. F. String Incorporated, New- — RELIABLE” plumbers’ tools 
ark, N. J., a Corporation of Connecticut. 


1,791,887. Apparatus for Expanding Pipe Ends. 
Thomas D. Davies and Algot S. Johnston, McKeesport, Pa., OTTO BERNZ CO., INC. 

















assignors to National Tube Company, a Corporation of Newark Stocks in New Jersey 
New Jersey. New York City San Francisco, Calif. 
1,792,222. Oil Burner. Henry H. Hardinge, Chicago, 26 West Broadway 41 Spear St. 





Ill., assignor, by mesne assignments to Hardinge Brothers, 
Inc., Chicago, Ill., a Corporation of Illinois. 


1,793,897. Oil Burner. George L. Barnes, Everett, tt FEA Eee tee PETERS tearoee PTE TEE Tete PTE 
Wash. 3 | e¢ CS Ol ae 
1,794,115. Air Filter. Louis Klaff, Brooklyn, N. Y., am, 4 , Mi lpn 





assignor, by mesne assignments, to American Air Filter 
Company, Inc., New York, N. Y., a Corporation of Dela- 
ware, 

1,794,949. Radiator Support. John C. Frank, Chi- 
cago, Ill. | | hg 

1,794,963. Threading Die and Holder. Edward A. pa) AT | HOOSIER 


Kane, Erie, Pa., assignor to Williams Tool Corporation, ey ma HOSPITALITY 
Erie, Pa. | TA it AT /7TS BEST 


400 OUTSIDE. ee 


each with bath and 
running /ce-water. 




















- 
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at 
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IN THE HEART 
OF THE CITY 





Two Blocks from 
Monument Circle 
and just a minute 

from themed Depots 


RATES $259 UP i pg 
W. H. WELLS eens AA A ABE SS EP IEE) 


Manager rr re ae 


EXCELLENT GARAGE FACILITIES 
WITH ATTENDANT 
AT HOTEL ENTRANCE 


ndianapolis 














’ 
1,794,963. 














1,794,610. Thermostatic Valve for Radiators and the 
Like. Edward S. Halsey, Washington, D. C. 











-_. 
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Hotel 
Hollenden 


THEO. DeWITT, Vice President and General Manager 


CLEVELAND 


announces Revised 
Rates 


Following the trend of the times, 
Cleveland’s leading hotel an- 
nounces the following changes in 
room rates — effective 
immediately 
ALL FORMER 


SEBO Rooms | w $300 
$400 Ooms | " #350 
$450 Rooms | $400 


4-station selective Radio now being installed in 
every Hotel Hollenden room 


















siijime 


NKINTION 






































































. World Famous 

| A C= ~_—_— In the heart of 
Hi Tier wr _ ete the Shopping and 
Hi ie” 3) = - “ay © Theatre Districts 
Hy 3! i ‘oh fina! nat 
Hi “ :! o. Aa i" 
Bete 2sy) ~~ 300 
Hit 3 
a a: ma m9 a ROOMS 
iil nie “. iG FA 
| gd 71 5 Be ma ah ALL WITT BATT 








“***eeea, 


» 29 a 


To Dine in the Celebrated 
Sky Room is a treat and 
a Delight --- Cafeteria::: 
Sandwich Shop:::Ball Room 

Seating 300 






HOTELS 


HOTEL SECOR 
Toledo 
HOTEL KEENAN 
Fort Wayne 
HOTEL ANTHONY 
Fort Wayne 


MILWAUKEE 
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Plumbing Department 


Tank-Flushing Valve. Jesse C. Owens, Los 


1,794,640. 
Angeles, Calif. 
1,793,681. Eccentric Toilet Connection. 


Crowell, Los Angeles, Calif. 


Willis Edgar 


















































1,794,765. 
1,794,635. Ventilating Device. William W. Mills, 
Rockford, Ill. 
1,794,765. Water-Softening Apparatus. Walter H. 


assignor, by mesne assignments, to 
Chicago, Ill., a Corporation 


Green, Chicago, IIl., 
International Filter Company, 
of Delaware. 

1,795,143. Sewage-Disposal Apparatus. Gustav R. 
Roddy, Milwaukee, Wis., assignor to Chain Belt Company, 
Milwaukee, Wis., a Corporation of Wisconsin. 


1,793,534. Overflow and Waste Valve. William J. 
Woolley, Chicago, Ill. 

1,794,941. Shower-Bath Cabinet. John O. Barce, Chi- 
cago, Ill. 





- - 


1,795,142 | “° 
a 

















1,704,626 














1,794,195. Faucet. Robert Monschein, Cleveland, 
Ohio, assignor to The National City Bank, Cleveland, 
Ohio, executors of Morris H. Glauber, deceased, operating 
as Glauber Brass Manufacturing Co. 

1,794,636. Ground-Key Stop with Spring Tensivu. 
Frank H. Mueller, Decatur, Ill., assignor to Mueller Co., 
Decatur, Ill., a Corporation of Illinois. 

1,794,638. Lavatory Soap Dish. Philip Muener, 
Decatur, Ill., assignor, by mesne assignment, to Mueller 
Co., Decatur, Ill., a Corporation of Illinois. 





Watertown, S. D.—The Pioneer Plumbing Co. has en- 
gaged in the plumbing and heating business and has 
opened a sales and display room at 13 South Broadway, in 
this city. 
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CLASSIFIED ADVERTISING 


8 cents for ench word including heading and 
Count seven words for keyed address. 
$2.00 for each insertion. 


address. 
Minimum 


One inch $4.00. 
Copy should reach us eight days in advance 
of publication date. 


Cash must accompany order. 








Situations Open 





WANTED: PLUMBERS TO SELL AND 

install the Gas-Gard electric con- 
trol for gas water-heaters. Simple at- 
tachment that lights or shuts off gas 
on side arm heaters when button is 
pressed in bath room, or kitchen. Ther- 
mostatic protection if heater is for- 
gotten. List $40.00—Profit 55%. Write 
for details, GAS-GARD CO., INC., 375 
last Main St., Rochester, N. Y. 


REPRESENTATIVES WANTED IN 

leading cities to handle highest grade 
line of radiator shields and radiator cab- 
inets. Our representatives earn $500.00 
to $1,000.00 per month the year around, 
above expenses. Full selling plan fur- 
nished. Address Key 256, “Domestic En- 
gineering,” 1900 Prairie Ave., Chicago. 





WONDERFUL MONEY-MAKING EX- 
clusive or Side-line proposition for 
salesmen calling on plumbing dealers. 
Write us today. KOIL-LES HEATER 
COMPANY, Geneva, Illinois. 


WANTED BY PIPE MILL—SALESMAN 

with mill experience. Address Key 
604, “Domestic Engineering,” 1900 
Prairie Avenue, Chicago. 














Situations Wanted _ a 


EXPERIENCED PLUMBER AND 

steam and hot water man desires po- 
sition. Experienced on better grade of 
work. Can supply ample references as 
to ability, character, experience, etc. 
Will work anywhere. Address Key 
608, ‘“‘Domestic Engineering,” 1900 Prai- 
rie Avenue, Chicago, Il 








YOUNG MAN, AGE 32, WITH HIGH 

school and college training; 9 years’ 
experience in all phases of heating and 
Plumbing work; has done engineering 
work on plumbing and heating, such as 
making layouts, detailing, ordering ma- 
terial and estimating. Gwod references; 
salary open, Address Key 600, ‘“‘Domes- 
tic Engineering,” 1900 Prairie Avenue, 
Chicago. 





For Sa 
SELLING AT BARGAIN PRICE—ANY 

portion of ten thousand feet of push 
nipple Wall and 3 tube New Radiation. 
If interested write Chas. Hoffman Co., 
Mansfield, Ohio. 








le 











Lines Wanted arent 


MANUFACTURERS’ REPRESENT A- 

tive well acquainted with Architects, 
Jobbers, Plumbers in Eastern Ohio, de- 
sires additional plumbing account of 
established merit. References. Ad- 
dress Key 610, “Domestic Engineering,” 
1900 Prairie Avenue, Chicago, Illinois. 








WANTED—MANUFACTURERS’ LINES 

to sell direct to plumbing and Heat- 
ing contractors in Milwaukee and vi- 
cinity. Have a selling acquaintance 
with all the best buyers. Address Key 
609, “Domestic Engineering,” 1900 Prai- 
rie Avenue, Chicago, Illinois. 





Lines to Handle 





WELL ESTABLISHED SALES AGENTS 

handling water supply equipment 
may obtain agency on commission basis 
of only filter on the market removing 
all impurities and all iron content from 


water without the aid of chemicals. 
Field covers use by towns, State and 
County institutions, railroads, steam 


plants, office buildings, schools, hotels, 
swimming pools, fish hatcheries, bot- 
tling works and all industries using 
water for any purpose. Filters supply 
any desired capacity, municipal, indus- 
trial or domestic. Applicants must give 
in first letter list of lines handled and 
furnish references as to responsibility. 
All letters strictly confidential. Ad- 
dress Key 611, “Domestic Engineering,” 
1900 Prairie Avenue, Chicago, [llinois. 


ESTABLISHED OIL BURNER DEAL- 

ers wanted. Stop paying high prices 
for burners. If you are an experienced 
and responsible dealer we have a prop- 
osition that will interest you. Our 
burner is not a “Midget” or a cheap 
job, but is one of the most rugged, re- 
liable and best looking burners on the 





market. If you want an outstanding 
burner at an exceptional price, write 
today. FARGO FOUNDRY COMPANY, 
Fargo, North Dakota. 





THE REZNOR GAS FIRED 
Warm Air Heating and Ventilating 
Unit. Type 1-UR offers wonderful 
opportunities to the live heating firm 
without interfering with present lines. 
In extensive use, easily sold, unlimited 
snies possibilities. Write us. REZNOR 
MANUFACTURING COMPANY, Mercer, 
Pa, 
WANTED —~ RELIABLE MANUFAC- 

turer’s agent located in Fort Worth 
or Dallas to represent old established 
line of Plumbers’ Tubular Brass Goods 
selling jobbers only. Must be well 
connected. Give full particulars first 
letter. All replies confidential. Ad- 
dress Key 605, “Domestic Engineer- 
ing,” 1900 Prairie Avenue, Chicago. 


Wanted To Buy 


CASH—FOR USED SINKS, LAVATO- 

ries, tubs and toilets. Send priced 
list and describe condition of fixtures 
for sale. Address Key 606, “Domestic 


Engineering,” 1900 Prairie Ave., Chi- 
cago. 

Miscellaneous 
PLUMBERS’ BIN LABELS 





reer 


Send for samples and prices of card holders, 
bin labels re valve tags, and free book- 
lets: ‘‘How to Lay Out the Plumbing Shop”’ 
and “*How to Train the Apprentice a, 
Hadden Bin Label Co., Haddon Heights,N. J. 











NICKEL 


ALLOYS 








aA HEGH NLCRKESE ALtor 





MONEL METAL 














THE INTERNATIONAL NICKEL COMPANY, Inc., 


LOOK 


Thesetwo Nickel alloys... Monel Metal for 
kitchen and pantry sinks and solid Nickel 
Silver for plumbing fixtures...meet today’s 
demand for silvery equipment that must 
wear better and look better longer. Write 
for lists of available literature on Monel 
Metal and other Nickel alloys. Address 





; 


BETTER LONGER 


NOW! 


A New Steady Income 


‘I can testify our firm earned $4750 
extra on 1930 (not so bad, is it?), 
which was due to your splendid 
Training, inspiring us to develop three 
extra fields. Your INSTITUTE de- 
serves the credit,’’ writes the Partner 
of a Shop Owner. 


The INSTITUTE especially solicits 
Shop Owners, their Sons, Partners, 
Foremen, Salesmen, Mechanics, etc., 
to investigate our wonderful Programs 
of Training—which means Steady 


Work—Steady Profits. 
PREPARE NOW, for the coming 


years of business. Be determined to 
get your share. We Teach You in 
Your Own Home, Personal, Clear, 
Direct. Entire Satisfaction is guar- 
anteed. Full information is free— 
check your Course, and write today. 


© Heating, Ventilating and Refrigeration 
Engineering 

[| Special Warm Air and Forced Air Heating 

© Steam and Hot Water Heating 

0 Air Conditioning for Fan H. & Eng. 

[ Plumbing and Sanitary Engineering 

1 Contracting and Estimating 


THE ST. LOUIS TECHNICAL INSTITUTE 
4543 Clayton Avenue, St. Louis, Mo. 


USED OSTER PIPE MACHINES 


2” Oster Portable, No. 412. 

2” Oster Portable Gasoline Engine 
Drive No, 402. 

2” Oster Belt Drive No. 300. 

4” Oster Belt Drive No. 304. 

4” Oster Motor Drive No. 304B. 

4” Oster Gasoline Engine Drive on 
Portable Truck. 

All the above overhauled and com- 
plete with equipment as supplied with 
new machines. 

THE O'BRIEN MACHINERY CO., 

113 N. Third St., Philadelphia, Pa. 


LETTER HEADS, BILL HEADS, 
JOB TICKETS, TIME SHEETS, 
ETC., FOR PLUMBERS 


Reasonable prices; quick service. 
Send for samples. LOUIS FINK & 
SONS COMPANY, School Building, 
Laurel Springs, New Jersey. 
Audel’s Plumbers’ Guide 


The standard educator; teaches the 
theory and practice of plumbing, heat- 
ing, steamfitting, gasfitting and sheet 
metal work. Answers your questions, 
Explains the new short cuts, modern 
methods and inside trade information. 
Easy to understand. A complete refer- 
ence and home study course. Fully 
illustrated, authentic, up-to-date, with 
plumbers code. Four volumes, pocket 
size; price 86 complete, payable 81 a 
month. Write today for FREE Plamb- 
ers Folder. THEO, AUDEL & CO, 
a5 W. 24rd St., New York. 














Nickel 


SILVER 











Miners, refiners and rollers of Nickel, 67 Wall Sf. New York L 


Sole producers of Mone! Metai 








Nickel \ 
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Air Reduction Sales Co....102 


Alabama Pipe oo ee 164 
Alberene Stone Co........ 134 
American Brass Co........ 29 


American Gas Products 
a er 

American Oil Burner Assn. .157 

American Radiator Co..... 8 

American Sanitary Mfg. Co. 14 
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The Van Su eringens, those master minds of railroad management 
and mergers, have developed this beautiful and exclusive sub- 
division in Cleveland, Ohio. The historic ‘Shaker’ settlement once 
occupied this same site. 








The Sylphon No. 930 Regulator is a lever type self contained 
© instrument for controlling hot water service heaters and in 
Temperature Regulators selected and serving isis! sso retea! Sct ee 
p quiring frequent changes in the temperature setting. Adjust- 
ment for different temperatures is made by moving the 

weight along lever bar. 
No. 931 Regulator is a spring type instrument and owing to 






V1, 


of the Van Sweringens. Nothing has been spared 
to make this Cleveland sub-division the ideal home 
site of the Nation. Visitors are awed with its striking 
beauty of lay-out and array of modern homes, apart- 
ments and business buildings. Residents are ever prais- 





. pe . 

The Shaker Heights Village is an- its com pactness and me fact that it can be installed in 

other monument to the master minds ma any position is preely y use ed where one dehnite temperature 
' 2 ~ is requires d day by ' 


Ask for Our Bulletin 


A bulletin leac ‘Tribes © if 
complete iine of Regu- 

lators for the temperature 
control of lianids. Not 














. 4 ynivy does this literature 
ing the forethought of these men who planned so aes otiiieia tae 
thoroughly for their comfort, recreation and general it gives much valuable in- 


Diagram Shows a No. 931 Sylphon formation on general tem 


well-being. . : 

Temperature Regulator used on a perature control problems 

it Will prove to be a 

storage heater. valuable additions to vous 

It is not surprising that Sylphon Temperature Regula- library or file. Ask for a 
Bulletin GD 125. 


tors were selected to control the temperature of service 
water in many of these buildings and institutions. This - 
is just one of the hundreds of instances where such WH ON O 
honor is bestowed upon Sylphon Products. Such ULTON YLP ° 
recognition should be convincing to you that Sylphon KNOXVILLE, TENN.,U.S.A. 


quality is outstandingly recognized where accuracy in European Representatives, Crosby Valve and Eng. Co., Ltd., 
temperature r , 41-2 Foley St., London, W. I., Eng.; Canadian Representa- 
paratace regutetion S —ptticme tives, Darling Bros. , Ltd., 140 Prince St., Montreal, Que., Can. 


REPRESENTATIVES IN ALL PHRIiNnNciPAnbh CitFriregEs §I'N WU. 8S. Az 
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Vogel Number Five—fills the need 
for a durable economical outfit for 
factory use. 





Vogel Number Ten-A—with tank con - 
cealed. Designed for high class instal- 
8, 
office bulldings, schools 


lations itn apartment 











a 


and institutions. 
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THREE OF THE MOST POPULAR 
SEAT-ACTION CLOSETS IN THE 
VOGEL LINE.... 








For installation in plants, factories, 
schools and institutions 








Some one is profitable for plumbers to 
install—and all are advertised exten- 
sively to your customers. They are typically 
VQGEL products—having only the finest 
materials and workmanship throughout. 
Each is designed for a specific purpose, and 
fills its needs perfectly. 


The VQGEL line has always been profitable 
and these three outfits are making thousands 


and thousands of dollars a year for plumbers. 


Folders imprinted with your name 
and address will be sent promptly 


upon request. 


JOSEPH A. VOGEL 
COMPANY 


WILMINGTON, DEL. 
ST. LOUIS, MO. 

















